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Commercial Union- 
Ocean Changes Jan. 1 
In Executive Posts 


Koeckert Giving Up Fire Cos. 
Management, Keeps Gen. Atty. 
Title; Miller To Be Manager 


GLEISER DEP. U. S. MANAGER 


Florence To Be Assistant U. Ss. 
Manager; Spencer Succeeding 
Bunyan on Pacific Coast 








F. W. Koeckert, United States mana- 
ger of the group of fire companies in the 
Commercial Union-Ocean organization, 
and general attorney for the organiza- 
tion, will on January 1, 1948, relinquish 
his title as United States manager of the 
fire companies. They are Commercial 
Union Assurance Co., Palatine Insurance 
Co. Union Assurance Society and Brit- 
ish General Insurance Co. He has been 
with the Commercial Union group of fire 
companies since 1920 and United States 
manager since 1927. 

Mr. Koeckert is to be succeeded as 
United States manager by H. W. Miller 
who has spent his entire business life 
with the Commercial Union. He began 
his career in the New York office in 
1914 and five years later went into the 
Central New York field as special agent, 
his headquarters being in Syracuse. Re- 
called to New York in 1935 he was 
elected secretary and placed in charge 
of automobile production and underwrit- 
ing. In 1938 he was appointed assistant 
United States manager and was given 
supervision of the Eastern Department. 


Gleiser and Others Advanced 

QO. C. Gleiser on January 1, 1948, will 
be advanced to deputy United States 
manager and D. W. Florence to assist- 
ant United States manager. On the 
Pacific Coast J. C. Bunyan will retire as 
manager of the combined activities of 
the Commercial Union-Ocean Group in 
that territory. F. H. Spencer, now as- 
sistant manager, will succeed him. J. 
D. K ating, assistant mananger, will con- 
tinue in charge of the fire underwriting 


in Pacific Coast territory. Joseph E. 
Joseph, at present resident manager of 
the ‘:roup at Los Angeles, will be ap- 
pointed assistant manager and_ trans- 


terre’ to San Francisco to assist Mr. 
neer On the casualty side. 
O. ©. Gleiser entered the service of 
(Continued on Page 20) 
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William Penn Exhibit 


In honor of the birthday of William Penn, founder of 
Pentsylvania, the Penn Mutual Life now has on display in the 
main corridor of the Home Office Building an exhibit of pictures 
associated with Penn, and invites visitors during the month of 


November to see this exhibit. 


_The show centers on Wyeth’s great mural painting of 
“William Penn, Man of Vision, Courage, Action.” There is the 
iron statue of Penn and numerous portraits on paper and in iron, 
bronze, copper, brass and wood, even on a model fire engine of 


a century ago. 


Visitors seeing these pictures may wonder if William Penn 
was a celebrity of only local interest, but a study of this collec- 
tion shows that the interest in the man has been widespread, for 
included are engravings of American, French, German, Italian 
portraits and interpretations of West’s popular painting of Penn’s 


peace treaty with the Indians. 


There was once a tree growing in Philadelphia, that finally 
was “decayed and blowed down in 1810.” Pictures of that tree 
have been popular for many years because it was the elm under 
which tradition said Penn and the Indians declared peaceful 


intentions. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 


President 


INDEPENDENCE SQUARE, PHILADELPHIA 











U. S. Supreme Court 
To Hear Abandoned 
Property Appeal 


New York Statute Applied to 
Policy Proceeds to Get 
Constitutional Test 


LOWER DECISIONS’ STATUS 


Law Upheld as to New York But 
Unconstitutional Applied 
to Other States 


The U. S. Supreme Court granted a 
hearing at its session Monday on appeal 
of several life insurance companies on 
the constitutionality of New York State’s 
abandoned property law of 1944 under 
which unclaimed life insurance policy 
proceeds were required to be paid to 
the state. The case went up through the 
New York courts this year and last, the 
New York Court of Appeals on July 2 
in a written opinion modified the de- 
cisions of the lower courts which sus- 
tained the constitutionality of the law 
as to life insurance policies delivered in 
this state but held it unconstitutional 
as to policies delivered in other states. 
A lengthy opinion was written by Chief 
Judge Laughran. 

In accepting jurisdiction of the appeal 
of the insurance ompanies in the case 
of Connecticut Mutual et al v. Moore 
(N. Y. State Controller) it means that 
the case will be briefed and argued be- 
fore the Supreme Court in the next few 
months. 





Companies Contention on Appeal 


The case was brought by Connecticut 
Mutual, Massachusetts Mutual, National 
Life, Penn Mutual and Phoenix Mutual 
(original plaintiffs), and Aetna Life, Pru 
dential Life and Union Mutual Life 
(plaintiffs added by stipulation). 

The companies contend that the stat- 
ute violates the terms of the policies be- 
cause no one knows whether the in 
sureds are living or dead. If they are 
dead, the cause of death is unknown 
and, therefore, the amounts payable un- 
der the policies is undeterminable be- 
cause they may have died as a result of 
war, military service, aviation activities, 
etc., or their age may have been mis- 
stated or there may have been other 
breaches of conditions upon which lia- 
bility, or the amount of liability, depends. 

The companies also contend that if 
these policies are subject to escheat the 
state in which a company is incorpo- 
rated should have jurisdiction to escheat, 
not the state of New York, these being 
companies incorporated in other states. 


(Continued on Page 5) 
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Presenting the New Analagraph’ 














designed by Walter Dorwin Teague 


From the drawing 





board of one of 
America’s foremost 
designers comes the 
new Analagraph — 


so compact that it 





fits the pocket, so 
handsome in its maroon leather cover that 


it resembles a fine jewel case. 


To achieve this masterpiece in modern 
design we commissioned Walter Dorwin 
Teague, famed for his outstanding work with 
such companies as Ford, Eastman Kodak, 
Boeing Aircraft and Scott Radio. His trim, 
functional redesign of the Analagraph repre- 
sents an important forward stride in life in- 
surance merchandising. 


Thus, the Analagraph, forerunner of pro- 


gramming devices, becomes an even sore 
efficient sales tool. Yet this striking redesign 
is just one of many new sales aids in store 
for our fieldmen. For things are happening 
at the Mutual Benefit. Things that already 
reflect in our underwriters’ first year «vm- 
missions —now 21 per cent ahead of last \ cat. 
Things that promise even greater su: cess 


for our men in the months ahead. 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY 


ORGANIZED 
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Philosophy of A. N. Mitchell 


In a study of the century history of the Canada Life and some of its personalities 
A. N. Mitchell, chairman of the Canada Life board gave some of his life insurance 
philosophy at the company’s centenary dinner. Some extracts from this address are 


here printed. 


All great results, in business or in na- 
tional or international development, arrive 
becatise some man or men have been for- 
ward-thinking and have had the courage 
and energy to convert their thoughts in to 
action 

I like to call it vision, and I applaud the 
courageous and practical visionary. This 
type of visionary leaves behind him a uni- 
versal betterment. He not only gives birth 
to forward-looking thoughts, but has the 
couraze to convert these thoughts into ac- 
tion. He leaves permanent benefits because 
his visions lead him far beyond mere de- 
sire to gain personal aggrandisement and 
power. His vision and energy force him 
to build for the pure pleasure of building. 
They compel him to become a national and 
world benefactor. This is a great common 
attribute that I find running all through 
the leading personalities who have high- 
lighted the history of this company. (Mr. 
Mitchell was referring among others to 
Hugh C. Baker, A. G. Ramsay, Senator 
George A. Cox and his son. E. R. Wood, 
Leighton McCarthy, S. C. McEvenue and 
E. C. Gill.) 

The management of today and _ their 
chiefs of staff are, to my personal knowl- 
edge, just as imbued with great visions and 
the courage to make them realities as were 
any of their predecessors. 


Facing Difficulties Head On 


I am told that a business friend of 
George A. Cox used to say to his associates 
in time of trouble, “Hug Danger.” In 
other words, meet your dangers head-on 
and overcome them. Don’t run. They are 
sure to catch up and strike you in the back. 
Conquer your difficulties. It is astonishing 
how often when faced and met squarely 
difficulties cease to be enemies and emerge 
as helpers in our adventures in building. 

It is another description of true vision. 


It urges you not to compromise with what 
you basically disbelieve in. It teaches that 
sound methods persisted in, wll ultimately 
prevail. 

Vision, and the courage to use it, is at 
the base of all progress. 


In our business, these qualities produce 
every successful underwriter. They de- 
velop in him a constantly increasing appre- 
ciation of the needs of the public, that he, 
and his life insurance solutions, alone can 
meet, and enable him to fit himself to apply 
those solutions. 

Every field man here tonight has proved 
by his successes that he has this vision 
and the courage to make it practical. 

Every successful agency manager has 
had it in large share or he could not have 
enthused his associates with the greatness 
of the business they represent and so helped 
them to the success they have attained. 
Every member of the office staffs, either 
executive or clerical, who feels the im- 
portance of his co-operation in bringing 
the benefits of life insurance to thousands 
of families and businesses, shares the 
vision. 

Each one who has felt the joy of success 
in his work has had a vision of the better- 
ment of the world. Moreover, your wives 
have joined you in those visions, or you 
could not have met your many disappo‘nt- 
ments and still gone on to further success. 


Develops Unselfish Best in Men 


Life insurance is to me the only busi- 
ness in the world which, while it provides 
for the needs of the future of many in- 
dividuals, families and businesses, at the 
same time, automatically develops the un- 
selfish best in men who take advantage of 
it. It teaches that great fundamental upon 
which the world’s progress has been based— 
self-dependence. It teaches that by volun- 
tary cooperation we can accomplish mir- 
acles. But that true cooperation must con- 
sist of each participant providing his full 
share towards the desired outcome. It 


teaches, in fact, principles which should be 
followed in all economic and political en- 
deavour. 

We may well be proud of being asso- 
ciated with a business which produces such 
basically sound philosophy. 

There can be no greater vision than 
that which sees the greatness of the in- 
dividual and teaches the possibility of 
maintaining that greatness in a vast co- 
operating group. 

May we never be ashamed to boast of 
our vision! 

Nations, as such, will become increas- 
ingly less important, but those human re- 
lationships, which result from all business 
intercourse between individuals, will be- 
come increasingly important. 

The world is an association—not a con- 
glomeration of lone wolves at enmity each 
with the other. This statement is not a 
criticism of individual endeavor—it empha- 
sizes it. It advocates the individual strug- 
gling for recognition of his beliefs, but 
not resenting the belief of others. It ad- 
vocates understanding, compromise and the 
assimilation of the logic found in the be- 
lief of others. It advocates, in fact, the 
philosophy we bring to our clients by what 
this business offers. 


Quotes Sir Francis Drake 


May I point out to you one other out- 
standing attribute of those who built the 
company? Each of those practical vision- 
aries in our past has been, not only a good 
starter but a good finisher. They had the 
courage to follow their visions through. 

In closing, I quote that immortal prayer 
of Sir Francis Drake, made when his great 
vision had led him to make that courageous 
attack on Cadiz which paved the way for 
saving his country by defeating the Span- 
ish Armada. Prayed he: “O, Lord God, 
when thou vivest to thy servants to en- 
deavor any great matter, grant us also, to 
know it is not the beginning, but the con- 
tinuing of the same until it is thoroughly 
finished, which yieldeth true glory.” 

Praise of Leighton McCarthy 

After paying tribute to Hugh C. Baker, 
who was not yet 30 when he conceived the 
Canada Life and Senator Cox and his sons 
Mr. Mitchell said of Leighton McCarthy 


who had been vice president of the com- 





A. N. MITCHELL 


pany for four years before assuming the 
presidency : 

“The latter event occurred just before 
one of the most trying experiences the 
business has met. The depression period 
of the thirties brought the need of an- 
other great influx of vision. Those days 
were a succession of world-wide business 
failures. There was an almost complete 
breakdown of the banking system of the 
United States. Impatient queues, for the 
first time, waited at the policy loan wickets 
of the life insurance companies. Those 
were days when, largely through world- 
wide political and economic folly, all busi- 
ness seemed on the verge of crumbling. 
They were almost nightmare days. They 
can never be forgotten by the executives 
who guided institutions such as the Canada 
Life throughout the period. 

“Many of you here tonight can join me 
in the memories of those chaotic times. 
All who can, will also. join me in an appre- 
ciation of the fact that during that period 
we had at the head of this company Mr. 
Leighton McCarthy—one whose vision 
looked beyond the difficulties—who never 
wavered in his calm approach to the prob- 
lems to be met, and never hesitated to use, 
what seemed to some at the time, drastic 
methods to prepare for the still greater 


difficulties his vision foresaw’ 





Insurance Company and Bank Stock 


Investments Seen by George Geyer 


Analysis of insurance company and 
bank investments was made 
before the recent meeting of the finan- 
cial section of American Life Conven- 
tion at Chicago by George Geyer, head 
of a New York investment house. Some 


stocks as 


of Mr. Geyer’s comments follow: 

“The investments of life insurance 
companies more often are made to ob- 
tain a dependable income at a reasonable 
rate than I find in any other class of 
investors. You are all familiar, I feel 
sure, vith the long unbroken dividend 
recor’. which attach to the stocks of the 
leading fire and casualty insurance com- 
panies, and the nation’s large banks. 
Dividends have been paid on the stocks 
Ol sonie of the largest New York City 
banks or periods ranging up to 162 con- 
secutive years. Twenty of the largest 
comm rcial banks in the country have ' 
Paid «nsecutive dividends for an aver- 
“g€ oi seventy-three years. There are 
se seven active insurance stocks on 
be lich lividends have been paid in each 
red r more than fifty years, and 
pore ne on which dividends have been 
aid j 


each of the last twenty years or 


longer. Admittedly the dividends paid 
by our banks and insurance companies 
prior to the Civil War are no very de- 
pendable evidence of current-day invest- 
ment value—other than as a symptom of 
the durability and stability of banking 
and insurance. 


Long Dividend Record 


“Insurance companies particularly, and 
banks to a lesser degree, however, are 
unique in the adherence of most such 
institutions to dividend policies which 
have contributed largely to the impres- 
sive dividend records of bank stocks and 
insurance stocks. I refer to the fact 
that both the fire and casualty insurance 
companies, on the whole, traditionally 
gear their dividend disbursements to the 
amount of income earned on _ invest- 
ments, and virtually disregard earnings 
from the insurance business proper—ex- 
cept that occasional extra dividends are 
paid when underwriting earnings have 
been favorable. In 1946, a fairly typical 
year, the seventy-seven fire and casu- 
alty companies I’ve referred to through- 
out this talk paid in the aggregate divi- 
dends equivalent to only 62.7% of the 
income earned on investments. Only 
four of these companies paid dividends 
in excess of investment income, and in 


three of these four cases underwriting 
earnings were very substantial. The 
large banks of the country, similarly, 
consistently disregard security profits 
and other capital gains in the establish- 
ment of dividend rates, and the group of 
large New York City banks I’ve repeat- 
edly mentioned paid dividends last year 
which in the aggregate represented only 
54.1% of net current operating earnings 
after taxes. The investment income of 
insurance companies, therefore, is the 
prime point of evidence as to the prob- 
ability and continuity of insurance- 
company dividends, and net operating 
earnings after exclusion of capital gains 
may be viewed as the limitation upon 
dividend payments by most. well- 
managed banks. 

“As to investments, I have already re- 
ferred to the wide range of preference 
shown as to diversification between 
Government bonds and common stock- 
holdings among insurance companies— 
although most of the large banks find 
their investments comprised principally 
of Government bondholdings at this 
time. This is rather fortunate, for the 
complete investment list of large banks 
is very rarely available to outsiders, al- 
though some of the institutions you rep- 
resent may have sufficient influence to 
obtain certain data that would not be 
available to “stockbrokers.” The com- 
plete investment lists of insurance com- 
panies however are conveniently avail- 
able, through the convention statements 
if not otherwise. Our own basic ap- 
proach to the determination of adequate 
quality in insurance-company investment 


portfolios is directed toward establishing 
that each company has sufficient cash 
and securities of virtually riskless char- 
acter—by which I mean, today, ‘short- 
term Governments primarily—to meet 
any conceivable demand from policyhold- 
ers that reasonably might be antici- 
pated, without the necessity of selling 
securities which fluctuate in value in 
what might prove to be an unfavorable 
securities market for sellers. 


Caliber of Investment Management 


“The caliber of investment manage- 
ment in fire and casualty insurance 
companies may be readily measured by 
computing the rate of return on mean 
invested assets and the net capital gains 
or losses over a sufficiently extended pe- 
riod. If a company is stretching its 
quality standard too far to obtain in- 
come, this lack of discretion is likely to 
be shown up, in time, in capital losses. 

“Nearly all dealers in securities, if dis- 
cussing either bank stocks or insurance 
stocks with you, would spend some time 
discussing the difference between the ap- 
parent equity per share behind bank 
stocks, or the “liquidating value” of in- 
surance stocks—particularly if such in- 
dicated asset values are appreciably 
above prevailing market prices of the 
stocks, as is almost invariably the case 
today. I’m sure you do not need me 
to minimize the limited importance of 
the relationship of market price to what 
we would term “book value” of an indus- 
trial stock. The comparison of market 


(Continued on Page 7) 
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James R. Adams Joins 
American National 


HEADS SOUTHEAST DIVISION 





Consultant of Agency Management Assn. 
to Have Charge of Nine 
Southern States 





James R. Adams, CLU, consultant and 
training specialist of Agency Manage- 
ment Association, will join American Na- 
tional, Galveston, November 1, as di- 
rector of agencies for the Southeastern 
Division of that company with head- 
quarters in Birmingham, it was an- 
nounced by W. L. Vogler, executive vice 
president. As director of agencies for 
the Southeastern Division, Mr. Adams, 
who became widely known in the life in- 
surance business through his work as 
director of the Association’s Schools in 
Agency Management, will have charge of 
the company’s Ordinary agencies in Ala- 
bama, Florida, Mississippi, Louisiana, 
Georgia, North Carolina, South Carolina, 
Tennessee and Virginia. 

The appointment of Mr. Adams com- 
pletes the regional setup which the 
American National put into operation 
early this year for its Ordinary forces 
to decentralize most of the supervisional 
duties carried on in the home office and 
bring both direction and administration 
of agency affairs closer to the field or- 
ganization. Each of the four field ex- 
ecutives will handle the problems in his 
division, supervise its operations, open 
new agencies and be responsible for de- 
velopment in manpower and production. 
He will maintain headquarters in the ter- 
ritory and will be in closest contact with 
the field organization under his direction. 


Had Field and Executive Training 

Native of Kentucky, Mr. Adams grad- 
uated from Emory University, Atlanta, 
with a liberal arts degree and took one 
year of law. He entered the life insur- 
ance business as an agent for Liberty 
National following graduation, and later 
joined the home office staff in Birming- 
ham. He had a wide variety of execu- 
tive experience in the home office in 
various departments, and organized his 
company’s first training schools while 
serving as director of field training. 

In 1944 Mr. Adams came to the asso- 
ciation as a consultant in the Company 
Relations Division. The following year 
he was made director of the Schools in 
Agency Management from which more 
than 1,000 managers, general agents and 
home office executives from all parts of 
the nation and Canada were graduated 
during Mr. Adam’s tenure. Mr. Adams 
is well known as a speaker at life in- 
surance and civic meetings. He recently 
was designated a Chartered Life Under- 
writer, and also holds a diploma of the 
Life Office Management Association In- 
stitute. 

His work as a consultant for the as- 
sociation took him into the home office 
of more than fifty life insurance com- 
panies in all parts of the country. An 
authority on agent and manager training, 
Mr. Adams has written many Agency 
Management Association publications on 
these and other subjects. In leaving the 
association, Mr. Adams joins an impos- 
ing group of former association staff 
members who have gone on to important 
posts in the business. 





PILOT LIFE MEDICAL DIRECTOR 
The appointment of Dr. J. Lindsay 
Cook, Winston Salem, N. C., to become 
medical director, Pilot Life, Greensboro, 
has been announced by O. F. Stafford, 
Pilot’s president. At time of receiving 
the appointment, Dr. Cook held the po- 
sition of chief of the medical and sur- 
gical unit, regional office of the Veterans 
Administration in Winston Salem. 





UTICA ASSOCIATION SPEAKERS 

Ray J. Plant, John Hancock and Fred 
R. Carpenter, Metropolitan Life, both of 
Rochester, addressed the recent meeting 
of the Utica Life Underwriters Associa- 
tion. 


Mass. Mutual Appoints 
Neil Oliver, E. P. Brooks 





NAMED AS GROUP SUPERVISORS 





Will Be Attached to the Group Depart- 
ment Staff in New York; 
Their Careers 





The Massachusetts Mutual Life has 
announced the appointments 
Oliver and Edwin P. Brooks as Group 
supervisors attached to the Group de- 
partment staff in New York City. 

Mr. Oliver entered the Group insur- 
ance field with The Prudential in 1932 as 
a home office 
York. During the war he served with 
the United States Army and saw service 
as a combat infantryman in the Asiatic 
Theatre. He was later appointed to the 
War Crimes Commission in the Philip- 
pines and the Inter Military Tribunal in 
the Far East, and at the time of his dis- 
charge he held the rank of captain. 
associate district sales manager he re- 
turned to The Prudential with the Group 
department at Richmond before joining 
the Massachusetts Mutual. 
the company as Group supersivor for 
the New York City and New Jersey area. 

Mr. Brooks entered the insurance field 
following his 
Wesleyan University, where he was cap- 
tain of the football team, as claims ad- 
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BROKERS—/ncrease Your Commissions 
Inquire About Our : 
PENSION TRUSTS FAMILY GUARDIAN CHI 
(Individually Planned) (High Protection—Low Cost) 
DISABILITY INCOME ($10 A MONTH) ae 
ha L. B. LASKO AGENCY 

of Neil GUARDIAN LIFE INSURANCE COMPANY OF AMERICA Aa 
1450 Broadway, New York 18, N. Y. Phone: WI 7-062! te 

‘i the 

L. A. TRUST COUNCIL ELECTS : rol 

: 7—_ 

Life Insurance and Trust Council of New Institute Members 
representative at New Los Angeles has elected the following Ten life insurance companies were Bde 
officers for the ensuing year: Eldin L. elected to membership in the Institute of 4 a 

Smith, CLU, Connecticut General, presi- Life insurance at the last meeting of i z 

dent; Russell C. Lemon, Farmers & Mer- the board of directors, Holgar J. John- a 

chants National Bank, vice president; 5° Institute president, announced nial 

George P. Quigley, Provident Mutual, These, with two additional companies ; Pr 
secretary-treasurer, elected at an earlier board meeting . 

As brought the Institute’s membership to dent, 
; : _ 153 companies. denti: 
juster for the Aetna Life’s Philadelphia The new companies elected at the last Mr. | 

office. During the war he served with meeting were Empire State Mutual oe 

He enters the parachute troops in the European Jamestown, N. Y.; Jefferson National aa 
Theatre and was discharged with the Life, Indianapolis; Manhattan Life. Ney Ange 

rank of first lieutenant. Mr. Brooks will York; Modern Life, St. Paul; Monv- f a spe 

| specialize in the administration and mental Life, Baltimore; National Home and 
graduation from Ohio handling of claims for the Massachusetts Life, St. Louis; Old Dominion Life “Man. 
Mutual’s Trustee Group business in the Richmond; Rio Grande National Live speak 

New York and New Jersey area. Dallas; State National Life, St. Louis: first ( 
Woodmen Central Life, Lincoln, Neb. ecutiv 
The two previously elected were the Mr. B 
LIFE IN TH BERKSHIRE Life Insurance Company of Georgia. At- Henry 
E lanta and the Mutual Savings Life. , of th 
St. Louis. Breecl 
a posts 1 
Our new Career Contract is certainly tops! It : : The 
‘ wees Security Mutual Life’s saline 
gives us a larger, more stable income and in- : A dnt 
cludes death, disability and old age benefits.” Housing Project P ostponed questi 
. Security Mutual Life, Binghamton, has surance 
postponed “for the present” the con- tional | 
struction of its planned  $1,500,000— ticipan 
i, $2,000,000 housing project just outside shortly 

Binghamton on which work had been major 

scheduled to begin this month. Reason selling 
for the delay, as revealed by Frederick In th 

D. Russell, Security Mutual president, panies’ 
was inability of Harrison, Ballard & rection 
Allen, New York housing consultants, to vice pt 
negotiate the bid covering the major Life. J 

portion of the work into a firm lump- selling 






Frankly, we are very 
proud of our new Ca- 
reer Contract for Berk- 
shire Associates. It 
provides for a larger 
and more stable in- 


come to the career man through the larger second year 
commission and the personal continuity credits during the 
entire premium paying period of the policy. It provides for 
a level lifetime income in old age with no contribution re- 
quired of the agent. On death of the agent, it provides 
immediate cash for a clean-up fund and an income for 10 
years thereafter. It also provides for a continuing income. 
to the agent who becomes disabled. 


Every effort has been made to provide the most modern 
and the best system of compensation for the benefit of our 
present full-time career underwriters, and also for the new 
men who will become associated with the Berkshire in 


the years to come. 


 Kerckshwoze 


ANY 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 
HARRISON L. AMBER, President 





PITTSFIELD, MASS. * ASSOCIATE 





sum contract. Continuing sharp, price surance 


increase in the construction industry The ; 
were cited as contributory factors. which y 

Security Mutual is not abandoning the res 
plans for the housing development, Mr in life 


Russell said. He would not, however, world a 
estimate when construction may _ begin 
and noted that “new firm bids will have 
to be obtained within the cost limits we 
have already established before we can 


actually go ahead.” 


HE, 








LIFE CO. OF GA. CHANGES D. C. 
Life Insurance Company of Georgia has bee 
has created four divisions in Mississip” ritish | 
formerly supervised through a state of- will con 
fice in Jackson. Managers are G. former 1 
Hopkins, Jackson division; H. W. Keyes me: He 
Greenwood division; M. S. Woodward hi 
Jr., Tupelo division; and C. W. Tedder 1929, anc 
Hattiesburg division. Guy T. Dobbs, Su the Inst 
formerly state manager, has been @- later. In 
pointed regional supervisor for Missi‘ actu J 
sippi. vember 
Arm be 
SEEKS SEPARATE CHARTER i or 
At the regional conference of the Lite the Ber: ‘ 
Underwriters Association affiliated wit! a, shes 
the California State Association, as We ‘ : ne 
as those from Arizona and Nevada, tht i ee fe 
California State Association in igurate! the | tex: 
preliminary proceedings to fave the ™ 
Orange County, Cal., Association grante’ . 
a separate charter by the NAL|. Hert Merce : 
tofore it has been attached to the L0 as li 


Angeles Association. 


PROVIDENT MUTUAL INC 
The Provident Mutual Life, 








r EASES 


hiladel- 







phia, has announced that new ‘nsuranc imme:|int 
sold for the third quarter am inted t" of ¢] Mi 
$26,013,000, an increase of 5.7% over th mantles, 
corresponding quarter for 194(._ Inst” Wind Bik 
ance in’ force increased by $13,738,000 ! up te . 
$1,245,268,000 during the quarte’. Un a 
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Program Plans for 
Agency Management 


CHICAGO MEETING NOV. 12 TO 14 





Reese Taylor, President Union Oil and 
Executive Vice President Breech, 
Ford Motor, Speakers 





A new type of annual meeting featur- 
ine nationally known speakers outside 
the life insurance field as well as rank- 
ing leaders in the business will highlight 
the Agency Management Association’s 
sessions November 12, 13, and 14 at the 
Edgewater Beach Hotel, Chicago. The 
annual meeting committee under the 
chairmanship of Harold M. Stewart, ex- 
ecutive vice president, Prudential, has 
announced the opening day program. 

President Cecil J. North, vice presi- 
dent, Metropolitan, will deliver his presi- 
dential message as the opening speaker. 
Mr. North will in turn introduce Reese 
Taylor, president of Union Oil Co., Los 
Angeles. Mr. Taylor, widely known as 
a speaker and author on management 
and business problems, will discuss 
“Management’s Greatest Challenge.” The 
speaker at the group luncheon on the 
first day will be Ernest R. Breech, ex- 
ecutive vice president of Ford Motor Co. 
Mr. Breech, a key man on the “team” of 
Henry Ford II, was formerly president 
of the Bendix Aviation Corp. Mr. 
Breech has also served in important 
posts with General Motors. 

The afternoon period will be an inno- 
vation featuring a question and answer 
forum with the audience asking the 
questions and heads of various life in- 
surance associations and other institu- 
tional leaders doing the answering. Par- 
ticipants in the forum will be announced 
shortly. The discussions will center on 
major questions facing life insurance 
selling and allied fields at the moment. 

In the evening, the combination com- 
panies’ dinner will be held under the di- 
rection of Chairman John F. Ruehlman, 
vice president, Western and Southern 
Life. This dinner for member companies 
selling both Ordinary and Industrial in- 
surance, is an annual affair. 

The second day’s program, details of 
which will be announced later, will stress 
the research developments taking place 
in life insurance and in the business 
world at large. 





HEARD On The WAY 











D. C. H. Potter of the Canada Life 
has been appointed secretary of the 
British Isles division of the company and 
will combine with his new duties his 
lormer responsibilities as assistant actu- 
ary. Ife has been with the British Isles 
division of the Canada Life since April, 
1929, and qualified for his Fellowship of 


the Institute of Actuaries two years 
later. In 1932 he was made assistant 
actuary. From March, 1941, until No- 
vember, 1945, he served with the British 


Arm being discharged with the rank 
Or major. 

Mr. Potter succeeds as secretary of 
itish Isles division H. B. Williams 
who has held that post since the divi- 
Sion \vas opened in 1919. Mr. Williams 
IS ret'ring on pension after being with 
the (nada Life for forty-five years. 





De ‘ition of the famous Schwab 
Man: n, purchased by The Prudential 
of this year is to be started 
the next few days. The wreck- 


ne contract has been awarded to the 
on Abramsen Co., Inc., New York. 
Mthooch the work is to wet under way 
imm tely, it is expected that removal 


chateau’s works of art, such as 
: *, chandeliers, organ, stained glass 
Windows and wood paneling may require 
{© two months. 

Uncer terms of the contract with the 


Marks 20th Anniversary 
As Equitable Society Head 





THOMAS I. PARKINSON 


Thomas I. Parkinson, president of the 
Equitable Life Assurance Society was 
guest of honor at a dinner on Monday 
evening in the Union League Club to 
mark his twentieth anniversary as pres- 
ident of the Society. Hosts at the affair 
were the officers of the Equitable 

During the two decades that Mr. Park- 
inson has been president of the Society 
total insurance in force increased to 
$11,586,572,498 from $5,469,715,564. When 
Mr. Parkinson took office in 1927, the 
Equitable had admitted assets of $941,- 
755,000. Today the Society’s assets have 
grown to a total of $4,410,000,000, the 
greatest amount in the insurance com- 
pany’s eighty-seven-year history. 


H. R. Hill Retires 


Howard R. Hill, vice president of the 
group department of the Provident Life 
& Accident has been forced to retire 
from active duty with the company due 
to ill health. His retirement became ef- 
fective October 1. 

Mr. Hill, who became associated with 
Provident July 1, 1930, is a veteran of 
twenty-eight years’ experience in the 
group insurance field. 


AUGUST KERN’S NEW COMPANY 


August Kern, Jr., prominent St. Louis 
insurance man, has incorporated his new 
company—Accredited Hospital and Life 
—with $250,000 authorized capital stock. 
His associates are W. A. Hombs, W. C. 
Clippinger, Joseph Jackson, H. J. Mc- 
Annually and Arnold Roth. 











Rudolf Leitman, New York Life, De- 
troit, addressed the recent meeting of 
the Des Moines Association of Life Un- 
derwriters. 





Abramsen firm, Charles Fleetwood, vice 
president of Prudential in charge of its 
mortgage loan and real estate invest- 
ments, said that comp'ete responsibility 
for disposing of all built-in fixtures and 
works of art, with the exception of a 
few items which The Prudential is 
reserving for its own use, as well as 
salvage materials, rests with the wrecker. 
Early stories of the house and _ its 
erection refer to a cornerstone laying 
and there have been found a trowel that 
is said to have been used in the cere- 
mony. However, the exect location of 
the cornerstone, if there is one, or the 
nature of its possible contents are un- 
known. It is because of the possibility 
of historically valuable items being found 
that the company has stipulated that 
any cornerstone uncovered is not to be 
considered as part of the salvage. 


Uncle Francis. 





Frank P. Manly Dead; Was 


Indianapolis Life Founder 
Frank P. Manly, 82 years old, founder 
and former president of Indianapolis 
Life, died last week. A native of Rush- 
ford, Minn., "Mr. Manly was educated in 
the public schools there and was grad- 
uated from Valparaiso University in In- 
diana in 1889. After studying law at 
Northwestern University, he entered the 
life insurance business in Chicago. 

Mr. Manly went to Indianapolis as 
state manager for the Prudential in 1902 
and three years later organized the In- 
dianapolis Life. After leaving the In- 
dianapolis life in 1934, he founded the 
Hearthstone Life. He assisted in organ- 
izing the Indianapolis Rotary Club, of 
which he was president in 1915. He was 
district governor of the Illinois-Indiana 
district of Rotary in 1916. He was a 
member of the Indianapolis Chamber of 
Commerce, the Indianapolis Athletic 
Club and the Woodstock Club. A daugh- 
ter survives. 





Abandoned Property 


(Continued from Page 1) 


The statute attempts to escheat these so- 
called abandoned policies if the insured 
resided in New York when the policy 
was issued, and if the policy was de- 
livered in New York. The companies 
claim that the residence of the insured 
and place of delivery is immaterial for 
the purpose of escheat, especially as to 
these old policies issued years ago. They 
also claim that it is impractical to de- 
termine the legal residences of these in- 
sureds at the times the policies were 
issued. They point out that if other 
states copy the New York Law, each 
company would have to report to every 
state in which it is doing business, in- 
stead of only to the state in which it is 
incorporated. 


Situation Under Lower Court Decisions 


The modification made by that decision 
was that the companies should not be 
deprived of defenses to any of the so- 
called abandoned policies except that the 
companies can not resist payment to the 
state upon the ground that no proofs of 
death were filed or that claims are barred 
by limitation. The court felt that since 
the statute refers to matured policies the 
requirement for filing proofs of death 
was not essential, using as an analogy 
the escheat of abandoned savings bank 
accounts without the production of the 
bank books. 

The New York Supreme Court in Oc- 
tober, 1946, decided the constitutional 
question as given above when Judge 
Gavegan wrote a 25-page opinion in 
which he criticized the jurisdictional pro- 
visions of the abandoned property statute 
which made it applicable to policies 
written upon the lives of persons who 
were residents of New York State when 
the policies were issued, pointing out 
that the state in which the policy was 
delivered was the proper test. 

In the lower courts the question of 
limitation was an important factor, the 
companies contending that claims under 
most, if not all of the policies would be 
barred by statutes of limitation. Judge 
Gavegan stated that claims under some 
of the policies might be barred by limita- 
tion and that as to such policies issued 
in New York State he would not declare 
the statute unconstitutional. 

The insurance companies represented 
in the appeal by Ganson J. Baldwin, 72 
Wall Street, New York, include Con- 
necticut Mutual, Massachusetts Mutual, 
National Life, Vt., Penn Mutual, Phoenix 
Mutual, Aetna Life, Prudential and 
Union Mutual. Union Labor Life was 
associated in the lower courts but with- 
drew from the U. S. Supreme Court ap- 
peal. 





Donald H. Foucard ,manager of The 
Prudential’s district office in Lewistown, 
Pa., retired this week after thirty-eight 
years of service. 


Lemcke and Allsopp 
Prudential 2d V.P.’s 


MORTGAGE, REAL ESTATE FIELD 


Under Vice President Charles Fleetwood 
Both are In Mortgage and 
Real Estate Investments 


Election of Norman R. Lemcke and 
Ernest S. Allsopp as second vice presi- 
dents of Prudential has been announced 
by President Carrol M. Shanks. Both 
are identified with the company’s mort- 
gage loan and real estate investment 
activities headed by Charles Fleetwood 
who was recently elected vice president. 

Mr. Lemcke, a graduate of Amherst 
College and New York Law School, was 
born in the old Greenwich Village sec- 
tion of New York. Following service 
as an ensign in World War I, he prac- 
ticed law and engaged in the contracting 
business for several years. He joined 
The Prudential in 1927 and was made 
manager of the company’s mortgage loan 
office in Montreal. Later he served as 
manager in the Philadelphia and New 
York offices successively and in 1937 was 
returned to the home office in an execu- 
tive capacity. He is a member of the 
American Bar Association. ° 

Mr. Allsopp, who also has had ex- 
tensive experience in Prudential’s mort- 
gage work, is a native of Newark and a 
graduate of Newark Academy. He at- 
tended Cornell University and has a 
B.S. degree from University of Pennsyl- 
vania. He took graduate work at New 
York University and also is a graduate 
of the American Institute of Banking. 

In 1929, following several years of 
work with Farmers Loan and Trust Co., 
and Chemical National Bank in New 
York as an analyst, Mr. Allsopp went 
to Florida and entered the real estate 
business. Shortly thereafter he became 
manager of Prudential’s local mortgage 
loan branch and subsequently headed the 
company’s mortgage loan offices in Bos- 
ton and Newark. He was transferred 
to the home office in 1943. He is a mem- 
ber of the Real Estate Boerd of New- 
ark, the American Institute of Real Es- 
tate Appraisers and the Mortgage Bank- 
ers Association of America . 








Other Promotions 


To fill vacancies created by the ap- 
pointments listed above the company an- 
nounced that Thornton W. Sterrett, who 
has been regional manager in the farm 
loan division, has been promoted to 
general manager in charge of both farm 
and city loans. C. J. Faherty, regional 
manager in the city loan division, be- 
comes general manager of the real es- 
tate investment and industrial loan di- 
vision. 

O. Forrest McGill, manager of the 
company’s mortgage loan branch in New 
York, has been transferred to the home 
office and promoted to regional manager. 
Hugh Abernethy, mortgage loan mana- 
ger in Birmingham, Allen T. Murphy, 
farm loan manager in California, and 
Peter Samuelsen of the home office staff, 
have been made assistant general mana- 
gers in the home office organization. 





HEAR VINCENT B. COFFIN 
Vincent B. Coffin, vice president, Con- 
necticut Mutual Life, spoke before the 
first fall luncheon meeting of the Deroit 
Life Underwriters Association recently. 
Mr. Coffin discussed “Present Day Un- 
derwriting.” 





Charles R. Weeks, general agent of 
Ohio State Life at Port Huron, Mich., 
won first honors in the campaign being 
put on by the field force of the companv 
in honor of President Claris Adams. He 
wrote more insurance in the first week of 
the campaign than any other agent and 
was hailed as “The Man of the Week.” 





Karl F. Wintemute has been appointed 
nianager of the Winnipeg agency of the 
Aetna Life, succeeding O. Pryce-Jones 
who has resigned. 
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Prudential Makes Changes 


In Rates and Policies 

In letters to the field force of The 
Prudential by Vice President and Ac- 
tuary Valentine Howell announcement is 
made of changes in rates and policies 
some of which are brought about 
through the adoption of the Guertin 
valuation laws in most states. The com- 
pany’s announcement says in part: 

“Premium rates for most Ordinary 
policies, particularly those with a rela- 
tively high investment element, are be- 
ing increased slightly because of the 
continued low rate of interest earned 
on investments suitable for the funds 
of a life insurance company. Premium 
rates for Modified Life 3 and Term poli- 
cies will, however, remain unchanged. 
The over-all increase on the plans of 
insurance affected averages about 93 
cents per thousand of insurance. The 
greatest increase occurs under Limited 
Payment Life policies at the younger 
ages where the interest factor is of 
greatest importance. The additions for 
semi-annual, quarterly and monthly pre- 
miums on all forms of new Ordinary 
policies have been reduced to 3%, 59% 
and 6%, respectively, of the annual 
premium. 

“Adoption of new laws by many states 
prescribing minimum surrender values 
makes changes in non-forfeiture values 
necessary. Our new Ordinary premium 
rates and surrender values will be based 
on the 1941 Commissioners Standard 
Ordinary Mortality Table with 24% 
interest. The formula for surrender 
values is such as to produce values not 
less than the legal minimum values in 
any case and greatly in excess of the 
minimum in most instances. Cash values 
after fifteen years (or at the time a 
policy becomes paid-up, if earlier) are 
equal to the full reserve on the basis of 
the new table. As a result of these 
changes, cash values centering about the 
fifteenth policy year are considerably 
increased over the present values. In 
many instances cash values will be avail- 


Constitutionality of 
Pa. Law Will Be Tested 


AFFECTS HOUSING PROJECTS 





State Supreme Court Taking Original 
Jurisdiction in Suit of Policyholder 
of New York Life 
Of widespread interest to citizens of 
Pennsylvania respecting the housing 
situation and to policyholders of life in- 
surance companies interested in hous- 
ing projects is a ruling a few days ago 
of George W. Maxey, Chief Justice of 
the Pennsylvania Supreme Court on a 
petition of a policyholder of New York 
Life to test the constitutionality of 
legislation passed at its 1947 session of 
the Pennsylvania Legislature recodifying 
the investment sections of the statutes. 
The legislation specifically empowers 
life insurance companies to invest in real 

estate. 

Chief Justice Maxey announced that 
the high tribunal will take original juris- 
diction in the suit rather than await the 
results of lower court hearings because 
“of its vital importance to the public 





able at the end of one year. Extended 
insurance will be provided after the first 
three months as in our present policies. 
You will be glad to know that it has 
been found possible to include non-for- 
feiture values at attained ages 55, 60 
and 65 in the new Ordinary policies and 
in the Rate Book. 

“The Ordinary policy form has been 
revised and we have changed over to 
the so-called ‘legal cap’ form with the 
binding at the top. It has been consider- 
ably improved in appearance. 

“The Waiver of Premium Disability 
benefit in all new standard Ordinary 
policies will be effective at age 5 instead 
of age 15 as at present. 

“The Accidental Means Death Bene- 
fit will be available on new policies com- 
mencing at age 5, subject to an extra 
premium.” 


interest.” The petition was filed by 
John S. McConaghy as attorney for U. 
Grant Lewis, a policyholder of New 
York Life. Counsel for the New York 
Life are MacCoy, Brittain, Evans & 
Lewis and Yale L. Schekter. 

The Constitution Section 

Section 6, Article XVI of the Pennsyl- 
vania constitution provides: “No corpo- 
ration shall engage in any business other 
than that expressly authorized in its 
charter, nor shall it take or hold any 
real estate except such as may be ne- 
cessary and proper for its legitimate 
business.” 

Recently, the Pennsylvania Supreme 
Court sustained the constitutionality of 
the law passed in 1945 by the Pennsyl- 
vania Legislature to permit investment 
in redevelopment companies for the 
construction of low-cost housing proj- 
ects which is similar to New York State’s 
redevelopment law. 

If the constitutionality of the Penn- 
sylvania statute of 1947 is upheld the 
way will be paved for development by 
life insurance companies in the Penn- 
sylvania housing field for families of 
moderate income. It will also insure 
that when insurance companies engage 
in equity investments or housing proj- 
ects their operations are not unneces- 
sary or improper. 

It is believed that others interested 
in such investments, including both 
Pennsylvania and_ out-of-state com- 
panies, may intervene in the pending ac- 
tion so that all elements involved may 
be fully presented to the court. 





NEW FIDELITY MUT. POLICIES 





After January 1 New Contracts Will 
Be on CSO Mortality Table 
With 244% Interest 
Effective January 1 the Fidelity Mu- 
tual will have new issues of policy forms 
at new premium rates and with new 
forfeiture values. Life insurance policies 
on all plans issued after that date will 
be based upon the Commissioners 
Standard Ordinary Table of Mortality 

with interest at 214%. 


Cathles Back From Abroad 


Lawrence M. Cathles, presiden: of 
North American Reassurance Co., iias 
returned from a visit to Scotland and 
England. 


DIRECT MONARCH’S COLLEGE 








Fred Hennig Educational Directo; of 

Courses for Field Underwriters; Jot.n 

Nufer His Assistant 

The newly established college for ‘ield 
underwriters of the Monarch Life of 
Springfield, Mass., which is off to a 
splendid start, is under the direction of 
Fred R. Hennig who started with the 
company as a field underwriter in Hart- 
ford and in January, 1946, was appointed 
educational director at the home «lice. 

John F. Nufer is the assistant educa- 
tional director, a post he assumed earlier 
this year after obtaining experience in 
supervisory work in the field. 

Mr. Hennig studied at New York Uni- 
versity School of Commerce, majoring in 
finance and accounting, and later studied 
law. Following four years in the comp- 
troller and investment departments of a 
trust company, he joined the sales de- 
partment of a nationwide baking com- 
pany. His work there included plan- 
ning, promotion and the training and 
field supervision of salesmen. Thereafter 
he joined the Monarch. 

Mr. Nufer, a graduate of Platteville 
Teachers College in his home state of 
Wisconsin and of the University of Wis- 
consin, left the field of teaching in 1941 
to join one of the large life insurance 
companies as a salesman. He was suc- 
cessful as a personal producer, fo!lowing 
which he did supervisory work in the 
field. Joining the Monarch he was as- 
signed immediately to its educational 
department at the home office. 





All policies of the company now being 
issued will be continued except: Special 
Term at Age 65 and Limited Payment 
Endowment for ages 5 years and over. 
These two policies are being discon- 
tinued for lack of demand. 





national institution. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 









On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a fron- 
tier town of 8,000 people. 


The 80 intervening years have witnessed the 
development of that pioneer enterprise into a 
In contemplating the 
completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 
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cient SERVICE. 


It’s true. . . we’re not as large as many 
... yet can you judge on size alone? 

We honestly strive to measure our stake 
in the kind of a job we do. And biggest 


and best. . 


»«. today, as always, is friendly, effi- 


. molding profits plus .. . 







are our gains in friendly service. 
Thanks to our Field Force, gains have 


become a Union Mutual custom! 


UNION MUTUAL 


Tiwtitice 


PORTLAND MAINE HOME OFFICE 


*Rolland E. Irish, President 


oo LIFE * SICKNESS ° 





Harland L. Knight, Agency Vice*President 
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PRUDENTIAL FIELD CHANGES 





Promotions and Transfers Announced in 
Company’s Mortgage Loan and Real 
Estate Department 

Several promotions and transfers have 
been announced in the field personnel of 
the mortgage loan and real estate de- 
partment of The Prudential. George W. 
Palmer, who since 1938, has been mana- 
i the mortgage loan branch office 


ger 
i Cincinnati was moved to New York 
to assume the managership of that office. 
Claude C. Fletcher, formerly assistant 
manager under Mr. Palmer, succeeds 


him as manager. 


O. Forrest McGill, replaced in New 


York by Mr. Palmer, was transferred to 
Newark and promoted to regional mana- 
ger in the home office. 


en T. Murphy, transferred to the 
Wag office as assistant general mana- 
ger, was replaced as farm loan manager 
in California by Edward C. Rogers. Mr. 
Rogers was formerly manager of the 
mortgage loan branch in Richmond. 

Emmet McGauley was promoted to the 
managership of the Richmond office to 
take the place of Mr. Rogers. He has 
been an assistant manager at Kansas 
City for the past two years. 

John C. Figuers who was an assistant 
manager in the mortgage loan office in 
Birmingham, succeeds Hugh Abernethy 
as manager. Mr. Abernethy goes to the 
home office as assistant general manager. 





September Life Purchases 
Showed a Decrease of 7% 


Life insurance purchases in the 
United States in September showed a 
decrease of 7% from purchases in the 
corresponding month of last year, but 
were 58% greater than the aggregate re- 
ported for September, 1945, it was re- 
ported by the Life Insurance Agency 
Management Association, Hartford. To- 
tal purchases in September were $1,583,- 
437,000, compared with $1,710,536,000 in 
September of last year and $1,001,268,- 
000 in September, 1945. 

Purchases of Ordinary life insurance 
in September were $1,047,741,000, down 
7% irom September a year ago and 53% 
over the total in September, 1945. 

Industrial life insurance purchased in 
September amounted to $324,048,000, a 
decrease of 6% from the corresponding 
month last year and 46% over Septem- 
ber, 1945. 

Group life insurance purchases were 
$211,648,000 in September, a decrease of 
11% from September a year ago but 
more than twice the figure for Septem- 
ber, 1945. These purchases represent 
new groups set up and do not include 
additions of insured personnel under 
Group insurance contracts already in 
torce, 

In the first nine months of the year 
total life insurance purchases were $15,- 
817,768,000, a decrease of 1% from the 
first nine months of 1946, but 54% 
greater than for the corresponding pe- 
riod of 1945. Purchase of Ordinary life 
insurance accounted for $10,749,500,000 
of the nine months’ aggregate, a decrease 
of 6% from last year and 52% over the 
1945 total. Industrial life insurance pur- 
chases represented $3,110,396,000 of the 
current year’s total, an increase of 4% 
as compared with last year, while Group 
life insurance 


MN purchases amounted to 
$1,957,872,000, an increase of 36% as 
Ie red with the first nine months of 
ast vear, 





ATLANTA GENERAL AGENT 


Ecard W. Cauthon has been named 
general agent of the Atlanta branch 


office of the Volunteer State Life. Mr. 
Cau m joined Volunteer State Life in 
1942 -nd has been with the company in 


its .\tlanta office since that time. 





Norbert H. Weidner, manager, West- 
ve ‘ennsylvania agency, Reliance, ad- 
Gressed the recent dinner meeting of 
the !ayette County Branch, Pittsburgh 


lle Underwriters ‘Association. 


Coal as Investment Field 
Proposed by J. D. Francis 


The coal industry as a new field for 
investment of life insurance funds was 
suggested tg American Life Convention 
at its Chicago meeting last week by 
James D. Francis, president of Island 
Creek Coal Co., Huntington, W. Va. 

“In the coal industry, little financing 
is done in the form of bonds and deben- 
tures or preferred stocks,” said Mr: 


Francis. “The greater part of the indus- 
try is financed by venture capital in the 
form of common stocks, less than 10% 
of which are listed on the New York 
Stock Exchange. A field for investment 
in this industry is open that should 
prove to be of advantage to the in- 
vestor, the industry, and the nation. 
The industry would benefit by the lower 
cost of well placed bond issues, and the 
equity holders would benefit not only 
by a lower cost of capital but by the 
association with and advice from men 
with diversity of interest and financial 
know-how. Such a partnership could 
be profitable to both parties and to the 
national interest. 

“The coal industry is a wasting indus- 
try. When an old mine is near the point 
of exhaustion, a new mine must be 
installed, usually with entirely new 
plant and equipment. Coal mining ma- 
chinery has generally become obsolete 
after about ten years’ use. The ordinary 
life of the avarage good mine is approx- 
imately thirty years. The cost of in- 
stalling a new mine is higher today 
than ever before. A mine with 1 million 
tons capacity built thirty years ago and 
fully depreciated would today not usu- 
ally have in its depreciation fund more 
than one-third the amount of funds 
necessary to build a new mine of similar 
capacity. 

“Tf this country is to have full employ- 
ment and prosperity, it must have an 
adequate supply of coal. To do this, 
enough money will have to be earned 
by the coal industry to pay for new 
mines and equipment since present re- 
serves can only supply a part of the 
money needed for such new venture. 
Taxes must be adjusted to allow full 
credit for depreciation in profitable 
years instead of the present require- 
ment that depreciation be written off 
at a certain percentage each year irre- 
spective of profits or losses, which has 
the practical result of denying to the 
coal industry about one-half of the de- 
er presumed to be allowed by 
aw. 





NAMED BY BALTIMORE LIFE 


The Baltimore Life announces the ap- 
pointment of Matthew J. Coppola as staff 
superintendent in charge of its Union- 
town, Pa. office. Mr. Coppola joined the 
company as an agent in its Greensburg, 
Pa. district in 1944. For the years 1946 
and 1947 he was president of the Cen- 
tury Club of the company. 


Stock Investments 


(Continued from Page 3) 


price with equity per share behind bank 
and insurance stock does have somewhat 
more legitimacy than comparison of the 
market price of an industrial stock with 
its book value, because after all most 
of the assets of banks and fire and casu- 
alty insurance companies are in paper 
easily convertible into cash, and is not 
in machinery and other assets which 
would have a very limited value in 
liquidation. Moreover, two practical 
values of this favorable relationship be- 
tween net asset values per share and 
lower market prices must be conceded. 
In the cold reality of the marketplace, 
we frequently have observed that irre- 
spective of temporary loss of earning 
power and other factors, bank stocks and 
insurance stocks demonstrate excep- 
tional resistance to further price decline 
when such equities begin to sell at large 
discounts from the indicated asset values 
per share. We found during the war, 
when excess profits taxes were in effect, 
that the existence of a large amount of 
invested capital was of very practical 
value, even though the stocks sold at 
large discounts from the equivalent value 
per share. Certain of the banks and 
some insurance companies which escaped 
taxation at excess profits tax rates would 
have been subject to such taxes if earn- 
ings had ‘to be computed in relation to 
prewar earnings, rather than as a per- 
centage upon invested capital. 


Factor of Growth 


“The factor of growth is of obvious 
importance to investors in all common 
stocks. The growth of bank deposits 
usually is accelerated by Government 
deficit financing; by the expansion of 
commercial and personal loans; the im- 
portation of gold, and deflation in the 
amount of currency in circulation. Bank 
deposits shrink under the opposite pres- 
sures. Over a rather extended interval 
of years, now, deficit financing of the 
Governmennt has been the principal con- 
tributant to a large growth in the bank 
deposits of the nation. Deposits in all 
commercial banks as of December 31, 
1946, stood at 139 billion dollars, com- 
pared with less than 58 billion at the 
end of 1939 and under 36 billion at the 
end of 1932. It has been characteristic 
of our financial history in the past, that 
after a large inflation of bank deposits 
due to growth in the Government debt 
and expansion of our commercial econ- 
omy, there may be some temporary con- 
traction in deposits but deflation never 
seems to proceed to any length remotely 
approaching the previous inflation. Per- 
sonally, I’m inclined to believe that over 
the next couple years, bank deposits of 
the nation as a whole are likely to re- 
main rather stable, my own feeling be- 
ing that some deflation of deposits 
which may result from moderate reduc- 
tion in the Government debt will be 
largely offset by the expansion of bank 
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Mutual Benefit Appoints 
Assistant Medical Director 


The appointment of Dr. Murray Wag- 
man as medical director of 
Mutual Benefit Life has been announced. 
Dr. Wagman took up his duties at the 
home office in Newark this week. 

Native of Toronto, Canada, Dr. Wag- 
man received his medical degree at Uni- 
Toronto and interned at 
Uniontown, Pa. His professional back- 
ground includes experience in private and 
industrial medical practice. With the 
U.S. Army Medical Corps for two years, 
he served as cardiologist and battalion 
surgeon. During his period of service he 
studied cardiology and fluoroscopy at a 
medical clinic in England for six months. 
Previous to joining Mutual Benefit he 
was college physician at Union College 
in Schenectady. 


assistant 


versity of 





MINNESOTA MUTUAL GAINS 


Paid issues for the first nine months 
this year are $8,054,169 greater than in 
the same period a year ago, according to 
Minnesota Mutual Life. This represents 
a gain of 98%. The company’s paid 
volume for the year stands at $90,455,- 
302. Group insurance is 51.4% greater 
than a year ago. 





loans and by some return of currency to 
the banks. 

“The growth factors currently preva- 
lent in both fire insurance and casualty 
insurance could be, I think, a suitable 
subject for long and interesting discus- 
sion. The premium writings of fire in- 
surance companies from fire insurance 
proper is dependent primarily of course 
upon the dollar value of buildings, in- 
ventories and commodities of all kinds. 
The net premium income of all fire in- 
surance companies in the country, which 
amounted to $965,502,000 in 1931, had in- 
creased only 1.3% to $977,830,000 in the 
succeeding eight years to 1939. Within 
the next seven years, premium income 
increased 102% more to $1,973,659,000 in 
1946. This very substantial growth—by 
far the major part of it achieved in 
very recent years—is a reflection of the 
larger dollar values which exist today. 

“Premiums written by casualty com- 
panies in 1946 in amount of $2,390,641,000 
represented an increase of 69% over the 
premium income of 1941, and 144% over 
the premium writings of 1936. An un- 
usual virtue attached to the growth of 
fire and casualty insurance companies 
lies in the fact that expansion of pre- 
mium writings tends to reduce the Fed- 
eral income taxes of companies earning 
a profit. 

“The large recent growth in both fire 
and casualty insurance, I believe, con- 
stitutes the basis for some rather favor- 
able investment opportunities. Under 
the compulsion of being reasonably brief 
I can only suggest that in your appraisal 
of the probable trend of premium writ- 
ings among fire and casualty companies, 
you consider in the case of the former 
the probable over-all trend of dollar 
values; whether more or fewer motor 
vehicles of all kinds seem likely to be 
in use; and the general commercial ac- 
tivity in the country, which will largely 
influence both inland and ocean marine 
premium writings. With respect to the 
casualty companies, I suggest that the 
number of motor vehicles in use be con- 
sidered—weighting your opinion in this 
instance with the fact that more and 
more states—fifteen now—have passed 
financial responsibility laws which have 
the effect of increasing the number of 
automobiles covered for public liability 
insurance from 25 to 30% of the number 
of cars in use to 75 to 80%. Relatively 
full employment and high wage rates 
would indicate increase in compensation 
premium writings, while the opposite 
would indicate decline. Some of the 
companies you represent I imagine are 
engaged in the underwriting of accident 
and health insurance in some form, so 
the growth of that line is well known to 
you.” 
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Manhattan Field Meet 
In Colorado Springs 


PANEL DISCUSSION FEATURED 





William A. Vorhauer and William J. 
Schloen Win Club Trophies; 


Subjects on Program 





An anniversary agency conference of 
the Manhattan Life was held at the 
3roadmoor Hotel, Colorado Springs, this 
month. Chairman of the meetings was 
V. W. Edmondson, agency vice president. 

Thomas E. Lovejoy, Jr., first vice presi- 
presented Manhattan Club tro- 
William A. Vorhauer, assistant 


dent, 
phies. 


T. E. Lovejoy, Jr. (left) and 
Wm. A. Vorhauer 


manager of the company’s Chicago office, 
received the 1946-7 club trophy for 
leadership in combined volume and num- 
ber of lives. William J. Schloen, Jr., 
Cecil M. Schilling agency, Burbank, Cal., 
got trophy for leadership in paid-for 
volume for club year. This is second 
successive year Mr. Schloen has won a 
club award as in 1945-6 he led in com- 
bined volume and number of lives. 

John A. Culbreath, a Manhattan Life 
general agent in Colorado for thirty-two 
years, and Richard Grosten, general 
agent, Los Angeles, led a panel discus- 
sion on the sales strength of Manhattan 
Life. Other panels were these: 

“Package sales build a program,” con- 
ducted by Cecil M. Schilling, Burbank, 
and Earl Denning, Bakersfield, Cal. 

“Life insurance for individual proprie- 
tors and small corporations,” conducted 
by Grover C. Simpson, Chicago office 
manager, and Arthur A. Baum, Detroit 
Kelley-Baum agency. 

Carl G. Breeze, president of Colorado 
Bankers Association, spoke to the con- 
ference group on current financial and 
economic conditions. 

A one-hour “information please” ses- 
sion in which six members of the home 
office staff were “put on the spot” by 
general agents and agents elicited lively 
interest. Home office personnel partici- 
pating were Thomas E. Lovejoy, Jr., V. 
W. Edmondson, Samuel H. Ackerman, 
chief underwriter; Wendell Buck, as- 
sistant to the president: Russell L. Kim- 





C. E. L. Burwell Made Aetna 


General Agent at Portland 

Appointment of Charles E. L. Burwell 
as general agent for Aetna Life in Port- 
land, Maine, has been announced by 
R. B. Coolidge, vice president of the 
company. ‘Mr. Burwell succeeds Boyce 
Thomas, whose resignation was effective 
October 15. 

Native of Denver, Mr. Burwell has 
been a member of the Aetna organization 
since his graduation from Dartmouth 
College in 1927. After training at the 
home office, he was assigned to Grand 
Rapids as a special agent and, in the 
years that followed, gathered wide expe- 
rience in the insurance sales and agency 
management fields. His successful record 
in Grand Rapids led to his appointment 
in 1943 as brokerage manager in the 
Boston agency of Aetna Life. Shortly 
thereafter, he was promoted to assist- 
ant general agent, the position he held 
at the time of his appointment as gen- 
eral agent in Portland. 

Active in civic affairs, Mr. Burwell is 
a former president of the board of direc- 
tors of the Grand Rapids Civic Theatre 
and the Grand Rapids Junior Chamber 
of Commerce. He was also an organizer 
of the Cohassett, Massachusetts, Tax- 
payers Association. 

Mr. Thomas was born in North Haven, 
Maine, and was graduated from Bowdoin 
College in 1918. He joined the Aetna 
Life in 1922 and, after home office and 
field experience, was appointed general 
— for the company in Portland in 

33. 


Kansas City Home Office 


Underwriters Club Formed 


The Home Office Underwriters Club of 
Kansas City was organized last week by 
members of the underwriting depart- 
ments of insurance companies in Kansas 
City. Approximately twenty-one persons 
representing the Business Men’s Assur- 
ance Co., Kansas City Life, Pyramid 
Life, Postal Life & Casualty, National 
Protective Insurance Co., Old American, 
National Fidelity Life and the Employes 
Reinsurance Corporation attended the 
first meeting. 

Organization plans included election of 
the following officers: Jack D. Horton, 
reinsurance underwriter, Business Men’s 
Assurance, president; Mrs. B. B. Wil- 
lard, underwriter, Kansas City Life, vice 
president and Margaret Mercer, assis- 
tant secretary, Postal Life, secretary. 








A. C. HICKMOTT ANNIVERSARY 


Allerton C. Hickmott, second vice 
president, Connecticut General, recently 
completed thirty years of service with 
the company. Mr. Hickmott was grad- 
uated from Dartmouth College in 1917, 
magna cum laude. A member of the 
financial department since joining the 
company, Mr. Hickmott was elected as- 
sistant secretary in 1925, financial secre- 
cal in 1937, and second vice president in 
1947. 





berley, field assistant; and H. O. Seale, 
Jr., West Coast supervisor. 

Final event of the three-day confer- 
ence was the banquet. Twenty-eight 
general agents and agents from Califor- 
nia, Colorado, Illinois and Michigan at- 
tended. 
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80 John Street, New York 7, N. Y. 
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Great-West Group Changes 

Robert L. Jex, F.A.S., F.A.LA., has 
been appointed assistant group secretary 
at the home office of Great-West Life 
and T. W. McKay, formerly branch su- 
pervisor at Hamilton has been named 
assistant group supervisor at _ that 
branch. 

Mr. Jex graduated from the University 
of Manitoba in 1928. That year he joined 
the staff of a well known Canadian 
life insurance company, and was ap- 
pointed assistant actuary in 1941, a post 
he held until joining the Great-West 
Life. 

Mr. McKay’s activities as assistant 
group supervisor will embrace the cities 
of Hamilton, London, Woodstock, Brant- 
ford and St. Catharines. 





BANKS AS INVESTORS 


Dr. Marcus Nadler of New York Univer- 
sity Thinks They Will Be Less 
Active in That Field 

In a recent talk before the American 
Bankers Association Dr. Marcus Nadler, 
professor of finance, New York Univer- 
sity, and famous economist, made these 
comments on whether banks will con- 
tinue to be primarily investing institu- 
tions: 

“At the end of World War I, lending 
activities of the commercial banks 
throughout the country tended to de- 
crease while investing in all kinds of se- 
curities was on the increase. This is not 
likely to be repeated in the future. In 
the first place, there are reasons to be- 
lieve that the Treasury will endeavor to 
reduce the holding of Government ob- 
ligations of the banks, particularly dur- 
ing periods of good business activity. 
Even though the United States may be 
called upon to contribute between three 
and five billion dollars per annum for a 
period of four or five years in order to 
assist in the rehabilitation of the western 
European economies, a cash deficit of 
the Treasury is not likely. Even though 
the actual surplus of the Federal Gov- 
ernment may be small, the activities of 
the Government-operated trust funds 
during periods of good business will en- 
able the Treasury to meet the require- 
ments for European assistance and at 
the same time to reduce the volume of 
Government obligations held by the com- 
mercial banks. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U; 


General Agent 
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If your prospect is overweight— “a 
“Ask Peyser About It” 
PERCY A. PEYSER, Gen. Agt. 
MANHATTAN LIFE 


55 Liberty St., New York 5, N. Y. 
COrtlandt 7-2676 











NEEDLEWORK PRIZES AWARDED 

Three women needlework experts 
made thirty-five awards to winners in a 
knitting and crocheting contest among 
home office and agency employes of the 
Mutual Life of New York this week. At 
ceremonies in the company’s tenth floor 
club rooms marking the climax to a con- 
test that began seven months ago, the 
judges picked the prize winners from 
among a total of 162 entries ranging 
from elaborate afghans to sweaters, 
baby garments, socks, gloves, hats, bags 
and other items. Winners were selected 
on the basis of workmanship, difficulty 
of design, finishing and color chosen. 
Judges were Mrs. Miriam Peake, needle- 


work editor of “Today’s Woman”; Mrs. 
Margaret G. Knox, Famous Features 
Syndicate, and Miss Audrey L. Gerahty, 
Spinnerin Yarn Co. 





HAS RECORD-BREAKING MONTH 


During September the sales force of 
the Great American Reserve, Dallas, set 
a new all-time high record for the pro- 
duction of paid for life insurance and 
accident and health applications. Ac- 
cording to Travis T. Wallace, president, 
they paid for life insurance in the 
amount of $4,744,794, with over 1,500 ac- 
cident and health applications. The 
Group and franchise department wrote 
$461,695 of life insurance and the bal- 
ance of $4,283,099 of Ordinary insurance 
was written by sixty-two individual sales- 
men. 
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Program of 4 Sessions 
For Detroit Cashiers 


LAN WIDE RANGE OF TOPICS 


a 





Films Also To Be Seen; Explanation of 
Community Property Law 
Scheduled 





ie Life Agency Cashiers Association 
of Detroit and Windsor, in conjunction 
w the Associated General Agents and 
M:nagers of Detroit, Inc., will conduct 
a series of four educational meetings on 
life insurance, commencing October, 1947, 
an! each Thursday thereafter through 
November 20. They will be held at 
Ar erican Legion Memorial Home. 

t the October 30 meeting Harry J. 
on, manager of the policy depart- 
ment, home office, Mutual Trust Life, 
will explain the details involved in the 
processing of an application in the home 
office. Also, William D. Hooper, mana- 
ger, Detroit branch, Retail Credit Co., 
wil! explain how life inspection reports 
are made, mentioning certain omissions 
on inquiries which sometimes slow down 
conipletion of reports. 
in November 6 Frank L. Lakin, cash- 
ier, Lincoln National Life, will have as 
his topic, “Forgotten Values.” He will 
explain how various options operate, 
when they should be changed, which is 
more advantageous than another, and so 
on. 


x“ 


on. 


Florence E. Lorf, a Speaker 
At the same meeting Florence E. Lorf, 
agent, National Life of Vermont, will cite 
several cases where sales were made as a 
result of leads given to her from ex- 
tended and paid-up insurance files. 
Speakers at November 13 meeting will 


be Gertryde A. Deigert, cashier, John: 


Hancock, who will talk on settlement op- 
tions; Lewis S. Robinson, assistant vice 
president and assistant trust officer, Na- 
tional Bank of Detroit, will discuss the 
new Community Property Law of that 
state and its relation to life insurance. 

At the last meeting—November 20— 
there will be two sound films shown. 
One illustrates the duties of a secretary, 
showing correct and incorrect methods 
of handling equipment and_ situations, 
and doing so in dramatic form and with- 
out commentary. Film will seek to make 
its audience realize the importance of 
the non-routine aspects of the secre- 
tarial post. Also will be shown the sound 
film, “The Search for Security,” which 
dramatizes the beginning and develop- 
ment of life insurance, explaining its ob- 
jectives. Following the films there will 
be a question and answer period, with a 
panel of experts composed of cashiers, 
general agents and managers. 





REED G. HAKE DIES 


Reed G. Hake, veteran producer of the 
Bankers Life of Des Moines and for 
many years manager of the company’s 
Kansas City agency, died at his home in 
Brownsville, Texas, recently after a long 
illness. He was nearly 73 years old. 
Mr. Hake began his Bankers Life career 
in es Moines in 1905, and remained in 
the field until he was appointed a re- 


gional sales manager in 1919. He became 
maniger at Kansas City in 1920, and re- 
mained in that capacity until his retire- 


ment from active business life in 1936. 





ED BY BANKERS OF NEBR. 


R bert Coffman, who has been general 
age: t for the Columbian National Life in 
Los \ngeles, has been appointed general 
age. of the Bankers Life of Nebraska 
at 1 Diego, Cal. Edward Turner, who 
has een assistant to Mr. Coffman, has 
bee: named general agent for the Colum- 
‘ational in Los Angeles. 


BUFFALO CLU CLASSES 


'rman Melburn L. Brisdle of the 
faction committee, Buffalo chapter, 
announced registration in CLU 
Clas es is about completed. Registra- 
S the highest in the chapter’s his- 
‘ory. Classes are being held at Millard 
Fillmore College. 





TIAA Trustees Named 


Henning W. Prentis, Jr., president of 
Armstrong Cork Co., Lancaster, Pa. and 
Dr. Virgil M. Hancher, president of the 
State University of Iowa, were elected 
to the board of trustees of Teachers 
Insurance and Annuity Association 
Stock, according to an announcement 
by R. McAllister Lloyd, president. Mr. 
Prentis and Dr. Hancher replace the 
former board members, Lewis W. Doug- 
las, Ambassador to the Court of St. 
Tames, and George Rublee of Washing- 
ton, . 
The trustees of TIAA Stock constitute 
a special trusteeship established in 1937 
to hold the non-profit stock donated by 
the Carnegie Corporation of New York 
and to preserve the control of the asso- 
ciation as a trust for the educational 
world. This board elects the trustees of 
the association which was organized as 
a non-profit corporation in 1918 by The 
Carnegie Foundation for the Advance- 
ment of Teaching and the Carnegie Cor- 
poration of New York. The purpose of 
the association is to serve institutions 
of higher education by _ establishing 
means for funding retirement systems 
and by providing life insurance protec- 
tion for college staff members. 


W. J. Meinel New Director 
Of Fidelity Mutual Life 


William J. Meinel, president, Heintz 
Manufacturing Co. of Philadelphia, has 
been elected to board of directors of 
Fidelity Mutual Life to fill the unex- 
pired term of the late George L. Rus- 
sell. Mr. Meinel is a widely known 
industrialist whose company has gained 
nation-wide attenion for its develop- 
ment, during and since the war, of rev- 
olutionary German metal processing se- 
crets. He is a director of the Federal 
Reserve Bank of Philadelphia, vice pres- 
ident of the Chamber of Commerce and 
a member of the Pennsylvania advisory 
board of American Mutual Insurance Co. 





LAUER AGENCY LEADS COMPANY 

Continental American Life has an- 
nounced that the Matthew J. Lauer 
agency, New York, was the leading 
agency for September both when meas- 
ured on the stringent club credit basis 
and on. the first year premium basis. 
The agency is also the leader for the 
calendar year to date in both respects. 
General Agent Lauer is the leader 
among all managers and brokers of the 
company on the club credit basis and on 
the first year premium basis. 


Life Managers Outing 


The Life Managers Association of New 
York held their fall outing at the Rock- 
ville Country Club, Rockville Centre, 
L. I., Thursday, October 9. John M. 
Fraser, president of the association, acted 
as host. 

Golf prizes were awarded to Gene 
Homan, low gross; Gerry Eubank, low 
net; and Tim Foley, kickers. 





PROMOTED BY PRUDENTIAL 

Promotion of Gervis L. Hilyer to man- 
ager of The Prudential’s district office 
in Norfolk, Va., has been announced by 
Orville E. Beal, vice president. Mr. 
Hilyer succeeds Ralph C. Morrow re- 
cently transferred as manager to the 
company’s district office No. 2 in Wash- 
ington, D. C. He has been a member of 
The Prudential sales organization since 
1926 and has been an assistant district 
manager for the company in Jackson- 
ville, for the past nineteen years. 





HAMMOND AGENCY BRANCH 

Wilmer M. Hammond, general agent 
of the Aetna Life, Los Angeles, has 
opened a branch general agency in Bev- 
erly Hills, Cal. with Wilmer M. Ham- 
mond, Jr., in charge. 








NEW 


policy. 


With Agents, Brokers and Prospects alike—the flexibility of 
Prudential’s Family Income Rider is catching on fast! 


.. and THE PRUDENTIAL has one, too. 
It’s our NEW FAMILY INCOME RIDER! 
Easily attached to currently issued life and 
endowment policies, the rider may be 
written to provide $10, $15, or $20 of 
monthly income for each $1,000 of insur- 
ance. And the income period may be for 
10, 15 or 20 years from the date of the 
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Northwestern Mutual’s 
New Business Gains 8% 


PRES. FITZGERALD’S REPORT 





Insurance in Force as of Sept. 30 at 
New High; Jamison & Phelps Is 
Company’s Leading Agency 





Sales of new life insurance by the 
Northwestern Mutual continue at satis- 
factory level, according to President Ed- 
mund Fitzgerald, in his report made to 
the board of trustees at its quarterly 
meeting. July, August and September 
each produced a new business record 
that has been exceeded by the corre- 
sponding month only once in the entire 
history of the company. 

New insurance paid for during the first 
nine months totaled $356,809,614, while 
reinstatements of $826,152 and purchases 
of $17,516,066 through ma of divi- 
dend additions increased total new in- 
surance to $375,151,832, an increase of 8% 
over the total for the same period in 
1946. New business written exceeded in- 
surance terminated by death and all 
other causes by three and one-half times. 
Although lapses of existing policies are 
increasing, they are still below normal, 
Mr. Fitzgerald said. Reflecting the good 
record of public health, the ratio of ac- 
tual deaths to those expected under the 
insurance mortality tables is more fa- 
vorable than in 1946, which itself was a 
very good year. 

Northwestern Mutual’s insurance in 
force as of Sept. 30, totaled $5,320,882,510 
on 1,290,002 policies, a new high figure 
for the company. 


General Agency Leaders 


Leading its general agencies through- 
out the United States in sales so far this 
year are Jamison & Phelps, Chicago; 
Victor M. Stamm, Milwaukee; C. L. Mc- 
Millen, New York City; B. J. Stumm, 
Aurora, Ill.; John R. Mage, Los Angeles; 
Krueger & Davidson, New York City; 
M. A. Carroll, Oshkosh, Wis.; C. R. 
Eckert, Detroit; P. T. Allen, Buffalo, N. 
Y.; E. A. Crane, Indianapolis; Frank 
Horner, Madison, Wis., and Rowley & 
Talbot, Newark. 

“Planning and the mechanization of 
office procedures have cushioned the in- 
crease in operating expenses which re- 
suits from the rise in general price and 
wage levels of the country,” said Mr. 
Fitzgerald. “A recent study of old rec- 
ords reveals that sixty years ago the 
Northwestern Mutual had ninety on its 
home office staff and $125 millions of life 
insurance in force. Today the company 
has about fifteen times as many engaged 
in home office work and over forty-two 
times as much insurance in force.” 

All disbursements during the first 
nine months amounted to $135,689,903. 
Amounts payable to policyholders and 
beneficiaries resulting from death and 
matured endowment benefits, surren- 
ders, dividends and annuities, were $90,- 
346,230. Disbursements of $20,578,333 
were also made from funds previously 
left with the company under option set- 
tlements and from dividend accumula- 
tions. Total income was $235,684,609, the 
principal items being $151,811,318 in pre- 
miums, and $47,061,187 in interest and 
dividend earnings and rents. 

“Greatly increased activity in mortgage 
loan real estate fields highlights the in- 
vestment record of the company for the 
first nine months,” Mr. Fitzgerald 
pointed out. “Over $1,500,000 a week 
has been placed in real estate mortgages 
and properties purchased for investment. 
FHA and GI home loans for new con- 
struction have provided the principal 
outlets for funds. Our residence loan 
account has more than doubled in the 
last year. In the bond field, the prin- 
cipal developments are the reduction in 
refundings of former investments at 
lower rates and an improvement in the 
yield on new bonds purchased.” 

Total assets increased t6 $2,116,730,314 
as of September 30, a gain of $134,- 
683,800 since the first of the year. Bond 
investments were $1,727,450,764; pre- 














EHLERS ENGLISH 


Election of Ehlers English as counsel 
for Bankers Life of Des Moines effective 
October 1 has been announced by Dwight 

3rooke, general counsel for the company. 
Mr. English has been a member of the 
law firm of Evans, Riley, English and 
Jones in Des Moines since 1925. He also 
served from 1940 to 1945 as assistant gen- 
eral counsel for the Central Life Assur- 
ance Society. 

Graduate of Drake University, Mr. 

English received his legal education at 
University of Chicago where he was 
graduated with a degree of Doctor of 
Jurisprudence in 1921. From that time 
until he returned to Des Moines, Mr. 
English was associated with the Chicago 
firm of McCormick, Kirkland, Patterson 
and Fleming. 
_Mr. English is a member of Phi Beta 
Kappa; Phi Delta Theta; Phi Alpha 
Delta, legal fraternity; and Polk county, 
Iowa state and American bar associa- 
tions; the American Judicature Society; 
Des Moines Club and B.P.O. Elks. He is 
a lieutenant (j.g.), U.S. Naval Reserve, 
1917 (retired). His father was at one 
time Commissioner of Insurance for 
Iowa. 


To Study Mass Selling 


The board of directors of Agency 
Management Association has approved 
appointment of a committee to study 
mass selling and has elected three more 
companies to membership, it was an- 
nounced by President Cecil J. North, vice 
president, Metropolitan. 

The new committee, membership of 
which will be announced shortly, will 
work with a similar group of the Na- 
tional Association of Life Underwriters 
and other interested groups in a careful 
study of the impact and extent of mass 
coverage, including group insurance, sal- 
ary savings and pension plans. 

New members elected were: Home 
State, Oklahoma City; Peoples Life, 
Washington, D. C.; and North Carolina 
Mutual Life, Durham, N. C. 

The new members bring the total 
membership of the association to 186 
companies. 








OPENS DES MOINES BRANCH 

The North American Life & Casualty 
has established a branch office in Des 
Moines and appointed Mark A. Summey 
as branch manager. 





ferred stocks, $51,395,693; mortgage 
loans, $177,878,515; real estate invest- 
ments, $29,097,363; other real estate 
owned, including farms sold under land 
contracts and home office property, $7,- 
694,560; policy loans, $67,420,433 and, 
among other items, cash of $19,901,082. 












LIFE INSURANCE 
RENEWALS couraae sss 
RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 














Just what does Connecticut General’s “extra 
man’’ offer to a busy brokerage office? 


Take your own office perhaps this morning you would 
like a sales presentation to show a client on a 10 payment 
retirement insurance contract with all premiums discounted 

or the answer to a technical question on a pension plan 
; your Connecticut General man would have it in your 
hands promptly. The saving in your time is obvious. Our 
service for brokers has one aim to bring to bear on a 
broker’s problems every facility of the Connecticut General 
organization, including underwriting, actuarial, legal and other 
specialized advice available through its Advisory Bureau. It 
is a service worth investigating to obtain it, you need 
only call your nearest Connecticut General office. 
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CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT ANO 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE ANO AN: 
NUITIES ALL FORMS OF GOUP 
(INSURANCE ano GROUP ANNU TIES 
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Broaden 60 Cent Fee 
Plan of Provident Mut. 


IT AFFECTS AGENTS 





HOW 





Supplementary Compensation After Pol- 
cies Are in Force More Than Ten 
Years; Eastern Regional Meeting 





t the last of the Provident Mutual 
Li:e’s regional meetings of this year— 
ay) held at New Ocean House, Swamp- 
scott, Mass—Henry Bossert, Jr., assist- 
manager of agencies, reported liber- 
ation of the company’s “60 cent fee 
plan,” in both age guarantees and death 
benefits. Attending the meeting were 
agents from New England states and up- 
state New York. Vice President Willard 
K. Wise presided. Mr. Bossert said: 


How Plan Works 


“The supplementary compensation 
plan, which pays the qualified agent a 
fee of 60 cents per $1,000 of insurance 
in force beyond the tenth policy year, is 
one of the earliest of the revised com- 
mission scales which have become popu- 
lar in the last decade, and is one of the 
most unique. 

“By way of illustration, if an agent 
of the Provident Mutual has $2,000,000 of 
insurance in force of which $1,000,000 is 
more than ten years old, the fee of 60 
cents per thousand of insurance will 
yield him supplementary income of $600, 
or $50 monthly, in addition to his regular 
first and renewal commissions. If the 
agent in this illustration happens to be 
age 70 or more the amount would be 
larger, as described hereafter. 

“A qualified agent who reaches age 
65 with $1,000,000 or more of insurance 
on the company’s books is hereafter 
being guaranteed that he will never re- 
ceive less than $50 monthly under the 
supplmentary compensation plan. He 
may receive more if his business war- 
rants, but never less. The corresponding 
minimum guarantee when he reaches 
age 70 with $1,000,000 of insurance in 
force is $75 monthly, and when he 
reaches age 75 the mimimum is $100 
monthly. Full vested commissions are 
paid in all cases in addition to the sup- 
plementary compensation. 

“A voluntary death benefit is being 
paid by the company upon the death of 
an agent who has been receiving fees. 
Payment is made to the next of kin and 
hereafter the amount will be $1,000, or 
twelve times the monthly rate of fees in 
effect at death, whichever is greater. 

“A total of 230 agents is drawing 
Provident Mutual 60 cent fees. Seventy- 
one of them are more than 65 years old 
and are now operating under the guaran- 
tees, and approximately half of this 
number is drawing benefits already in 
excess of the minimum guarantee.” 

Perkins on Importance of Agent 

General Agent Ernest H. Perkins, Al- 
bany, delivered an address on the impor- 
tance of the individual in American 
society today as exemplified by the part 
which the individual agent plays. He told 
of Massachusetts and New York savings 
bank insurance and also discussed social- 
ized_ medicine and other methods to 
eliminate individual choice in the selec- 
tion of goods and services that have as 
their apparent motive the attempt to 
make life easier. 





PACIFIC MUT. BOND PURCHASE 
Pacific Mutual Life, Los Angeles, has 
Purchased $650,000 fifteen-year deben- 
ture bonds of the Los Angeles Steel 
( ting Co. The funds thus secured by 
the Steel Casting company will be util- 
ize in the purchase of the controlling 
Interest in the Warman Steel Casting 
and to modernize certain of its fa- 
cilities, 





/NION CENTRAL SEPT. GAINS: 


Lite insurance sales closed by Union 
Central agents during September 
amounted to $7,762,247, the highest Sep- 
tember production total during the past 
ten years. This figure also represents 
a 36% increase over the average Sep- 
tember production for the past decade. 


MUTUAL OF N. Y. LEADERS 

Herman Lasker, of the St. Paul agency 
of the Mutual Life of New York, led all 
representatives of the company in ‘vol- 
ume of insurance sold during Septem- 
ber, according to an announcement by 
Roger Hull, vice president and manager 
of agencies. The St. Paul agency is man- 
aged by Hi W. Moore. 

In the number of paid applications, 
Henry Burich of the Minneapolis 
agency, managed by W. La Von Robin- 
son, headed all company producers for 
the month. 


State Mutual Expansion 


In keeping with its plans for territorial 
expansion, State Mutual Life announces 
entrance into eight additional states: 
Montana, Utah, Nevada, New Mexico, 
Oklahoma, North Dakota, West Virginia, 
and Alabama all have granted State Mu- 
tual certificates of authority permitting 
the company to engage in the underwrit- 
ing of life and all torms of Group insur- 
ance. 

State Mutual is now admitted in 
thirty-nine states and in the District of 
Columbia. 


BANKERS LIFE SALES SCHOOL 

Eight salesmen from seven agencies of 
the Bankers Life of Des Moines were in 
attendance at a district sales training 
school in Denver, from October 13 
through 17. The school, first in the 
company’s series of four for its salesmen, 
was under the direction of the sales 
training division. 





BUFFALO CASHIERS MEET 
The Buffalo Life Agency Cashiers As- 
sociation held a dinner meeting recently 
with Harold Eckerman, manager, Retail 
Credit Co., as guest speaker. 








Nourished by VITAMIN “S” 


Starting from scratch in November 1945, State Mutual’s Group Depart- 


ment has shown an almost unbelievable growth. Fed by Vitamin “S” ... . that’s 


the sales vitamin compounded from a large volume of quality business received 


from many sources . . . . its rapid rise is one of the outstanding organizational 


achievements in the Group Insurance field. For the first six months of this year, 


State Mutual Group Life sales were 106% of the sales for the entire year 1946. 





With a complete line of coverage, streamlined accounting procedure, fast, 


friendly claim service and a sales organization on its toes, STATE MUTUAL 
IS DOING THINGS in the Group field as in others. 
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Mass Principle Here 
To Stay, Says McDonald 


BEFORE LAA AT QUEBEC 





Metropolitan Life Vice President Sug- 
gests Ad Copy Be Used to Praise 
Employer for Group Cover 





Several ways in which life insurance 
advertising can be directed to improve 
understanding of the business 
were suggested to the Life Insurance 
Advertisers Association by Edwin C. 
McDonald, second vice president Metro- 
politan Life, on Thursday at its meeting 
in Quebec City. He urged the advertis- 
ing managers to maintain an “awareness 
of the forces which would deprive the 
public of a freedom of choice as between 
companies and agents,” referring to the 
pressure for nationalization of insurance 
particularly in Canada. He pointed out 
that life insurance is an important in- 
visible export to Canada and “any pro- 
gram of socialization of our business in 
Canada would prove a serious deterrent 
to the foreign trade of the Dominion at 
a time when foreign trade was never so 
important to a prosperous economy.” He 
suggested that some advertising copy 

4 b4 ” 
deal with the “Freedom of Choice 
theme. 

Another suggestion was that adver- 
tising copy might be used to congratu- 
late business men, employers, for their 
far-sightedness in making Group insur- 
ance in all its forms available to their 
workers. 


public 


Sees Expansion of Mass Marketing 

“I think the next decade will witness 
the continued march of Group insurance 
in all its forms,” said Metropolitan’s vice 
president in charge of group sales. “The 
mass principle of marketing life insur- 
ance through employers is here to stay. 
The merchandising of any product on a 
basis which is efficient, economical, and 
effective in the sense that it reaches the 
lower income group where the need is 
great seems certain to become an in- 
creasingly important factor in our na- 
tional economy. 

“Granted, that the individual wants the 
freedom to choose his own consultant 
on insurance matters, he cannot afford 
to miss the advantage of an insurance 
bargain as offered him by his employer 
as part of his insurance program and the 
privilege of paying for the protection 
through easy installments deducted 
weekly or monthly from his pay check. 
The employer’s participation in the cost 
and the attractive rate structure which 
can be used for a Group or Wholesale 
Plan for a limited amount of insurance 
offer advantages quite out of the ques- 
tion in an individual deal on a retail 
basis. 

“Here we have in Canada and the U. 
S. over 500 life insurance companies 
which are independent centers of initia- 
tive and over 140,000 full-time insurance 
salesmen who are constantly striving 
along with their head offices to make a 
better product. So I repeat, I think you 
gentlemen should consider advertising on 
the competitive enterprise theme and on 
Group insurance. 

“Periodically one hears the observation 
that Group plans interfere with the pro- 
duction of individual insurance. I al- 
ways ask for proof of those statements 
and I’ve yet to see anything to support 
it. On the contrary, I know of evidence 
on the other side. For example, in 
towns where Group life insurance is 
widespread, I note the strictly Ordinary 
companies do a fine business and agents 
make exceedingly good money. Flint, 
Michigan, and Schenectady, New York, 
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E. G. Van den Bout Joins 
Freid & Marks Agency 


The Freid & Marks Agency, New 
England Mutual Life, 17 East 42nd 
Street, New York, has announced the 
appointment of Ellsworth G. Van den 
Bout as a member of the agency’s brok- 
erage department. Mr. Van den Bout, 
who attended Syracuse University, 
joined the Metropolitan Life in Syracuse 
and served for four years as agent and 
assistant manager. He then went with 
Hooper Holmes Bureau for several 
years as assistant manager at Albany un- 
til volunteering for Army service in 1942. 
He wa’ discharged in 1943 and became 
supervisor for Peyser agency, Manhat- 
tan Life in New York until 1945. Prior 
to joining Freid & Marks he was asso— 
ciated with the Josephson Agency, Mu- 
tual Benefit and with Teare Agency, 
Continental Assurance. Mr. Van den 
Bout is a member of the Life Under- 
writers Association of the City of New 
York and the Life Supervisors Associa- 
tion of New York. 





are two excellent examples of this 
point. 

“There is plenty of room for Group 
insurance as an integral part of a well- 
rounded program of protection for an 
employe having individual insurance. 
There are many indications that the very 
existence of a Group plan makes the 
salesman’s road easier in the placing of 
Ordinary business. Properly designed 
and understood, individual and Group in- 
surance are partners, and not competi- 
tors, in serving the insurance needs of 
the employes of the United States and 
Canada. 

“Furthermore, any salesman of life in- 
surance who honestly believes that Group 
benefits impair his chances of producing 
further business should recall (a) that 
before insurance companies undertook 
Group insurance there were so-called re- 
lief societies or employe benefit associa- 
tions in many organizations and (b) that 
even if life insurance companies stepped 
out of this field completely, that would 
be no guarantee that many corporations 
wouldn’t establish life insurance plans of 
their own in some fashion or other. 

“The interest of the insurance carriers 
in this branch of the business is well 
illustrated by the fact that at the end 
of 1946 150 companies were engaged in 
Group insurance, and employers had 
bought almost $30,000,000,000 of Group 
life insurance for their employes. 

“Do we deserve the credit for this 
tremendous growth? Well, some, but 
employers deserve a great deal of credit 
for their foresight, ingenuity, and cour- 
age in undertaking these Group plans. 
I have always felt the insurance industry 
does much too little in its public adver- 
tising to congratulate business men for 
their part in making this protection 
available to workers. It strikes me that 
you should consider publishing an ad- 
vertisement periodically patting the em- 
ployer on the back for installing a 
Group program. Furthermore, such ad- 
vertising would have some effect with 
the public in showing employers who are 
thoughtful about the welfare of their em- 
ployes and indirectly help to support the 
competitive enterprise system.” 


Should Do More for Agent 


Mr. McDonald also said, “I think some 
of your advertising in the coming years 
should do more for the agent. I think 
we should tell a better story of the op- 
portunities in our business. Advertising 
should emphasize more of the advantages 
of a career in life insurance. I think 
some of our advertisements have been 
deficient in this particular.” 


Anderson to Life Cos.: 
Don’t Neglect Farmers 


WHY THEY SHOULD NOT DO SO 





Secretary of Agriculture Sees Less Farm 
Activity on Part of Companies; 
Farmers’ Prosperity 





In his talk before the American Life 
Convention Clinton P. Anderson, Secre- 
tary of Agriculture, told of the vital 
necessity of our doing our part in keep- 
ing the people of Europe from starving. 
He also had some interesting comments 
to make on the American farmer. In 
part he said: 

“The farmer of this country has a great 
economic stake that he did not have, not 
just in his farmland, but in the things 
that you’re interested in in your invest- 
ment portfolio. In 1940 he had 3 billion 
dollars in currency. Now, he has 15 
billion. His ownership in U. S. Savings 
bonds is incteased from $249,000,000 in 
1940 to more than five and a fourth bil- 
lion in 1947. He’s a pretty good industry 
in pretty good shape. Altogether his 
farm plan is worth about a hundred bil- 
lion dollars and he owes 8 billion on it. 
He’s in very good financial shape, and he 
has an interest in seeing to it that infla- 
tion shall not run riot in this country 
and that’s why, as a representative of 
the American farmer, I have not hesi- 
tated to try to check undue speculation 
in grain prices because extremely fast 
advancing grain prices can only bring to 
the American farmer the type of boom 
and bust that I experienced as a young 
man. 
Position of Insurance Companies 

“T say to this American farmer, ‘And 
you who serve him must be interested 
in trying to keep down that type of in- 
flation.” Because the farmer is a very 
good person for you to find an interest 
in. You (life insurance companies) hold 
18% of the farm mortgage debt as life 
insurance companies. There are out- 
standing balances on farm mortgage con- 
tracts of about $890,000,000. You hold 
about $2,000,000 of the billion dollar’s 
worth of Federal and banking mortgage 
corporation bonds. 

“Yes, he ties his economy into yours. 
But there’s one thing that even the 
farmer doesn’t like. Your stock of trade 
in the farmer’s business has gone down 
a little bit because he may be in too 
good shape. Relative to other interests 
of life insurance companies, your invest- 
ments in agriculture are of less impor- 
tance now than at any time since the 
beginning of the century. As far back as 
1912 agriculture investments were 114% 
of your total admitted assets. In July 
of this year they were 1.6%. During the 
mid-1920's, one-fifth of all your assets 
were in agriculture. I’m just wondering 
whether you're losing faith in the farmer 
or he’s getting so prosperous that he’s 
moving away from you. I don’t know 
the answer to that. But I do hope that 
this group of men who touch at every 
turn, every community in this land, will 
realize that you do have that interest in 
the effort that we’re now making to col- 
lect grain to ship to other countries. The 
American farmer, due to a change in cir- 
cumstances in Europe, will find himself 
with a ready market for lots of his pro- 
ducts, four, five, ten and twenty-five 
years to come. And that prosperity that 
he generates on the farm is bound to be 
a bulwark of safeguarding your own in- 
terests. 

“T. want to say a few words because I 
sympathize with a fellow back in Wash- 
ington who’s got a terrific job. “Charley” 
Luckman. He came down with compara- 
tive .€ase from the presidency of Lever 
Bros., at a salary reputed to be in ex- 
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MASS. MUTUAL PROMOTIONS: 





W. T. May Claim Department Manag-+; 
R. T. Hintze, R. D. Gourlie. 
S. L. Shea Are Also Advanced 


Promotions for four home office si. ff 


members have been announced by | je 
Massachusetts Mutual Life. Walter T. 
May, formerly assistant manager of jhe 
claim department becomes manager, «nd 
Roger T. Hintze is made assistant m:n- 
ager. Robert D. Gourlie advances to «s- 
sistant auditor, and Stevens L. 
moves up to the position of planning 
engineer. 

Mr. May began his career with te 


Massachusetts Mutual in the mailing 
department in 1918. Two years later he 
became a stenographer in the benefit de- 
partment. In 1931 a change in depart- 
mental work was made and he wos 
transferred to the claim department, be- 
coming assistant manager in 1936. 

Mr. Gourlie was employed by the com- 
pany in 1929, and worked in the actu- 
arial department until he was_ trans- 
ferred to the auditing department a few 
weeks later. In 1940 he was assigned 
to the field audit division. Following 
service in the Navy during the war he 
resumed his duties at the Massachusetts 
Mutual in 1946 doing agency auditing 
work. 

Mr. Hintze entered service with the 
company in 1929. Before being assigned 
to the claim department, he worked un- 
der the Massachusetts plan through 
which college graduates are classified by 
their aptitude and given duties for which 
they are best equipped. He was made 
supervisor of installment claims after 
serving as claim department clerk for six 
years, 

Mr. Shea started work with the Mass- 
achusetts Mutual in 1931 in the calculat- 
ing department, and was transferred to 
the planning department in 1938. 


Shea 





The Successful Executive 

The successful executive leader de- 
lights in meeting people openly. He puts 
his cards on the table, as it were, and 
expects others to do likewise. He never 
shirks responsibilities. His decisions are 
prompt and he stands by them in the 
face of odds. Seldom losing faith in 
himself or his job, he sizes up situations, 
plans courses of action and puts them 
into operation in what to many seems 
the twinkling of an eye, thereby, estab- 
lishing priority of leadership in any 
group with which he has contact. He 
does his job in person-to-person lea:(er- 
ship fashion..—Peter J. Hampton. 





cess of $200,000 a year, to try the life 
of a Washington bureaucrat. And he 
was ready to go home at the end o! the 
first week because he had found it ‘ifli- 
cult, but he’s staying in and pitching and 
doing what I think is a magnificen: job. 
And I hope that there he receives «very 
cooperation from people all over this 
land. I think there is a possibility (hat 
through the efforts that he’s making «nd 
through the efforts that we’re all 1 :ak- 
ing, we’re going to be able to contr ute 
to this European situation, rebuild ,or- 
tions of Europe and at the same ime 
keep our farmers from facing infla\on- 
ary spirals, of building up one year ind 
dashing to the ground the next.” 
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Former College Head 
Joins Mass. Mutual Life 


Cc. LOWELL McPHERSON POST 








Will Help Train Field Representatives; 
Hes Directed Insurance Marketing 
Courses 





Massachusetts Mutual Life has 
engaved the services of C. Lowell Mc- 
Phe son (formerly director of life insur- 
ance marketing course at Texas Chris- 
tian University and University of Con- 
necticut), aS a training consultant in a 





C. LOWELL McPHERSON 


special assignment to work on the devel- 
opment of a comprehensive training pro- 
gram for field representatives. 


Mr. McPherson’s early experience was 
as basketball instructor and coach at 
Lynchburg College (Va.) from 1921 to 
1924. Entering graduate work at Colum- 
bia University, he received his M.A. in 
English in 1925. He then became Texas 
manager for the Mortgage and Accep- 
tance Corporation, and was later Okla- 
homa state assistant manager for the 
corporation’s successor, the Commercial 
Credit Co. 

In 1927 he became dean of Lynchburg 
College and held this position until 1932 
when he entered the life insurance field 
as personal producer and supervisor for 
the Pacific Mutual Life in Lynchburg. 
Five years later he became general agent 
tor the National Life of Vermont at 
Charleston, W. Va. In 1946 he was 
appointed associate director of the life 
insurance marking institute, located at 
Purdue University, becoming director of 
the life insurance marketing course at 
Texas Christian University, Fort Worth, 
and later at the University of Con- 
necticut. 





Agent, in Bomb Shelter, 
Wrote Policy on Child 


In August, 1940, two men met in an 


underground shelter below Smithfie!d 
Market during an air raid on London. 
W hile the guns boomed and the sirens 
wailed overhead, they introduced them- 
selves. One of the men was an Imperial 
Life of Canada representative, the other 
the t:ther of a recently born son. Their 
conversation turned to the boy’s future, 
and ‘ife insurance was suggested as a 
plan to help give the lad a good start 


in |i As a result the father applied on 
the sot for a Child’s Endowment policy. 


Perl ps nothing illustrated better than 
this incident the ayerage British civil- 
lans iaith in the future. 





Water S. Payne, manager, Ordinary 
Ab uch office, The Prudential, now is 
Cccuving new and enlarged offices in 
the \an Nuys Building, Los Angeles. 


Connecticut Gen’l Receives 


“Oscar of Industry” Trophy 

C. Manton Eddy, vice president and 
secretary, Connecticut General, received 
for the company the bronze “Oscar of 
Industry” trophy at the annual report 
awards banquet here recently. The 
trophy was awarded to Connecticut Gen- 
eral for the company’s current annual 
report, judged as the best of the life in- 
surance industry in a survey of annual 
reports conducted by the Financial 
World Magazine. Weston Smith, vice 
president, Financial World, made the 
presentation. 


SETS NEW SALES RECORD 


Jefferson Standard Life paid for busi- 
ness for the first nine months of the year 
exceeded $87,600,000, setting a new high 
record for a similar period, Agency Man- 
ager Karl Ljung announced. Insurance 
in force as of September 30 amounted to 
$727,762,494, representing a gain of 
$55,500,000 during the first nine months 
of the year. The company’s field force 
is staging a specia! production campaign 
in October as a tribute to President 
Ralph C. Price during his birth month. 





Franklin E. Toops to 
Columbus for Travelers 

RETURN TO HOMETOWN BRANCH 

Clyde Whiteley Life Manager at 55 John 


Street; New Posts for H. T. Litke, 
M. H. Foskit 








Franklin E. Toops, who for many 
years has been manager of the Travel- 
ers life, accident and Group depart- 
ments at 55 John Street, New York, 
returns to his hometown branch office at 
his own request at Columbus, Ohio. 
Harry T. Litke has been named manager 
of the life, accident and Group depart- 
ment of the Forty-second Street, New 
York City branch office of the company, 
succeeding Clyde Whiteley who was re- 
cently designated life manager at the 
55 John Street branch. 

Mr. Toops’ return marks his third 
period of service at Columbus where he 
became associated with the Travelers as 
a special agent in 1920. In 1922, he 


was promoted and named assistant man- 
ager there and in 1923 he was again 


promoted and made manager at the 
Louisville branch. 

Mr. Toops was transferred to the In- 
surance Exchange Office in Chicago in 
1929 and remained there until he re- 
turned to Columbus as manager in 1937. 
Two years later, he was made acting 
manager at the company’s largest branch 
office on John Street, New York and 
five months after his appointment to 
that office was named the manager of 
the life, accident and Group department. 

Mr. Litke moves to New York from 
the branch office at Springfield, Mass., 
where he served as life manager. His 
successor at Springfield is Malcolm H. 
Foskit, who has been promoted from 
assistant manager. 

Mr. Litke, a native of New Jersey, 
was graduated from Lehigh and joined 
the Travelers as field assistant in Read- 
ing. He was promoted to assistant man- 
ager there and later was again advanced 
and named manager at Springfield. 

Mr. Foskit, a native of Springfield, 
received his B.S. Degree from Boston 
University in 1933. After affiliation with 
the Mutual Life in Springfield, he joined 
the Travelers there as a field assistant 
in 1942. 
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MULTIPLE LINES 


LIFE AND ENDOWMENTS 
Annual — Single Premium 


e 
SALARY SAVINGS 
e 
ANNUITIES 
Annual — Single Premium 
Immediate & Deferred 
» 


PENSION TRUSTS: 


3 
GROUP 
Comprehensive Coverage 
® 


COMM. ACCIDENT & HEALTH 
Hospitalization 











Yui 


the plan for every need!... 


PHILLIPS PETROLEUM COMPANY 
KNOWS THE IMPORTANCE OF 
VARIETY ! 


“There's a lot more to Phillips than the 
gasoline, lubricants, home and auto 
supplies you see in a Phillips 66 Serv- 
ice Station. Phillips markets hundreds 
of products ... from pints of almost 
100% pure laboratory chemicals .. . 
farm specialties, household items and 
Butadiene for synthetic rubber . . . to 
tank car loads of liquefied petroleum 
gases. Yes, it's Phillips for petroleum 
and chemical needs.” 


IS THE SPICE 


More variety means more prospects, more prospects mean more sales... 
the advantage of the “full sales kit" of General American Life. No doubt about 
it, a workman does better with a complete set of tools! That's a good deal of the 
success story of the General American Life man 


You're always in business with 


Paatons 
aearenxannd 





GENERAL AMERICAN LIFE INSURANCE COMPANY 


a oA 


WALTER a lil 


SainT Louis 


OF LIFE INSURANCE SELLING, 100! 


from “clean-up plan” to a policy for a new-born babe! 




















that's 


. because he’s the man with 
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WORLD BANK HELPING REVIVAL 
OF WORLD TRADE 

That the International Bank for Re- 
construction and Development can be 
a potent factor in the revival of world 
trade is evident when the true nature 
of trade is considered. In simplest terms, 
it is an exchange—a two-way process in 
which goods acquired are paid for by 
goods sold. The World Bank’s function 
in creating a proper climate for private 
financing is the subject of one of the 
principal articles written in connection 
with the National Foreign Trade Con- 
vention being held in St. Louis this 
week, and published in the supplement 
relative to that convention by the New 
York Journal of Commerce. The article 
was written by Robert L. Garner, vice 
president of the bank. 

The World Bank is enjoined to make 
loans for “productive purposes” only. 
In place of irresponsible promotion of 
international loans between the wars, 
often characteristic of them in that 
period, the Bank undertakes a careful 
and searching investigation of each ap- 
plication it receives. The Bank makes 
the proceeds of its loans available only 
against evidence that the goods pur- 
chased are within the purposes of the 
loan as set forth in the loan agreement 
and that these goods are put to their 
intended use. In addition the Bank re- 
quires the borrower to keep it informed, 
through the regular submission of statis- 
tical data and through consultation, on 
all significant financial 
developments. This is possible, Mr. Gar- 
ner says, because of the close relation- 
ship between the Bank and its borrowers 
or guarantors—the member nations. 


economic and 





CYCLICAL TAXATION BUDGETS 
Too much attention paid to adjusting 
rates of taxation with an eye on current 
government income has been partly 
responsible for making business booms 
more pronounced or for intensifying de- 
pressions. Reason is that in the past 
taxes have been proportionally heavier 
when the national income was dwindling. 
When the national income expanded 
taxes were relatively lighter. 


In view of the history of taxation 
trends, it is not surprising that some 
nations are studying a more balanced 
and sensible type of raising revenue. An 
important , 


article on the subject is 





printed in the September issue of Cana- 
dian Business, Montreal, author of the 
article being A. J. McKenna. He says 
that Canada is in the forefront of coun- 
tries which are contemplating some type 
of contrasting tax concept. And many 
hope it will be put into practice. 


This is known as cyclical taxation. 
Briefly, says Mr. McKenna, the proposal 
is that in a rapid-rising economy the 
Government should extract not only an 
increasing money total of taxes, but an 
increasing percentage of the national 
income. Then, as the tide turns, taxes 
can be slashed to revive public con- 
fidence and reinvigorate business. Thus, 
the ideal is not to balance budgets year 
by year, but to balance them over the 
whole business cycle. 


The present situation is that the 
United States,: Great Britain, Canada 
and the Scandinavian countries, and 
perhaps some others, are all developing 
a program to carry out some such tax 
concept. The United States, Great 
Britain and Canada have joined forces 
in evolving a formula for calculating 
national incomes to provide a common 
basis of action in the tax field. 

Mr. McKenna concludes his article 
by saying: 

The point to be emphasized is that 
it is not so much the moderating effect 
of cyclical taxation on a depression that 
recommends it. It is true that the re- 
peated impact of increasing tax rates on 
public psychology under the old system 
prolonged and intensified the period of 
stagnation. It is also true that with re- 
serves built up in better times, govern- 
ments could properly cut rates and ac- 
cept substantial deficits. 





H. Harold Leavey of Sacramento, vice 
president and general counsel of Cali- 
fornia-Western States Life, has . been 
appointed a member of a California com- 
mittee which will study the development 
of more hospitals in California. The 
twenty-two members composing the 
group are representatives of the medi- 
cal profession, hospital associations, in- 
surance companies, governmental agen- 
cies, employer groups, agricultural or- 
ganizations and others. The committee 
will attempt to coordinate the efforts of 
various groups interested in the problem. 
Appointment of the committee resulted 
from a recent report given by the State 
Department of Health which revealed a 
hospital bed shortage of approximately 
58,000 in California. The new committee 
will consider means of relieving this 
shortage. 






















































Mr. and Mrs. Lucius C. Leonard 


Lucius C. “Lute” Leonard of Syracuse, N. Y., former fieldman of the London 
Assurance and now retired, and Mrs. Leonard celebrated their golden wedding an- 


e 


niversary on October 5. 


Mr. Leonard is one of the most popular of the old-time 


fieldmen in New York State and many present company executives are friends of 


the Leonards. 


He was long active in the famous “Old Association,” which thrived 


up to the 1930s, and is at present a member of the New York Ex-Fieldmen’s Society, 
the 1946 meeting of which in New York City he attended. 





Viscount Knollys, managing director 
of the Employers Liability, is in Bos- 
ton conferring with Edward A. Larner, 
new United States manager and attor- 
ney of the company. While there he 
will attend a number of business con- 
ferences and dinners. With him is Lady 
Knollys. They arrived on Queen Eliza- 
beth. Some years ago when Queen Mary 
made her maiden trip they were passen- 
gers. During World War II Lord 
Knollys served as Governor and Com- 
mander in Chief of Bermuda and in 1943 
he became chairman of the British Over- 
seas Airways Corporation. Lord Knollys 
first became managing director of the 
Employers Liability in 1933, serving un- 
til 1941 when he became Bermuda Gov- 
ernor. He was reappointed managing di- 
rector of the insurance company last 
summer. 

x ok x 

Tage Larsson, vice president, Skandia 
of Stockholm, has sailed for Sweden 
after a three weeks’ tour of the states 
during which he attended the Life Of- 
fice Management Association meeting in 
New York, American Life Convention 
in Chicago and visited several home of- 
fices. At a press conference in offices 
of American Management Association, 
Hartford, he said that Swedish insur- 
ance companies had an all-time high 
production record in .1946, partly due to 
inflation. He is a member of a five-man 
committee appointed in May, 1946, for 
purpose of studying advisability of intro- 
ducing Group life in Sweden. The com- 
mittee will soon report to the Associa- 
tion of Swedish Life Insurance Com- 
panies. 

* * x 


Fred E. Vincent, marine manager of 
American Foreign Insurance Association, 
has recently returned from an extended 
air tour of South America. He was the 
AFIA’s delegate to the Hemispheric 
Insurance Conference at Rio de Janeiro. 
After the conference, Mr. Vincent visited 
the various AFIA branch offices and 
agencies in Argentine, Brazil, Chile, 
Peru, Ecuador, Colombia and Venezuela. 
Mr. Vincent was accompanied by Mrs. 
Vincent. 


Claris Adams, president, Ohio State 
Life, is serving as president of the 
Franklin County Community Chest. Mr. 
Adams, who has been a speaker for Com- 
munity Chest campaigns and other civic 
and business enterprises over a period 
of years, directed the Franklin County 
campaign in Columbus in 1942. 

e 2 & 





J. B. LEVISON 


J. B. Levison, formerly chairman 0 


f 
Fireman’s Fund, and for many years 4m 
outstanding figure in Pacific Coast insut- 
ance circles, recently celebrated lis 85th 
birthday. On his birthday Mr. |.evisom, 
an accomplished musician, atten ‘ed the 
opera. He has been president of ‘ie Mu 
sical Association of San Franci-co and 
the San Francisco Symphony Association 
and in 1915 was chairman of tlic must 
committee of the Panama-Pacific 'xpos* 
tion. Long a member of the ‘amous 
Bohemian Club of San Francisco, he has 
had many insurance men as his guests 
there. 
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Hartford Fire Insurance Training 


Center Course 

Thirteen agents—and two wives—from 
twelve states and one Canadian province, 
completed the eleventh course given by 
the Hartford Fire’s Insurance Training 
Center on October 17. In four weeks 
Arthur N. Eagles, director, assisted by 
twe've men and officers of the home 
office staff, directed the students through 
the maze of fire insurance and agency 
management subjects which they will 
deal with on return to their own offices. 
Nemes of those students comp!eting the 
course appear with the picture of the 
class on this page. 

Established last year the Insurance 
Training Center offers an intensive four 
weeks’ course to employes and agency 
workers representing the Hartford Fire. 
Classes are limited to fifteen so that each 
student may, in the brief time available, 
have the most personal attention and 
instruction. 

Four broad classifications are 
up during each session: 

1. Study of the product which agents 
sell, including the Standard fire policy, 
forms, clauses and warranties, and sub- 
sidiary fire lines (about 50% of the 
course is devoted to this). 

2. General aspects, such as the prin- 
ciples of insurance, types of agency 
carriers and company operations (15%). 

3. Inland marine insurance (20%). 

4. Physical aspects of property insur- 
ence, having to do with fire prevention, 
special hazards, rating and underwriting 
(15%). 

While not a sales course the instruc- 
tors emphasize producers’ practical prob- 
lems, rather than theory. The only en- 
trance requirements are, according to 
Mr. Eagles, “a reasonable knowledge of 
arithmetic ‘and English, and a_ willing- 
ness to work hard.” 

Mr. Eagles, the student’s director, was 
formerly attached to the Hartford’s 
Brooklyn office where he was in charge 
of service to brokers and insureds in- 
clnding surveys and schedule rating—in 
addition to which, he taught students 
at the Insurance Society of New York. 

Classes in 1948 will be held January 
19 | February 13, March 1 to March 
26, April 12 to May 7, and May 24 to 
Jun 18. ‘i 





taken 


x *e x 
Danish Insurance Against Atomic 
Energy Release 
A the agenda of the International 
Marine Insurance Union at its annual 
mecting in Cannes, France, is the ques- 


tion of insurance against release of 
atomic "energy. Discussing this The Re- 
view of L ondon says: 

™ re sitet has been debated at some 
‘neil in the legal study group of the 
Danich Insurance Institute. A Danish 
as r, Mr. Frank Preben Neergaard,’ 


ed the current position at home 
‘nd abroad in respect of catastrophe 
K*. particularly earthquake risks. An- 
othes lawyer, Mr. Adam Jacobi, surveyed 
eurrent ee conditions at some length 
and the probable attitude of the courts 
On the ae He arrived at the con- 
































clusion that the companies are exempt 
from liability in the event of the release 
of atomic energy as a consequence of 
war but not otherwise, unless there is a 
specific exemption clause. This means 
that in most classes the companies are 
at present liable for damage caused by 
the peaceful release of atomic energy. 
This applies to life, fire, glass, personal 
accident, and marine business. In some 
of the minor classes the companies can 
void their policies. This holds good, 
for instange, in respect of third-party 
and water damage risks under the 
comprehensive householders’ policy. It 
is doubtful whether the companies 
can escape liability for storm dam- 
age, although it is probable that man- 
made release of atomic energy will 
not be classified as one of nature’s catas- 
trophes. The companies are also -liable 
for loss of rent, even in the case of 
release of an isolated atom bomb. An- 
other class in which the companies would 
be liable is burglary, whereas in motor 
it is probable, though not certain, that 
they may escape liability. 

“Peter Leth, general manager of the 
Private Assurandeurer, said that Great 
Britain and the United States covered 
the risks of damage from release of 
atomic energy, ‘which at the present 
rates of premiums was ruinous.’ It was, 
however, considered expedient that the 
proposal for an exemption clause should 
come from the smaller nations. The 
Scandinavian marine underwriters had 
raised the question with the Interna- 
tional Marine Insurance Union and it 
was also being considered by the Fire 
Offices Committee in London.” 

ee 
Pacific Coast Adjustments 


In a ‘statement to insurance news- 
papers about the recently formed Fire 
Insurers Loss Adjustment Committee of 
Sen Francisco, Ward Jackson, chairman 
of the committee, told why the committee 
was formed. 

“It is the purpose of the committee to 
study loss adjustment problems with the 
idea of restoring order and dignity to the 
adjustment of losses,” he said. 

Producers of insurance are urged to 
report their losses direct to the company 
offices, or to the company service offices. 
Continuing Chairman Jackson said: 

“Of late, a great many gentlemen 
have established themselves as adjusters. 
Many of these gentlemen are unknown 
to the companies. They are: soliciting 
losses direct from producers and in many 
instances the first notice to the company 
of the loss is with the receipt of the 
proof of loss taken by adjusters never 
authorized to act for the company. The 
committee proposes to invite independ- 
ent adjusters to execute and file with the 
committee office, a questionnaire de- 
signed to develop information on the 
background of the adjuster, his experi- 
ence, and particularly, the type of losses 
he has been handling, whether fire, auto- 
mobile or casualty. 

_ “This voluntary information on ad- 
justers will be available to all member 
companies, but we stress that it is not a 












































































































First row: 
Cogdal, Urbana, IIl.; 

Second row: 
N. Y.; Ronald Young, 

Third row: 
Ill.; R. K. Walker, Louisville, Ky.; 

Fourth row: William Geo. Hess, 
3raunfels, Tex.; Richard C. Shell, 
Minn. 

Fifth row: 


home office; 


R. C. Chapin, 


function of the committee to pass upon 
the merits or the demerits of any ad- 
juster soliciting business. 

“At the last general meeting of the 
Fire Insurers héld to set up the com- 
mittee, it was decided to invite the insur- 
ance press on the Pacific Coast to give 
the program we have in hand, publicity. 
In line with this decision, we are bring- 
ing the subject to your attention. 

“The undersigned will be out of town 
when the letters to producers are re- 
leased, but if you will address Vice 
Chairman Frank W. White, c/o Fire- 
men’s Fund Insurance Company, San 
Francisco, he will be glad to furnish you 
with copy of the letters to producers, to- 
gether with other pertinent information 
on the program the Fire Insurers have 
undertaken. 

“All Fire Insurers have been invited to 
membership; stock companies, mutuals, 
board and non-board companies. 

“The program which we have in mind 
is not in any way inspired by the Gen- 
eral Adjustment Bureau. It is neither 
pro-Bureau nor anti-Bureau. The fire 
insurers are simply determined to devel- 
op a file on the numerous newcomers 
in the adjustment field, and all gentle- 
men seeking to adjust losses for the 
committee members will be invited to 
place themselves on record with the 
committee.” 

x * 


New Edition of Lloyd’s London 


The fourth edition has been printed of 
“Lloyd’s London,” an outline by the late 
M. M. Beeman. Objective of the Out- 
line is to answer some questions fre- 
quently asked by people who wish to 
know more about Lloyd’s and its mem- 
bers’ activities in the fields of insurance, 
especially against Non-Marine risks. 
Three editions of the book had been 
published. Shortly before his death the 
author decided to bring the book up to 
date. The present edition contains his 
revisions made chiefly with a view to 
correcting the statistical information. 
Reference is also made to the new As- 
surance Companies Act of 1946. Sub- 
jects of the various chapters follow: 

The Beginning of Lloyd’s. 
Lloyd’s as a Corporation. 
Generally Explaining how Business 

s Transacted at Lloyd’s. 

Generally Describing the Activities 





Thomas F. Boles, Liberal, 
Joan Matson and Robert D. Matson, 
Alfred D. Palermo, Linden, N. J.; 
Norman Wm. 
Elliott Wooldridge, Sioux City, 
Robert Wm. Sowers, Wenatchee, Wash. 
Great Falls, 
Cincinnati, 


secretary, 
Hartford Fire Insurance Training Center. 


Kans.; Richard B. Cogdal and Shirley 
3rookville, Pa. 


William John Cousin, Geneva, 


Ontario. 
E! Paso, 


Toronto, 


Kitchell, 


Gooderham, 


William F. 


lowa; 


Mont.; E. P. Nowotny, New 
Ralph E. Steuber, Fairmont, 


A. N. 


Ohio; 


Hartford Fire; Eagles, director, 


of U Nita riting Agents and of L loyd’s 
Brokers. 

Can Holders of Lloyd’s Policies Rely 
upon Lloyd’s Reputation for “Fair 
Dealing ?” 

Explaining how some _ firms. at 
Lloyd’s Act in the Dual Capacity of 
3rokers and Underwriting Agents. 

Opposition to Lloyd’s. 

The Financial Security 
Every Lloyd’s policy. 

The following illustrations are printed: 
Main entrance to Lloyd’s; Earliest Ex- 
tant Copy of Lloyd’s List; A Lloyd’s 
Policy on Slaves, 1794; A portion of 
“The Room’; Specimen Policy showing 
“Groups”; A page from Lloyd’s Register 
showing entry for “Queen Elizabeth.” 

Among other financial safeguards, 
there is a Central Guarantee Fund under 
the sole control of the Committee of 
Lloyd’s and which has been built up out 
of and is fed by an annual levy on the 
premium income of all Lloyd’s Under- 
writers. This fund now amounts to 
£1,750,000 in securities or cash. 

x * * 


Behind 


Next Job of Marquis James 


Marquis James, the famous biographer 
and Pulitzer prize winner, whose activi- 
ties in recent years have been largely 
devoted to business biography, histories 
of the Metropolitan Life and the Insur- 
ance Co. of North America, has finished 
his work on the Grace Liné and is now 
about to tackle the story of the Bank of 
America. Both the North America and 
Metropolitan Life books were master- 
pieces. 

* * x 


175 Companies Are in Hawaii 


The annual report of 1946 operations 
of insurance companies in Hawaii has 
been made to Governor Ingram M. 
Stainback, by Hawaiian Insurance Com- 
missioner W. D. Ackerman, Jr. The 
four domestic companies are Hawaiian 
Insurance & Guaranty Co., Ltd., Home 
Insurance Co. of Hawaii, Ltd.; Island 
Insurance Co., Ltd., and Pacific Insur- 
ance Co., Ltd. There are 171 compan- 
ies—fire, casualty, marine and life—-do- 
ing business in the islands. 

Net premiums written through surplus 
lines brokers for 1946 were as follows: 

3ishop Insurance Agency, Ltd.—$1,378 ; 
Theo. H. Davies & Co., Ltd—$27,015; 
B. F. Dillingham Co., Ltd—$19,697. 
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Firemen’s to Vote 
On Capital Increase 


STOCKHOLDERS MEET NOV. 25 





$8,500,000 in New Funds Sought by 
New Cumulative Preferred and 
Additional Common Stock 





A special meeting of stockholders of 
the Firemen’s of Newark has been called 
for November 25 to vote on an increase 
in capitalization of the company through 
authorizing 100,000 shares of a new 
cumulative preferred stock of $50 par 
value. Subject to favorable action by 
stockholders, it is expected that from 
60,000 to 75,000 shares of the new pre- 
ferred will be issued and sold privately, 
at $100 per share, to a limited number 
of institutional investors. Blyth & Co., 
Inc., will arrange the private sale of 
the new preferred stock. 


Additional Common Stock 

At the same time announcement was 
made by the company that it proposes 
to issue 120,462 additional shares of 
presently authorized common stock, 
bringing the amount outstanding to 
2,000,000 shares. It is anticipated that 
a registration statement, as required by 
the Securities Act of 1933, will be pre- 
pared covering the common stock and 
that the stock will be offered initially 
to stockholders of the company on a 
pro rata basis at a price to be deter- 
mined at the time of offering. Blyth & 
Co., Inc., are expected to underwrite the 
offering. 

The increase in capitalization is to im- 
prove the relationship of capital funds 
to the increased volume of premiums 
now being written by the company and 
other members of the Loyalty Group 
of insurance companies, of which Fire- 
men’s is the parent. When the increased 
funds are available approximately $8,- 
500,000 of new funds will be added to 
the working capital of the company. 





N. Y. Rating Committee 


Plans Hearings Soon 


According to Senator Walter J. Ma- 
honey, chairman of the New York Joint 
Legislative Committee on Insurance 
Rates and Regulation, “the staff has 
been working arduously the past two 
months and we hope to be in shape for 
a hearing within the next month at 
least.” 

This committee was created by joint 
resolution of the Senate and Assembly 
passed March 18 with an appropriation 
of $25,000. It was particularly directed 
to “immediately initiate proper studies 
and proceedings to ascertain whether 
the enactment of any further legislation 
is necessary in connection with the 
regulation of insurance rates and the 
business of insurance in the state of 
New York, in view of U. S. Public Law 
15, and the decision of the United States 
Supreme Court in the South-Eastern 
Underwriters Association case.” 

The resolution was adopted after the 


program legislation of the Insurance 
Department failed to be completely 
enacted. 


The committee consists of seven mem- 
bers. Senator Walter J. Mahoney, chair- 
man of the Insurance Committee of the 
Senate, is chairman. Vice chairman is 
Assemblyman William H. MacKenzie, 
chairman of the Assembly Insurance 
Committee. 

Other members of the committee are 
Assemblyman Thomas A. Dwyer, secre- 
tary; Senators Frederic E. Hammer and 
Louis L. Friedman, and Assemblymen 
Harry A. Reoux and Samuel Rabin. 


bond 
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AMA Calls Present 
Coverage Inadequate 


CHICAGO MEETING NOV. 


18 - 19 





Many Industrial Firms Complain They 
Are Unable to Buy Full Insurance; 
Will Discuss Remedies 





Stating that many industrial firms 
complain they are unable to buy suffi- 
cient insurance to keep pace with rising 
valuations, the American Management 
Association has announced a conference 
of executives representing most of the 
nation’s businesses and industries in Chi- 
cago, November 18 and 19, to discuss in- 
surance coverage adequate to the re- 
quirements of business. 

The association said many companies 
report they are not fully protected 
against ordinary losses today because 
they have not been able to find under- 
writers able to take on additional risks. 
The conference will discuss whether 
insurance companies should increase 
their working capital, whether there is 
need for additional insurance companies, 
whether legal requirements for reserves 
should be reduced or whether other 
means for underwriting risks can be 
found. 

Discussion Leaders 

Approximately 700 executives will par- 
ticipate in the discussions under the 
leadership of R. S. Bass, treasurer, A. E. 
Staley Manufacturing Co., Decatur, IIl., 
and vice president in charge of AMA’s 
Insurance Division; Frank B. Flahive, 
vice president, Columbia Engineering 
Corp., New York; Frank A. Christensen, 
president, America Fore Group, New 
York; Ivan L. Willis, vice president, In- 
ternational Harvester Co., Chicago; Es- 
mond D. Gardner, vice president, Chase 
National Bank, New York and others. 

Other subjects to be discussed at the 
conference include buyer relations with 
brokers, effects of accident prevention 
on insurance costs, possibilities of self 
insurance and employe group benefit 
plans. 

The meetings will be held at the Drake 
Hotel. 


CONN. AGENTS TO MEET 


Insurance Commissioner W. Ellery 
Allyn, Congressmen William J. Miller 
of Hartford and Ellsworth Foote of 
North Branford, Vice President John 
Stott of the National Association and 
Professor M. D. Cramer of New York 
University will be feature speakers at 
the forty-ninth annual meeting of the 
Connecticut Association of Insurance 
Agents at the Hotel Bond in Hartford 
on Wednesday and Thursday, November 
17-18. An opportunity will be provided 
for agents to visit the new Factory In- 
surance Association fire prevention lab- 
oratories. This will be the first time in 
many years that the Connecticut agents 
have held a two-day gathering. 





Anderson Tells How Agents Can Be 


Of Greater Service to Big Buyers 


Henry Anderson, insurance manager 
for Paramount Pictures, New York, who 
has appeared often before insurance 
audiences to stress the type of coverage 
and agency service which big buyers 
expect, told agents at the National As- 
sociation of Insurance Agents’ conven- 
tion in Atlantic City last week that the 
problems of the insurance buyer and 
of the agent are practically identical. 
Speaking before a forum session for 
large agents—those with premium in- 
come in excess of $300,000 annually—Mr. 
Anderson said in part: 

“You are outstanding men in your 
community. But in addition, you have 
a broader contact in your community 
than does any other group or element. 
You literally reach every factory, store, 
home, and in fact, every citizen. Your 
contacts are broader than those of the 
school, the church, the government. 


Agents a Powerful Force 

“You can be a powerful force for 
good in your community, and nationally, 
at a time when the country needs such 
influences. I wonder if you know your 
strength if united for a single purpose. 
By the same token, you are a powerful 
force in the insurance world, and if 
united, you should be able to shape its 
ends to suit your proper needs. You 
should be able to determine the prac- 
tices of the insurance companies, and 
you should be able to make certain that 
the regulatory authorities permit insur- 
ance to be conducted so as best to serve 
the public interest. 

“I will try to tell you how the insur- 
ance buyer thinks, or at least how I 
think he should think, what he may 
reasonably expect from his insurance 
agent and what the agent can do to be 
of greater service to and become of 
increasing importance to the buyer. 

“In using the term ‘buyer,’ I do not 
have in mind the professional buyer for 
the large corporation, but I have in 
mind the executive who makes the in- 
surance decisions for a business enter- 
prise not maintaining an insurance de- 
partment. Essentially the purpose of 
insurance is to provide a financial 
cushion against losses that cannot be 
borne without affecting the financial 
structure or distorting costs. 

“The problem of the buyer is, reduced 
to its simplest elements, to plan an 
insurance program that will accomplish 
this. He may as a secondary matter de- 
cide to carry certain additional forms 
of insurance required by law or provid- 
ing valuable services. 

“The executive who makes the final 
decision as to what insurance shall and 
what insurance shall not be carried, will 
be held responsible by the stockholders 
or his executive committee for any 
seriously under-insured loss. 

Agent’s Job to Advise Executive 

“It is the insurance agent’s job to 
advise and assist the executive in mak- 
ing his decision. There is certain infor- 
mation which the executive needs, in 
order to arrive at a decision which he 
will be able to justify, and the agent 
should provide him with this information. 
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“He should go over with the executive 
the physical aspects of the property, the 
construction, fire areas, fire protection, 
hazards of the materials and processes: 
all matters relating to the probability of 
occurrence of fire and to measuring the 
possible extent of damage by fire, ex- 
plosion, windstorm and other casualties. 

“The agent should determine that cor- 
rect valuations have been made, as of 
today’s replacement costs, of the build- 
ing and its machinery and equipment, 
and of the raw materials, work in proc- 
ess, and finished product. A study should 
be made of the sequence of plant opera- 
tions, and used as a basis for advising 
upon the necessity for business inter- 
ruption insurance. This study should in- 
clude suppliers of materials. 

“The agent should discuss with the 
executive and his attorney the various 
forms of legal liability to which the 
opefation is exposed; the possibility of 
accidents to the public in or about the 
premises; the liability brought about by 
consumption and use of the finished 
product. 

Legal Liability 

“Assumed legal liability arising out of 
leases, agreements, or other contracts 
should be explored. Some of these are 
far more severe than the normal risks, 
for there is here a definite contractual 
liability which cannot be avoided. 

“There may be very serious possibility 
of legal liability for damage to property 
of others caused by explosion or by fire 
originating in the plant and spreading 
to adjoining premises. In brief, every 
phase of loss possibility must be ex- 
plored. 

“Having done this the agent should 
discuss with the executive the forms 
of insurance which are available to 
cover the risks which have been dis- 
closed. This should be done in the ex- 
ecutive’s own language, not in our prac- 
tically incomprehensible insurance lingo. 

“Next comes the decision as to what 
forms of insurance shall and what forms 
shall not be carried. Obviously, the ex- 
ecutive cannot carry all of the various 
forms of insurance which are obtainable. 
A certain selection must be made. It 
would be a fine thing at this point to 
be able to refer to a formula and make 
the decision accordingly, but this is not 
possible. 

“The essence of business is the as- 
sumption of risk. Many business risks 
are assumed without even considering 
insurance for them. The final decision 
is based largely upon the financial 
aspects of the organization to be in- 
sured and the insurance program must 
be built around this. What would be the 
effect of certain uninsured losses upon 
the stability of the corporation or how 
seriously would its costs be distorted. 
It is useless to speculate as to whether 
for example a fire will or will not occur. 
The question is, what would be the con- 
sequences if the fire did occur? 

“With this in mind, certain of the 
most important forms of insurance may 
be disposed of. Fire insurance is the 
basic form. In most instances, in plants 
of moderate size, the risk of fire cannot 
be properly self-assumed. The value 
should be determined and insurance car- 
ried to the required percentage of value. 

Business Interruption 


“Business interruption insurance 1S 
often thought of as a secondary ‘ype 
of insurance. It is in many instance: far 
more important than fire insurance. The 
whole subject should be studied wit! the 
plant management, the vulnerable points 
and bottlenecks in the operation ‘is- 
covered, and the probable loss measi:ré 
under various conditions. Then if insur- 
ance is to be carried, a specially de- 
signed form should be used. 

“Next the casualty forms of insurance 
might be disposed of. Workmen’s com- 


(Continued on Page 28) 
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NAIA Atlantic City Convention 


Replete With Drama, Action, Ideas 


The 1947 annual convention of the Na- 
tional Association of Insurance Agents 
at Atlantic City last week, shortened to 
lays, was packed with more drama, 
action and excellent sales ideas than any 
similar gathering since the 1942 meet- 
ing in Chicago, when the new constitu- 
tion was debated and adopted. Part of 
the excellence of last week’s program 
at America’s--famous shore resort on the 
New Jersey coast was due to planning 
of the officers and staff; they provided a 
high grade speaking program with both 
agents and outside specialists in their 
particular lines participating. National 
developments in the insurance business 
stimulated sparkling debates and led to 
definite action by the NAIA. 


four 


Commission Cuts Opposed 


Opposition to commission reductions 
by fire and casualty insurance compan- 
ies shared the limelight with the prob- 
lem of securing adequate insurance fa- 
cilities for &ll those who want more pro- 
tection of many types. The agents’ 
national board of state directors, the 
nolicy-making body of the organization, 
approved after long discussion, a state- 
ment of policy asking the companies to 
defer further commission — revisions 
downward until a survey of agency op- 
erating costs and profits can be com- 
pleted. 

Questionnaires have gone out to local 
agents in all parts of the country but it 
will take several weeks at least for the 
NAIA actuarial staff to complete its fact- 
finding task. When accurate data is 
available showing just how agents are 
faring financially in the present days of 
higher commissions in dollars on larger 
policies, plus high living costs, it will be 
possible for NAIA leaders to inform the 
companies whether producers have a big- 
ger or smaller “take home” income to- 
day than they did a few years ago. 
Opinions are divided on this issue, the 
companies generally contending most 
agents are better off financially than 
they were and many agents arguing that 
a larger gross income actually results in 
a lower net profit. 

Walter M. Sheldon of Chicago, chair- 
man of the metropolitan agents’ commit- 
tee, contributed to the preparation of 
two worthwhile statements on commis- 
sions. One contained the views of his 
committee on acquisition costs generally 
and the other, issued jointly with Ralph 
W. Howe of Richmond, Va., chairman 
of the special committee on rating pro- 
grams, confined itself to the important 
problems of gradation of expense in lia- 
bility lines. Both these documents were 
Prepared only after long and careful 
thought, plus many hours of discus- 
sion, had been given to these vital mat- 
ters. The commission policy, as approved 
by the directors, followed recommenda- 
tions of both the national executive com- 
mittee and the metropolitan agents’ 
committee which had held their meetings 
in Atlantic City prior to the general 
opening of the convention. 


eat cas : 
elore the national board of state 


directors now comes all matters on which 
the N \IA takes any important action. 
A lot of proposals and ideas are tossed 
Into the laps of the directors, some of 
them well thought out and some the 
Product of special situations which irri- 
tate this or that group of agents. The 
direct ‘s, under the capable leadership 
ot President Guy T. Warfield, Jr., and 
Vice |'resident William P. Welsh, after 
full vate, reshape many of the sug- 
gestir so that when they emerge in 
fnal form they retain their full import 


but are devoid of elements of resent- 
ment, uncontrolled excitement and other 
factor. which would detract rather than 
add to their dignity and effectiveness. 


Conservative 


evident in the directors’ 
nt on commissions and also the 


Resolution Is 


This was 
Staten 


Tesolui'on approved by the convention 


dealing with insurance market facilities. 
In requesting the companies to make 
available as full insurance protection to 
the public as possible the NAIA also rec- 
ognized the present difficulties of the 
companies which have led to a temporary 
shortage of full facilities. There were no 
“or else” elements in either the stand 
on commissions or on insurance cover- 
age. 


Across the stage there strode momen- 


tarily the spectre of further Federal 
intrusion into insurance when some 
Southern agents, particularly from 


Miami, Fla., proposed to the national 
board of state directors that the NAIA 
seek to secure support of the insurance 
industry generally to a Federally fi- 
nanced, but industry managed, billion 
dollar excess reinsurance company. 


Proponents of this idea pointed to the 
War Damage Corporation, Federal De- 
posit Insurance Corporation, Federal 
War Risk Insurance Bureau, Federal 
Reserve System and other examples of 
the Government cooperating with insur- 
ance and banking without ultimate con- 
trol passing to Government bureaucrats. 

Past President Hunter Brown, Pensa- 
cola, Fla., long known for his clear 


thinking and persuasive oratory, sup- 
ported this plan which had strong sup- 
port from the Southern Agents Confer- 
ence. But in that group itself some 
opposition existed. When the directors 
generally did not appear to favor the 
Federally financed reinsurance company 
proposals Mr. Brown explained that the 
whole recommendation, as far as he was 
concerned, was not a threat to the insur- 
ance companies to force them to change 
their views on underwriting. He declared 
the Southern agents’ proposal would not 
be presented in Washington unless it 
had full support of the insurance busi- 
ness, including both companies and pro- 
ducers. The whole proposal was ulti- 
mately buried in committee. 
Officers Had Tough Year 

President Warfield, who is one of the 
top producers in Baltimore, Md., han- 
dled the NAIA administration well dur- 
ing a most trying year. These problems 
of commissions and market capacity 
struck the organization at the same time 
that it was striving to complete its 
internal set-up and finances in line with 
the approved program of expanded oper- 
ations. 

For several years the NAIA has moved 
gradually but steadily in the direction of 
putting on a*permanent basis operations 
made possible through creation of the 
large voluntarily contributed public re- 
lations fund. As the residue of that fund 
shrinks, as it has been since the NAIA 
program has cost more than the normal 


(Continued on Page 28) 
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H. H. ERDMANN’S NEW POST 





Well Known Automobile Underwriter 
and Executive Now Executive V.P. 
of Resolute Fire; His Career 
H. H. Erdmann, who made a name for 
himself in the casualty executive ranks 
a few years ago with Connecticut In- 
demnity and then with the Emmco Com- 





H. H. ERDMANN 


panies of South Bend, Ind., is repeating 
the performance in the fire insurance 
field. Since last July he has been ex- 
ecutive vice president and director of the 
Resolute Fire of Hartford which is now 
specializing in auto F. & T. and collision 
insurance for finance and loan compan- 
ies, banks and dealers financing their 
own time-sales. The Resolute, licensed 
to do business in twenty-seven states 
and the D. of C., has premium writings 
of over $3,500,000 for the first eight 
months of 1947 with a loss ratio on an 
earned to incurred basis of under 50%. 

Mr. Erdmann was associated with the 
Security of New Haven Group for ten 
years as vice president of its Connecticut 
Indemnity. Thereafter (in 1944) he joined 
the Emmco Companies as executive vice 
president and director and in this post 
added considerably to his knowledge of 
automobile insurance markets. Before com- 
ing east to take up his new post Mr. Erd- 
mann was with the American States of 
Indianapolis for a short time. 





CHIEF AGENT IN CANADA 


National Union Fire of Pittsburgh and 
Hanover Fire of New York jointly an- 
nounce appointment of W. Boaden 
Burns as chief agent and manager for 
the companies in Canada. At the same 
time Mr. Burns has been named chief 
agent in Ontario for the Automobile 
of Hartford. 
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Robinson Deplores Efforts of Govt. 
To Place “Security” Over Ambition 


William E. Robinson, vice president of 
the New York Herald Tribune, attracted 
wide attention with his address on obstacles 
in the way of American production which 
he delivered before the annual convention 
of the National Association of Insurance 
Agents last week at Atlantic City. He 
called on the agents to stand ready to help 
re-educate the American public on the 
value of its freedom and its preservation 
of incentives, and stressed the necessity for 
showing the same progressive and coopera- 
tive spirit in pe icetime as the nation shows 
during the crisis of a war. He deplored 
the growing feeling that people want just 
security and not the opportunity to make 
a living. 

“After the most remarkable demonstra- 
tion of the power of American production 
during the war years, any pessimism about 
it now would seem to be unwarranted,” 
said Mr. Robinson. “The miracle of pro- 
duction wrought in those years not only 
took the whole world by surprise, but went 
a great deal beyond our own estimate of 
what we could do. We buried our enemies 
in an avalanche of guns, ships, planes, 
tanks, and ammunition. 

“Tf war should come again out of the 
current conflict between Russia and_ the 
United States, our past records would be 
surpassed in an even more spectacular way. 
But we are, of course, all praying that 
this kind of production will never again 
be required. So what we have to consider 
today must be based on the speculation of 
what American industry can produce with- 
out the desperate necessity required by 
war. 

Grave Uncertainty as to Future 

“The question is, ‘Can we go ahead and 
continue to make the same progress im- 
pelled by normal and natural motives, or 
do we face a slowdown or a disintegration 
of the greatest production system ever de- 
vised’? It seems tragic that there should 
be no doubt of our performance in war 
and yet a grave uncertainty about the fu- 
ture of the productive power of America 
in time of peace. Today the progress of 
our productive power is far more impor- 
tant that ever before. From here on in the 
welfare of the world depends on us. 

“Tndeed, as Alfred Sloan pointed out the 
other day during a speech in New York, 
it would appear as though the progress of 
production and a constant increase in the 
standard of living of the people of the 
world is probably the only real insurance 
of peace. Certainly, diplomacy has broken 
down as an instrument for the prevention 
of war. If our production can be geared 
to insure a constant progress in the stand- 
ards of living of the great masses of peo- 
ple throughout the world we will give to 
millions the kind of hope and aspiration 
which will equip them successfully to re- 
sist war, as a means to any end. 

“My grave concern of the moment is 
that there is not a general public aware- 
ness that the American system, the Ameri- 
can economy, has been changed and is 
rapidly going in the direction of the kind 
of system that has brought starvation and 
suffering to the rest of the world,” de- 
clared Mr. Robinson. 

“If we are to have an honest measure 
of the validity of this statement, let us 
consider the simple definition of the Ameri- 
can economy, particularly with respect to 
those elements which distinguish it from 
other systems throughout the world. 

“Our system is not based on a theory 
developed by so-called students of economy 
or by political confidence men. It was a 
system that grew or evolved in a natural 
way out of the character of our people. 
The three major elements in that character 
were—love of freedom, ambition, and in- 
centive. 


“Freedom, as we knew it, meant that a 


man could choose his occupation or his way 
of life without having been bound by the 
traditional occupation of his antecedents. 
“Ambition for progress meant that he 
wanted to live a better life and develop 
larger opportunities for his children. 





“Incentive existed in abundance as it 
did in no other place in the world. A boy 
could work hard and get an education not 
possible in any other place in the world. 
Or he might work hard to get rich, to be- 
come a great doctor, a great lawyer, or, 
indeed, he might hope to be President. 
There were always brass rings on Ameri- 
can merry-go-rounds. There was always a 
pot of gold at the end of a rainbow. 

“These characteristics of the American 
people were not just accidents,” continued 
Mr. Robinson. “We were lucky in that we 
brought, from every nation, groups of peo- 
ple who already had the beginnings of 
these characteristics in their nature, but 
had no outlet for them in their. native 
lands. True, we were blessed with certain 
natural resources, but other parts of the 
world, which showed no such progress as 
ours, were equally well endowed. Other 
nations were generations ahead of us in 
the pure sciences on which our tech- 
nological progress was based: 

“However you measure it or study it, 
you must come out with the conviction that 
the foundations of our productivity and 
its resultant standard of living were not 
accidents of fortune, but a real thing built 


out of a unique set of characteristics pos- 
sessed in larger measure by the American 
people than by anyone else. 


“Security” Political Anesthetic 


“Slowly, imperceptively, these charac- 
teristics have been whittled down and un- 
dermined, unil today they exist in but a 
few remote corners of the American mind. 
They have been replaced by a_poiltical 
anesthetic called ‘security.’ 

“Can’t we stop for a moment and realize 
that there can be no material security for 
anyone without the production of the things 
that make for security, and that that large- 
scale production cannot proceed in a pro- 
gressive way unless hard work, ambition, 
and incentive exist in combination to pro- 
vide the motive power for the system be- 
hind the production? 

“Don’t we realize by examples all around 
us, all over the world, now and in the past, 
that promises of security under political 
formulae are simply the insincere, vote- 
getting, appeals of political confidence men 
who never do anything to help the produc- 
tion that makes the security ? 

“Even if we got so fabulously rich that 
we could afford to live on our fat and 
fulfill demagogic promises’of security, we 
have no right to it with the rest of the 
world living in destitution,” stated Mr. 
Robinson. 

“T must tell you of a recent appall’ng 
experience. I attended a high school pub- 
lic-speaking contest in which there were 
seven finalists chosen from the New York 
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wane,’ 
people constantly “going somewhere.” 
Whether they travel by airplane, boat, 





PERSONAL PROPERTY FLOATER 


Though the vacation season is “on the 


there will be thousands of 


or auto, one of the first items 


that they should purchase to allow 
them to travel with peace of mind is 
a Personal Property Floater. Com- 
paratively few people today are aware 
of the breadth of coverage afforded by 
the policy. Alert agents and brokers 
can render a great public service by 
actively soliciting future travelers and 
outlining the many advantages of this 
world-wide protection. 
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City high schools. They were intelliccnt 
bright, alert serious-minded boys and ¢'+ls 
All had written papers and delivered tem 
on the subject, “The World I Want.’ 

“The word ‘security,’ together wit!: all 
of its synonyms, recurred countless »1m- 
bers of times throughout each speech. Not 
once did I hear the word ‘opportunity’ 
Here was a demonstration of how fourteen 
years of the New Deal-—and their average 
age was seventeen—had completely indoe- 
trinated the oncoming: generation wit! the 
political hoax of security, left them without 
a vestige of their rightful heritage, which 
should have been an understanding ©! the 
things that made America great. 


Security Proper for Elderly People 

“Had they been in their 50s or their 60s, 
security as an objective would have heen 
perfectly normal and_ natural ai tive 
after a lifetime of hard work. Of course, 
they couldn’t realize that they had no ri ight 
to a security they hadn’t earned or weren't 
willing to earn. It’s not their fault that 
they seem to have none of the ambition, 
the drive, the incentive, the search for ad- 
venture, if you please, which characterized 
the men and women who built the Ameri- 
can system and this rich nation. 

“Had I not been aware of the poisonous 
indoctrination and the vicious hoax that 
had been played upon them® I’d_ have 
thought them cowardly. This slow, but 
sure, eating poison accounts for the re- 
markable and alarming results of a recent 
survey conducted by Dr. Link, vice pres’- 
dent of the Psychological Corporation. He 
was commissioned to ask 5,000 people the 
folowing question: ‘If the government 
owned and managed industries, would you 
get more or less for your money than 
now?” 

“The results showed that 43% of the 
general public believed they would get as 
much or more under government owner- 
ship, against 38% who would get less; 
19% were uncertain. Among college stu- 
dents, 63% said they would get as much 
or more; 23%, by some miracle, still be- 
lieve in the American system, and 11% 
of the college students were uncertain. 


— 


Nationalization May Come Here 

“Are we willing to face the fact that a 
campaign for state socialism or the na- 
tional!zation of industry and bus‘ness has 
an excellent chance of succeeding with the 
public at this moment? Is it not amazing, 
as well as alarming, that the American 
neople living in the midst of plenty—only 
because of their unique political heritage— 
would not be willing to embrace the kind 
of system that has brought starvation and 
want to Russia, to Germany, to India, to 
England. to France and to every nation in 
the whole history of the world where the 
people eventually become the servants of 
the state? 

“Tragic and alarming as this seems, that 
is not the worst of it. The worst of it is 
that industry and the American economy 
are already well on the road to nationaliza- 
tion, although it is not yet quite apparent. 
And the process of nationalization and so- 
cialization which has been going on for 
fifteen years has already undermined the 
prospects for the natural, continued growth 
of our production system. 

“Here is the old historical pattern,” Mr. 
Robinson. continued. “By clever indoctrina- 
tion and legal deceits, a new political and 
economic system is being built—and_ the 
people do not know it. Unless someth'ng 
is done to change its course, they wil! wake 
up one day to a fait accompli ! 

“Before we had our own capitalist class 
the investors of Europe put up the money 
for our railroads and industries. Now if 
we kill off our own self-made brand ot 
capital there is no other source ut the 
government. 

“Russia may not have to lift a finger 0 
conquer Amer'ca. We may  defes’ our- 
selves. We may deliver a_ reac -made 
American version of communism i:ito her 
bloody hands. 

“And it’s not happening just to‘lay oF 
tomorrow. This discouragement of ipital- 
istic enterprise began in the 1930s with the 
result that, from 1929 to 1938, le:s than 
14% of the value of the production of all 
goods and services was re-invested °1 cap! 
tal goods. - This compares with 20% lowed 


(Continued on Page 22) 
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F George Washington had won the hand 

of the lovely Mary Philipse, it might, in 
the words of one historian, “have changed 
the destiny of the Philipse family for the 
better or that of the Colonies for the worse.” 
Until the Revolution, however, the Philipse 
family fared very well indeed. As early as 
1678 Frederick Philipse, the first Lord of the 
Manor, was said to be the richest man in New 
Amsterdam and had also acquired extensive 








The scene of Mary's elaborate wedding to Roger Morris 


Manor Hall 


A PROPHECY 
FULFILLED 


properties out of town over 
which a Royal Charter gave 
him full manorial rights. On 
one of his estates, in 1682, he 
erected the original Philipse 
Manor Hall 
which is incorpo- 
rated in the pres- 
ent structure. 

A man of cul- 
ture and educa- 
tion, the second 
Frederick, who succeeded to 
the title upon the death of his 
grandfather, played a promi- 
nent part in the affairs of the 
community. It was he who in 
1745 enlarged the manor 
house to three times its original size. His 
two daughters, Mary and Susannah, made 
the house a mecca for many of the gallants 
of the day. 

It was during the regime of the third and 
last Frederick that his sister, the beautiful 
Mary Philipse, met Washington. Whether 
he was actually a suitor is not certain, but 
a century later her grand-nephew declared 
that if the dominant Mary had become 
Washington’s wife she 
would have prevented his 
leadership of the American 
cause. Whatever Washing- 
ton’s aspirations may have 
been, it was Roger Morris 
whom Mary chose from 


among her many admirers. FIRE e 


The Presidential portraits here are only excelled by those in the Capitol at Washington 





Mary Philipse 
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A legend relates that during the brilliant 
wedding festivities a tall blanketed Indian 
appeared in the doorway and is supposed 
to have intoned, “Your possessions shall 
pass from you when the Eagle shall despoil 
the Lion of his mane.” 

For years Mary pondered 
this strange prophecy, but its 
meaning was not revealed un- 
til the Revolution when, like 
many other loyalists, the 
Philipse family and their con- 
nections were virtually ban- 
ished. The American Eagle 
had despoiled the British Lion 
of its Colonial possessions. 

Thereafter the Manor Hall 
belonged to a succession of 
private owners until it was sold to the city 
of Yonkers in 1868. Used as the City Hall 
for some years, it is now under the joint 
custody of the New York State Department 
of Education and the American Scenic and 
Historic Preservation Society. 

The Home, through its agents and brok- 
ers, is America’s leading insurance protector 
of American Homes and the Homes of 
American Industry. 
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Sheldon’s Big City Agents’ Report 


Says Actuary Has Made Preliminary Surveys on Costs and 
Expenses; Supports Future Finance Committee; 
Finds Local Board Rules Improved 


Progress in the program of the metro- 
politan agents committee of the National 
Association of Insurance Agents since 
it was established two years ago was re- 
ported by Walter M. Sheldon, Chicago, 
chairman of the committee at Atlantic 
City, October 13. 

The first step in the program was 
employment of an actuary in the NAIA 
headquarters office to make studies of 
agency operating costs in metropolitan 
centers, to consider rating plans and to 
give technical advice to the several com- 
mittees. 

Mr. Sheldon said that under the com- 
mittee’s guidance the actuary, F. Stuart 
3rown, has made preliminary surveys of 
agency cost analyses and has worked 
with the Virginia association on a pre- 
liminary. survey in that state, followed 
by a mere detailed analysis by agents 
in that state who filed more complete 
reports. Preliminary surveys have been 
initiated in a number of additional states, 
Mr. Sheldon said, with selected groups 
of agents. asked to file more detailed 
analyses of agency income and expense 
and those are being studied to determine 
what steps should be taken to obtain the 
most complete data possible. He con- 
tinued: 


Costs Are Important 


“Early in the study of this problem, it 
became evident that an over-all picture 
of agency income and expense, such as 
previous surveys have produced, would 
not satisfy the requirements of the situ- 
ation confronting agents all over the 
country today. Whether we like it or 
not, the question of costs of operating 
an agency is assuming tremendous im- 
portance. 

“The committee feels that accurate 
information, in as much detail as can 
possibly be gotten, must be obtained. It 
is planned to compile the results by 
states, and within each state by large 
cities and remainder of state, for agents 
engaged solely in insurance and those of 
mixed income. This information will then 
be available to the states for questions 
which may arise affecting acquisition 
costs. 

“The summary of agency costs coun- 
try-wide will serve a very valuable pur- 
pose to technical committees of the asso- 
ciation in their studies of various rating 
plans. Many of these plans involve 
graded expense allowances—both produc- 
tion and home office expense.” 


Probe Casualty Rate Plans 


Mr. Sheldon said members of the com- 
mittee had considered casualty rating 
plans on which they conferred with the 
casualty committee and with other pro- 
ducer groups had attended several meet- 
ings of the National Bureau of Casualty 
& Surety Underwriters during the year. 
Saying that plans had been referred to 
various technical committees, Mr. Shel- 
don added: 

“The future financing program of our 
association is most necessary to provide 
present services and to add new services 
demanded by the membership. The met- 
ropolitan agents of this country support 
this program and members of your com- 
mittee are working with the future fin- 
ance committee to achieve their pro- 
gram. 

Saying that the committee has con- 
tinued the study of the countersignature 
problem, the report continues: 


Countersignature Laws 


_“It appreciates fully that in some large 
cities there are local board rules which 
had, in part at least, been contrary to the 
principle involved in countersignature. 
Such local board rules seem to be well 
on their way to correction, and continued 
effort should be made by the éommittee 





to provide the principle of the right of 
private contract among all producers.” 

Serving with Mr. Sheldon on the com- 
mittee are the following: 

C. A. Abrahamson, Omaha; Eugene 
Battles, Los Angeles; George W. Carter, 
Detroit; Franklin J. Connors, Boston; 
George W. Haerle, Portland, Ore.; Ralph 
W. Howe, Richmond, Va.; Gustav May, 
Cincinnati; Justin R. Querbes, Shreve- 
port, La.; Cruger T. Smith, Dallas, Tex.; 
Willard T. White, Wilmington, Del. 





JOINS NATIONAL ADJUSTERS 

National Adjusters, Inc., announces that 
Frank Johnson, formerly associated with 
the Automobile of Hartford, National 
Surety Marine and Appleton & Cox, 
Ine, as inland marine loss adjuster, 
has joined its staff as manager, inland 
marine loss division, with offices at 107 
William Street, New York City. 


Providence Washington 


New Stock Is Offered 
Offering of 100,000 shares of $10 par 


value capital stock of Providence Wash- 
ington Insurance Company initially to 
holders of the company’s presently out- 
standing shares was made October 17 at 
a price of $28 per share, on the basis of 
one share of the new stock for each 
three shares held on October 16. The 
offering to stockholders, which will ex- 
pire at noon October 28, has been un- 
derwritten by a group headed by The 
First Boston Corporation, G. H. Walker 
& Co. and Brown, Lisle & Marshall. 
Proceeds from the sale of the stock 
will be used to increase the capital and 
surplus of the company so as to improve 
the relationship between capital funds 
and the greatly increased volume of 
premiums written. For the past ten years 
the ratio of the capital funds of the 
company and its subsidiary, Anchor In- 
surance Company, on a consolidated basis 
at the year-end to net premiums written 
during the year ranged from a high of 
146.0% in 1939 to a low of 73.1% in 1946. 
The ratio of such capital funds as of 
June 30, 1947, to net premiums written 
during the twelve months ended June 30, 
1947 was 55.0% and, after giving effect 
to the minimum net proceeds to be 
received by the company from the pres- 
ent financing would have been 69.0%. 
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WANTED — AT ONCE 


Automobile Fire and Theft Senior and 
Junior Underwriters at Home Office 
located in New York City. State age, 
experience and salary expected. Re. 
plies confidential. Address: Box 1738, 
The Eastern Underwriter, 41 Maiden 


Lane, New York 7, N. Y. 








Sept. Fire Losses Show 


Small Seasonal Decline 


Fire losses during the first nine months 
of 1947 totalled an estimated $517,982.00 
destruction equivalent in money value to 
sixteen disasters such as the Texas City 
catastrophe last April, it is announced 
by the National Board of Fire Under- 
writers. 

; Estimated fire and lightning losses dur- 
ing September totalled $47,990,000, an in- 
crease of 19% over September 1946, ac- 
cording to W. E. Mallalieu, general man- 
ager. September’s losses appeared to 
have reversed the seasonal upward trend 
of fire waste, however, by decreasing 
6.5% from losses of $51,359,000 in August. 

September’s losses brought the total for 
the past twelve months ending Septem- 
ber 30 to $660,890,000, the highest fire 
Icss ever recorded in a one-year period 
in American history. 

The total for the first nine months 
of 1947, $517,982,000, is 23% higher than 
losses of $418,579,000 for the correspond- 
ing period last year. 





Dooley Loss Bureau Mer. 
At Allentown, Pa., Branch 


The General Adjustment Bureau, Inc, 
has recently appointed J. B. Dooley as 
manager of its Allentown, Pa., branch 
office. Mr. Dooley succeeds Ralph B. 
Creamer, who returned from the bureau 
September 1. 

Mr. Dooley, whose latest assignment 
was in the Washington, D. C., branch 
office, joined the bureau in 1937 at its 
Charleston, W. Va., branch. Subse- 
quently assigned to the Huntington, 
W. Va.; office, he was transferred to 
Washington, D. C., in 1943 

The bureau has increased its adjusting 
facilities in western North Carolina with 
the opening of a new branch office |o- 
cated in the Fidelity Building, 132 West 
Avenue, Lenoir. Charles P. Franklin, 
formerly attached to the Charlotte, N. C, 
office, has been appointed adjuster-in- 
charge of the new office. Mr. Franklin, 
who has been with the bureau for ap- 
proximately ten years, is will acquainted 
with his new territory as the area was 


previously serviced by the Charlotte 
office. 

The Lenoir branch office will handle 
losses in Alexander, Alleghany, Ashe, 
Burke, Caldwell, Catawba, Mclowell, 


Watauga and Wilkes Counties in North 
Carolina. 


O’Donnell New President 
Of “Norbrit Guards” 


At the annual meeting on October }4 
of members of the “Norbrit Guards, 
twenty-five year club of the Nort!: Brit- 
ish Group, the following officers were 
elected: president, A. J. O'D mnnell; 
vice president, E. J. Meiners; secretary, 
C. B. Ellard; treasurer, Miss H. \' Post: 
member of executive committee for three 
years, Frank Thonger; member 01 exe 
utive committee for two years, J. © 
Diekmann. : ; 

In a speech reviewing activities of as- 
sociation since its start in Marchi, 1 z 
Mr. O’Dannell spoke of. the 5) lendi 
organization work done by E. A. Merkl, 
retiring president. 
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F.. agents who represent America Fore Companies and brokers who 


place their clients’ insurance with America Fore, this advertising appear- 
ing in national magazines during October, will win friends and influence 


people to do business with them. Don’t you want to be one of them? 
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Business Interruption Insurance 


Sales Packet 


A new business interruption insurance 
sales packet has just been issued by the 
Fireman’s Fund companies. Its release 
is especially timely as department stores 
and other merchants who earn a sub- 
stantial portion of their year’s income 
during the fall months and the holiday 
season, should seriously consider order- 
ing this class of inurance protection 
now. 

Further, it is felt that agents and 
brokers, in their drive to bring assured’s 
insurance up to present property values, 
have, in many instances, overlooked the 
writing of the use and occupancy cover- 
age. 

The business interruption insurance 
sales packet includes a two column news- 
paper advertisement, suggested sales let- 
ters and specimens of advertising fold- 
ers, and is available to agents repre- 
senting the fire companies of that group. 
Twelve reasons for insuring income 
through the business interruption policy 
are presented by the Fireman’s Fund 
Group as follows: 

1. It prevents financial loss. It makes 
the insured whole. It puts the insured in 
the same position from the standpoint 
of earnings as if a loss had not occurred. 

It is logical. Your recognize the 
need for insuring property ... Property 
and the income from it go hand in hand. 
It is therefore most logical to include 
Income Insurance as a part of your 
program You would not leave one of a 
group of buildings totally uninsured. It 
is even more important to insure your 
income 

3. It is vital to continued operation. 
Statistics show that an alarmingly high 
petcentage of businesses which have 
suffered a severe property loss have 
failed —Why? In most cases because 
they could not pay fixed expenses which 
had to continue even though operation 
was suspended. 

4. Because banks refuse to pli iy Santa 
Claus. Did you ever hear of ¢ . banker 
loaning money to a shut Poca concern 
for the purpose of paying fixed ex- 
penses? No, but income insurance will 
pay these expenses during the time 





TRAVELERS FIRE CHANGES 
Nation Manager at San _ Francisco, 
Swearingen at Indianapolis and 
Smethurst at Los Angeles 
T. Edward Nation has been named 
manager for the Travelers fire and ma- 
rine lines at San Francisco to succeed 
Lynn M. Latta who has resigned to go 
into the local agency business. Mr. 
Nation will be succeeded as manager at 
Indanapolis by Frank Swearingen who 
has been superintendent of engineering 

at Louisville, Ky. 

Mr. Nation joined the Travelers in 
1929. as a fire insurance inspector in 
Chicago. Mr. Swearingen went to the 
companies as a fire inspector at Louis- 
ville in January, 1931. 

Logan B. Chandler, manager fire and 
marine lines at Los Angeles, retired at 
the end of September. He is succeeded 
by Assistant Manager Harold Smethurst. 

Mr. Chandler joined the Travelers in 
June, 1925, as manager at San Fran- 
cisco, going to the Travelers after many 
years of association with the Liverpool 
& London & Globe. Mr. Smethurst has 
been with the Travelers since 1925. He 
was made special agent at Los Angeles 
in 1934 and assistant manager in 1941. 





PHILA. PREMIUMS UP 15% 

Net fire insurance premiums collected 
in Philadelphia during the first half of 
1947. total $7,395,304, compared with 
$6,408,198 in the same period last year, 
an increase of 15%. For the first six 
months of 1945 premiums reported to the 
Philadelphia Fire Insurance Patrol 


amounted to $5,385,227. 


of Fireman’s Fund 


necessary to repair or rebuild your 
premises! 

5. To keep stockholders protected— 
have you ever experienced the trials and 
tribulations of explaining to stockhold- 
ers why their dividends can not be paid? 
Income insurance will pay them! 

6. To keep the organization intact, 
income insurance will pay the salaries 
of. officers, manager and other essential 
employees vital to operations. 

To care for ordinary employees it 
can be arranged to provide an inexpen- 
sive form of labor payroll insurance 
which will help you provide steady in- 
come for your employes in the event of 
loss. 

8. It provides an emergency fund. 
Current year’s earnings which may be 
set aside as a surplus for contingencies 
is heavily taxed, in some instances over 
38%, and further, self accumulated con- 
tingency funds are not deductible as tax 
items. Yet, expenditures for insurance, 
being cost of operation items, are de- 
ductible from taxable income. 

9. It pays emergency expenses. It pays 
such expenses as the cost of temporary 
quarters, additional delivery and _ trans- 
portation costs and other similar unusual 
expenses incurred to make possible tem- 
porary operations or to prevent a shut- 
down. (To the extent that the loss of 
income is reduced thereby.) 

10. It maintains credit. When opera- 
tions are resumed you will need sound 
credit. Income insurance, by making it 
possible to pay continuing expense, will 
keep your credit in good standing. In 
short, it is insurance against insolvency. 

ll. It keeps good will. Permanent ad- 
vertising programs which are maintain- 
ing good will cannot be dropped merely 
because operations are suspended. In- 
come insurance makes the continuation 
of advertising contracts possible. 

12. ‘The morning after. Let’s assume 
that your property burned last night — 
You had previously acted on your good 
judgment and protected your income. 
What a grand and glorious feeling to 
know you had wisely provided for the 
continuance of income that is so vitally 
important while your business is dis- 
abled 





Owens Assistant Manager of 
Dargan & Co. in Caracas 


_ Dargan & Co., Inc., New York ad- 
justers, announces appointment of Charles 

Owens as assistant manager of the 
Caracas, Venezuela, office. Mr. Owens, 
a native of Hillsboro, Texas, attended 
college in that state and entered the 
adjusting field with an independent firm 
in central Missouri. He later joined the 
Commercial Standard as a staff adjuster 
in various territories throughout the 
Southwest, eventually becoming manager 
of the Houston office. In 1943 he left 
the employ of the Commercial Standard 
to establish his own office in the Rio 
Grande area of Texas. 

Mr. Owens will be associated with the 
local manager of Dargan & Co., Inc., 
in Caracas, J. M. Barcelo, and will be 
in charge of the inland marine and 
casualty departments. 


Ontario Fire Losses 

Despite the fact that fire losses in On- 
tario during the first nine months of 
1947 were lower than in the same pe- 
riod last year, there was a jump of al- 

most $600,000 in losses paid by the fire 
insurance companies. This is revealed 
in the third-quarter report issued by the 
fire marshal’s office. In the July-Sep- 
tember period there were 4,425 fires in 
the province for a loss of $3,806,362 and 
an insurance loss of $3,146,510; while in 
the same three months last year there 
were 4,182 fires, a total loss of $3,834,701 
and an insurance loss of $3,067,854. 

Tor the nine months there were 12,141 
fires, a total loss of $12,512,195 and an 
insurance loss of $10,808,195; and in the 
same period of 1946 there were 14,809 
fires, a total loss of $12,628,426 and an 
insurance loss of $10,209,543. 


Robinson Talk 


(Continued from Page 18) 





back in the annual average from 1869 to 
1928. 

“Without attempting to make up the de- 
ficiency which we sorely need to do, the 
most conservative appraisals tell us that 
we must re-invest back in our plant and 
equipment and out of our production, ap- 
proximately $42,000.000,000 a year. No 
amount of hard work, inventive genius, or 
resourcefulness can substitute for this ab- 
solute necessity. 

“Unless there is an incentive for capital 
to invest in constant modernization and 
improvement and new enterprise, our pro- 
duction machine will begin to slow down 
and eventually go into reverse. This is not 
a new concept. The failure of Great Britain 
to continue its capital investments in plant 
and equipment in the years prior to World 
War II stands out now as the basic reason 
for her production failures in the present 
crisis. 

“Now I’d like to make myself plain,” 
declared Mr. Robinson. “I’m not conduct- 
ing an argument for or against taxes. I’m 
no tax expert. But I do remember that 
much of the philosophy back of the tax 
legislation now on our books was punitive. 
It was conceived to crack down on big 
business, or any business, for political pur- 
poses and without regard or without knowl- 
edge (I don’t know which) of the re- 
sulting inevitable consequences to the 
American productive system. 

“T know that we must carry a heavy tax 
burden to pay for the war. We must even 
add to that to help Europe and the cause 
of peace, or pay a larger pr’ce for another 
war. But the dilemma is that there is no 
hope of paying such a tax burden w thout 
full production. These taxes cannot be 
collected if anything interferes with the 
constant progress of the American indus- 
trial machine. 

“And I know something else: From 1913 
to 1941 (before the war) the per capita 
cost of government, federal, state, and 
local, increased over 65%. The total cost 
increased 900%. In the four years from 
June, 1943, to June, 1947, the Bureau of 
Internal Revenue collected more taxes from 
the American public than were collected 
since the beginning of national taxation in 
the United States up to that time. 

Cost of Government Too High 

“There is no reasonable justification for 
such tremendous acceleration in the cost of 
government. After a campaign of perse- 
cution and vilification by the New Deal 
politicians in the 1930s, it was easy to 
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set up a system of confiscation ich 
taxed initiative out of the Renn « char- 
acter. Just as the gangsters collected 
money for protection in the 1920s, the 
New Deal confidence men collected money 
for so-called ‘security’ in the 1930s. The 
words ‘security’ and ‘protection’ are \ery 
close to being synonymous. So were the 
methods. 

“Now it’s time for all Americans to 
challenge the growth in power of big: eny- 
ernment. The money being milked out of 
the American economy isn’t so impor tant 
as the fact that the milking system of tax- 
ation is sucking the lifeblood out of the 
American character and robbing it of its 
essential ingredient—incentive. This was 
accomplished by setting class against class: 
by a phony soz uk-the-rich program, and the 
greatest deceit in our history—the fiction 
about the under-privileged one-third. The 
net effect was to underprivilege all future 
American generations — except demazogic 
politicians and their satellites. 

“Some narrow and short-sighted Amer- 
icans who oppose our aid to western 
Europe refer to the fact that Euroepans, 
including the British are not working. Of 
course, many of them are not working— 
because they have been robbed of all in- 
centive. And eventually—when and if the 
full fruit of our own legislation comes into 
being—Americans will not work either . .. 
for the same reason. 

“T’ve used the capitalist as a scrious 
example of lost incentive and ambition be- 
cause of our desperate need for more and 
more investment in capital goods. 

“T am equally concerned about the politi- 
cal philosophy which, under the promise 
of ‘security for all,’ killed incentive in 
every category of our population. The 
workman at his bench does not have the 
incentive he formerly had in a_ previous 
generation. Kept in a constant state of 
turmoil by professional agitators, the great 
American skilled worker and craftsman is 
confused, with a divided sense of loyalty. 


Less Appetite for Freedom 

“Certainly one-of the things that made 
our industry great was the fact that so 
many of the heads of large American in- 
dustrial corporations came out of the shop. 
It is tragic that that no longer seems prob- 
able. The boy in school or college can no 
longer dream the old-fashioned American 
dream of success. With security taking 
the place of adventure and enterprise in 
his mind, the dangerous thing is that he 
has less.appetite for freedom which is al- 
ways the natural consequence of depend- 
ence on somebody else. 

“It is a pity at this juncture in the his- 
tory of the world, when we could do so 
much in the future years to help others 
get the benefits we have had from our sys- 
tem, that we must—through lack of aware- 
ness—allow the mainsprings and the funda- 
mentals of our system to die by default 
T think it was Wendell Willkie who said, 
‘Only the strong can be free.’ While that 
is true, I think it is equally true that 
‘only the free can be strong.’ 

“JT do come to you with confidence in the 
conviction that we can meet this threat to 
our free enterprise, capitalistic system. I do 
feel that there is still a chance to defeat 
the attempts which have been made to 
weaken our national character. 

‘T ask you to stand ready, when the 
occasion presents itself, to help in every 
way you can to re-educate the American 
people on the value of their freedom and 
their preservation of incentives. We must 
fight for the kind of political leadership 
that will have a selfless understanding ot 
the things that made America great—the 
kind of leadership that will renounce: pol- 
itical chicanery, to recreate a revived sense 
of individual responsibility, of ami tion, 
of incentive, and a clear understandii¢ ot 
the things that make for freedom. 

“Specifically, we must demand that it !s 
the first responsibility of such leadership 
to eliminate the friction and the ce mflict 
among the various categories of lie 
America. We must work as a team, with 
a common understanding of the Americal 
doctrine. Specifically, too, we must wipe 
off the books the legislation of the ‘930s 
that set up class distinctions and sowed 
the seeds of conflict and dissension among 
our own people. We must be liberal and 
unselfish with one another as well as with 
the rest of the world.” 


Oct 
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Firemen’s Insurance Company of Newark, N. J. 
Orgonized 1855 


The Girard Fire & Marine Insurance Company 


Organized 1853 


National-Ben Franklin Fire Insurance Company 
Organized 1866 


The Concordia Fire Insurance Co. of Milwaukee 
Orgonized 1870 


Lpipey 


1inSURANGCGE 
HOME OFFICE « 10 PARK PLACE - NEWARK 1, NEW JERSEY 


Canadian Departments 
535 Homer St., Vancouver, B. C. 
465 Bay St., Toronto, Ontario 


Foreign Department 
111 John St, 
New York 7, New York 


Western Department 
120 So, LaSalle St, 
Chicago 3, Illinois 








Southwestern Dept. 
912 Commerce St. 
Dallas 2, Texas 








Milwaukee Mechanics’ Insurance Company] 
Orgonized 1852 


Royal Plate Glass & General at ine. Co. of Canada 


Orgonized 


The Metropolitan Casualty Insurance Co. of N.Y. 
Organized 1874 


Commercial Casualty Insurance Company 
Orgonized 1909 


Pittsburgh Underwriters - Keystone Underwriters 


Pacific Department 
220 Bush St, 
San Francisco 6, Calif. 
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Walton North America 
Manager in Hartford 


GRENVILLE M. PARKER RESIGNS 





Latter, Nearly 30 Years With Group 
in Hartford, to Enter Other Busi- 
ness; Walton Widely Known 





After a service of more than twenty- 
nine vears Grenville M. Parker, mana- 
ger of the Hartford service office of the 
Insurance Co. of North America Com- 
panies, has resigned to go into another 
business. This is announced by the 
North America “with regret.” North 
America also announces that Mr. Parker 
will be succeeded as Hartford manager 
by Thomas E. Walton, Jr., until recently 
affiliated with the agency department in 
the head office of the North America 
in Philadelphia. 

Mr. Parker, who has spent all of his 
life in Hartford and all of his business 
career with the North America, is one 
of the best known insurance men in 
New England. He comes from an insur- 
ance family His father, the late Charles 
E. Parker, was district manager for the 
North America in New England for 
more than forty years. 

Aside from his insurance connections, 


which include membership. in the New 
England Insurance Exchange and the 
Connecticut Field Club, Mr. Parker is 


a director of the Capitol National Bank 
& Trust Co. in Hartford, and past presi- 
dent of the Wampanoag Country Club. 
He also is a member of North America’s 
Quarter-Century Club. 

Mr. Walton, who has been associated 
with the North America in various 
capacities since 1938, is widely known 
in the New England territory, where 
he served for some time as _ technical 
representative attached to North Amer- 
ica’s New England service office in Bos- 
ton. This work was interrupted by the 
last World War, in which he served fof 
two years, mostly in active service in 
the South Pacific. On his return he be- 
came associated with the North Amer- 
ica’s agency department, specializing in 
production. 





President Sammons Marks 
45 Years With Hanover 


F. Elmer Sammons, president of the 
Hanover Fire, has completed forty-five 
years with that company and the occa- 
sion was celebrated on Monday. He 
joined the company in October, 1902, 
after leaving school in Brooklyn. His 
first post was that of office boy in the 
Southern department. Later he became 
examiner in the Pacific Coast depart- 
ment, after which he was given charge 
of the brokerage department. 

Mr. Sammons organized the automo- 
bile department and for many years his 
special jurisdiction was over the auto- 
mobile and loss departments. He was 
advanced to vice president in April, 
1937, and became president in January, 
1945, following retirement of Fred A. 
Hubbard. Mr. Sammons attended the 
convention of the National Association 
of Insurance Agents at Atlantic City 
last week and met many of the Han- 
over and Fulton producers there. 


Diemand Chairman Girard 


Anniversary Committee 

John A. Diemand, president, Insurance 
Co. of North America Companies, has 
been chosen as general chairman of a 
Citizens Committee of prominent Penn- 
sylvanians which will direct the forth- 
coming celebration of the 100th anni- 
versary of Girard College. A feature of 
the celebration is expected to be the 
presence of President Truman and other 
national celebrities for “Founders Day” 
next May. 

Mr. Diemand, who graduated from 
Girard College in 1903, is a former presi- 
dent of the Girard College Alumni As- 
sociation. He also is vice president of 
the board of directors of City Trusts 
which administers Girard College. 








President Paul B. Sommers of the 
American of Newark receiving an “Os- 
car” from Weston Smith, vice president 
of the Financial World, for the Ameri- 


can’s 1946 annual report which was 
judged as the best of the insurance in- 
dustry, except life, in the Financial 
World’s annual report survey. 


Beauvais Blue Goose 
Most Loyal Grand Gander 


E. J. Beauvais of Montreal was elected 
most loyal grand gander of Blue Goose 
at the recent annual grand nest conven- 
tion at Miami. He succeeds George Ed- 
mondson of Tampa. E. W. Trenbath, 
with the Norwich Union at Seattle, was 
advanced to grand supervisor; J. Ray 
Hull, American States, Indianapolis, to 
grand custodian; Paul M. Fell, manager 
of the Middle Department Rating As- 
sociation at Philadelphia, to grand 
guardian, and Charles L. Beale of the 
Yorkshire at Dallas, was elected grand 
keeper. R. A. Kenzel, Phoenix of Lon- 
don at Milwaukee, was reelected grand 
wielder. 

Mr. Edmondson spoke before the Na- 
tional Association of Insurance Agents’ 
convention at Atlantic City last week on 
the aims of Blue Goose. He told of the 
emphasis put on character and fair deal- 
ings between fire insurance men and de- 
clared there would be fewer problems in 
the business if more men belonged to 
Blue Goose and adhered to its precepts. 





ALBERTA FIRE LOSSES IN ’46 

Fire loss experience in Alberta during 
1946 produced a loss ratio of 54.52%, 
according to the annual report of Ralph 
R. Moore, superintendent of insurance. 
Premiums aggregated $4,027,287 and net 
losses were $2,195,607. 





HIGHLIGHTS IN INSURANCE HISTORY 


Karly Theatre Losses °¢ 
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In the century beginning with the burning of Rickett’s Circus and Greenwich 
Street Theatre in 1799 and ending with the burning of the Metropolitan 
Opera House in 1892, New York had 37 great theatrical fires. Because of 
these catastrophes, the Insurance industry helped to create more strin- 
gent theatre building and operating laws. By 1887 they had achieved such 
important provisions as: open courts or alleys on each side of a theatre; 
extra doors into the courts; outside iron stairways leading to galleries: 
proscenium-wall extending from foundation to and through roof, which 
with fire curtain made a fire-proof boundary; automatically opened 
skylights on stage roof; on each floor fire extinguishers and hose con- 
nected with roof tank; floors and partitions constructed of iron and 
masonry; diagrams of each floor printed on programs; regular 
uniformed fireman detailed to each performance. 


The National Union and Birmingham Companies believe that 
“Prevention” will go on being the most important word in the 


Fire Insurance industry, and that no single company can go too 
far in accenting this capital-letter word. 


National Union 
and Birmingham 


FIRE INSURANCE COMPANIES 













Phoenix Field Changes 


In New York State 
The Phoenix of Hartford has ap- 
pointed Vincent E. Davies as special 
agent in the southern section of central 
New York, with headquarters in the 
Onondaga County Savings Bank Build. 
ing, Syracuse, Vice President 
John A. North says the company is re. 
arranging the territories “supervised by 
some of our New York fieldmen in order 
to afford an opportunity for creater 
cultivation and more intensive service 
to our agents. The territory of Special 
Agent R. M. Carothers is perhaps af. 
fected more than any other, but some 
division will be made of the field now 
traveled by State Agent Henry O’Lough- 
lin and Special Agent John A. Riley. 
These men will continue to serve this 
company as they have in the past.” 
Mr. Davis has spent several years 
in field work and has likewise had local 
agency experience. 





Commercial Union 
(Continued from Page 1) 


the Commercial Union in 1920 as special 
agent for Indiana. Six years later he 
was advanced to general agent at the 
Chicago office. In 1928 he was called 
to New York to supervise the Western 
department. In 1931 Mr. Gleiser became 
secretary of the American Central and 
was transferred to St. Louis. In 1933 
he was recalled to New York and in 
1938 was appointed assistant United 
States manager. 

A native Texan D. W. Florence is a 
graduate of Agricultural A. & M. Col- 
lege and on leaving there he joined the 
Texas Insurance Department as an in- 
spector in its rating division. In 1924 
he was brought to the New York office 
and given supervision of the organiza- 
tion’s countrywide automobile business. 
In 1945 he was placed in charge of the 
entire fire business of the Group in 
Texas. 

Bunyan With Ocean Since 1912 

J. C. Bunyan entered the service of 
the Ocean Accident & Guarantee Cor- 
poration in 1912 with the New York 
Metropolitan Department. In January, 
1918, he became superintendent of that 
department, advancing to the position of 
resident manager in January, 1925. In 
January, 1929, he was appointed an as- 
sistant manager of the Ocean United 
States branch, and also vice president oi 
the Columbia Casualty Co. In June, 
1934, he became acting manager of the 
Pacific Department for the Ocean, and 
the following November he_ became 
joint manager with J. C. Griffiths, now 
retired, of the combined activities of the 
Commercial Union-Ocean Group. In 
1936 he was made sole manager of the 
Pacific Department. 

F. H. Spencer, presently assistant 
manager, who will move up to the top 
position in the Pacific Department, was 
employed by the Ocean in September, 
1920. His first position was in the un 
derwriting department and he later be- 
came superintendent of the entire casu- 
ualty underwriting of Pacific Coast bust 
ness for that department. He was ap- 
pointed assistant manager for the group 
in January, 1934. ; 

J. D. Keating, assistant manager, wil 
continue in charge of the fire under- 
writing in Pacific Coast territory. Mt 
Keating entered the service of the Com 
mercial Union in November, 1922, @ 
special agent in the Ohio field. He was 
transferred to Pacific Coast territory !" 
March, 1931, as district superintendent at 
Los Angeles where he had charge °! 
southern California. In January, ! 
he was called to San Francisco to také 
charge of the fire underwriting ‘epatt 
ment and in September, 1938, lie_wés 
appointed assistant manager. Mr. Keat 
ing is also a vice president and a di 
rector of the California Insurance ©°. 

Joseph E. Joseph entered the servic 
of the Ocean in March, 1923, and ad- 
vanced steadily, becoming superintendet! 
of underwriting in 1929. In 1935 he w® 
appointed resident manager for th 
group at Los Angeles. 
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BANK DAY IN CHINA... 





CURRENCY FLUCTUATIONS ABROAD MAY AFFECT 


YOUR CLIENTS HERE 








(ens fluctuations abroad may deal a staggering 
blow to your clients here at home—IF their foreign inter- 
ests are not protected adequately. Settlement of a substan- 
tial claim in inflated currency might, for example, leave 
your client far from compensated—might even endanger 
his entire overseas operation! 


When you cover your client’s foreign interests through 
the American Foreign Insurance Association, your client 
may make it a condition of the policy that premiums and 
loss settlements are to be paid in American dollars, and 
thereby banish inflation’s threat. 

You also give your client many other “extras” through 
American Foreign Insurance Association. You give him the 
sound technique that comes from 30 years of specialized 





AT HOME! 


experience in foreign insurance. You make available 
American Foreign Insurance Association’s broad knowl- 
edge of foreign insurance laws, regulations and currencies. 
You place at his service American Foreign Insurance 
Association’s world-girdling facilities, which assure sound 
handling and prompt claim settlements. 





Yes, you serve your clients doubly well when you place 
their risks through American Foreign Insurance Associa- 
tion. For (1) you protect their foreign interests fully with 
Fire, Casualty, and Marine Insurance Coverages, and (2) 
you provide that protection through the oldest and 
strongest group of its kind in the United States... 
American Foreign Insurance Association. Write us TODAY 
for full information on any specific risk! 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


80 MAIDEN LANE 


> NEW YORK 7, NEW YORK 





COMPLETE INSURANCE 





COVERAGE IN 





FOREIGN LANDS 
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Canadian Agents May Be Caught in 
Squeeze Play On Commissions 


By Frep J. JorpAN 


There is general fear, among fire and 
casualty agency ranks in Canada, that 
unless companies take action immediately 
agents will be caught in a squeeze play 
that may threaten their very existence. 
it all revolves around the growing seri- 
ousness of the commission question and 
how the companies intend to tackle it 
in the face of present-day conditions. 

The companies themselves, officials 
point out, are caught in a squeeze play 
which, directly and indirectly, is being 
passed on to the agent. On the top of 
rapidly rising fire losses, the companies 
are being forced to add considerably to 
their deposits at Ottawa as a result of 
sharply increased underwritings. As a 
result, cash reserves are temporarily 
scraping bottom with adverse effects on 
the agency forces. While practically all 
other classes of workers are able to ob- 
tain increase in salaries, the fire and 
casualty agent finds himself the victim 
of a situation which makes increased 
commissions just about impossible. 

Flat Commission Rate Being Studied 

Just how the companies intend to 
tackle the question is not known, al- 
though there is some expert guessing 
going on. The companies, however, real- 
ize that definite action must be taken 
immediately, and for this reason a num- 
ber of meetings have been held to discuss 
all phases of the problem. One idea re- 
ceiving serious consideration is the sug- 
gestion that a flat commission rate be 
adopted for all classes of business in- 
stead of current rates which are known 
to run anywhere from 5% up to 35%. 
Arguments in favor of this are that the 
agent will know at the beginning of each 
year just about what his premium income 
and commissions will amount to and 
budget accordingly ; and at the same 
time the companies will be saved from a 
lot of vexing and perplexing bookkeep- 
ing, etc. 

Agents are known to favor the flat-rate 
commission idea, even just for the sim- 
panos angle. The wren it is 


Corroon & Dini Makes 
Field Changes in Ohio 


Inc., announces 
that Richard J. Smith, state agent in 
Ohio for several years, is being trans- 
ferred to Florida at his request to take 
over supervision of business in that state. 
Carl H. Bundow, executive special agent, 
will take over Mr. Smith’s duties in Ohio. 
Mr. Bundow has been with Corroon & 
Reynolds, Inc., for a number of years, 
both as an underwriter at the home 
office in New York and in the field. 
To assist Mr. Bundow John E. Wrig- 
ley is being transferred back to Ohio. 
Before entering the armed services he 
traveled in Ohio. He is a graduate of 
the home office. L. I. Addison has been 
appointed special agent in Ohio, also 
assisting Mr. Bundow. He is a native of 
Ohio and was previously associated with 


Corroon & Reynolds, 


other companies. The Ohio office con- 
tinues at 705 Hartman Building, Colum- 
bus. 


NATIONAL FIRE SPECIAL 

E. H. Carpenter has been appointed 
special agent for the National Fire 
Group in Iowa. He started his business 
career as an insurance solicitor in a 
local agency in Oskaloosa, Iowa. He 
served with the United States Navy for 
thirty-eight months and then reentered 
the local agency business with the 
Rinard Insurance Agency at Sigourney, 
Iowa. Mr. Carpenter will travel the en- 
tire state of Iowa as assistant to State 
Agent A. A. Ingram, handling the com- 
pany’s farm business. He will have head- 
quarters at the Des Moines office located 


at 507 Tenth Street. 


stated, prefer the flat rate to cover all 
types of business; or failing that they 
would even go for a flat rate for each 
type of business. Consensus of opinion 
is that any action eventually taken by 
the companies will be along these lines. 

Another problem causing some concern 
is that nearly every Canadian province 
is swamped with too many agents, and 
it is the opinion along Insurance Row 
in Montreal and Toronto that definite 
steps will be taken by companies and 
government authorities to tighten the 
requisites before new and renewal li- 
censes for agents are issued. 

The agitation to restrict issuance of 
agents’ licenses is growing all across 
Canada; and is known to be having the 
serious consideration of the superintend- 
ents of insurance. One suggestion has 
been made that licenses be issued only 
on the strength of the volume of business 
which each agent handles. However, 
while this proposal is known to have 
many friends in government and com- 
pany circles, it also has its opponents 
who argue it is not the proper way to 
gauge an agent’s worth. 

Another suggestion being considered, 
and one advanced by Leslie Ham, Mon- 
treal manager for the Canadian Under- 
writers Association, is that the number 
of risks handled by the agent should 
be taken as the yardstick, if any change 
from the present system is contemplated. 

Meetings are going to be held in the 
near future between company men to try 
and determine a method satisfactory to 
agents and the companies. It is not be- 
lieved possible to strike a system which 
would be satisfactory across Canada. 
Rather, the plan seems to be to strike 
a plan which could be fitted in to local 
conditions. 

The outcome definitely will be, accord- 
ing to another manager in Montreal, a 
direct blow against the part-time agent 
who writes up his cousins and uncles and 
then calls it quits for the year. 





Malum in Charge of 
Rating in Iowa Dept. 


Iowa Insurance Commissioner Sterling 
Alexander has announced appointment 
of David N. Malum of Des Moines as 
Second Deputy Commissioner to admin- 
ister the new rating laws which become 
effective in Iowa on October 1. Mr. 
Alexander said that Mr. Malum will be 
generally responsible for the administra- 
tion of the new rating laws under the 
direction of W. H. Sherin, Department 
Actuary. 

Mr. Malum has been field supervisor 
for the Great American Indemnity for 
the last year and a half, having joined 
the company after serving as a major in 
the recent war. Prior to the war he 
was with the Travelers as a casualty 
underwriter at Houston, Tex. 





Dorris State Agent in 


Tennessee for Hanover 

The Hanover and Fulton Fire announce 
appointment of James L. Dorris, Jr., as 
state agent in Tennessee. Mr. Dorris is 
a native of Tennessee and attended 
schools in Nashville, and then completed 
the Fire Insurance Scholarship Course at 
Columbia University. He commenced 
his insurance career in 1928 with the 
Great American, and went into the field 
in 1933, supervising several southern 
states. He was permanently assigned to 
the Tennessee field in 1939 and has been 
supervising that state for the past eight 
years for the Great American. 

Mr. Dorris has been active in the 
Tennessee Fire Underwriters Associa- 
tion, Tennessee Fire Prevention Associa- 
tion, and is wielder of the goose quill of 
the Blue Goose (Tennessee Pond). He 


will make his headquarters at the Stahl.-: 
man Building, Nashville. 


BRINLEY GOES WITH BOSTON 





Named Maine Special Agent; Graduate 
of Dartmouth; Has B.S. Degree From 
Hartford Insurance College 
President Donald C. Bowersock of the 
Boston and Old Colony Insurance Cos. 


announces the appointment of George ° 


H. Brinley as special agent for both 
companies for the state of Maine. 

Mr. Brinley is a native of Connecticut. 
Upon graduating from Dartmouth in 
1940, he entered the employ of the 
Phoenix Insurance Co. of Hartford, in 
the fire underwriting department.,From 
there he went to the other departments 
ending with the inland marine depart- 
ment. From 1940 to his recent resigna- 
tion to join the Boston and Old Colony, 
he has been with the Phoenix except 
for a period with the U. S. Coast Guard 
Reserve. In May of last year he was 
sent to Maine as special agent. 

Mr. Brinley is a student of the insur- 
ance business as the Bachelor of Science 
in insurance administration degree he 
received from the Hartford College of 
Insurance testifies. He has also taken 
the course for the Chartered Property 
and Casualty Underwriter designation. 
A service office will be established in 
Portland by Mr. Brinley in the near 
future. 





Best’s Fire and Casualty 
Aggregates Published 


Alfred M. Best announces that the 1947 
edition of Best’s Fire and Casualty Ag- 
gregates and Averages is off the press 
and ready for distribution. Covering the 
fire-marine and casualty-surety insur- 
ance fields the Aggregates brings to- 
gether, under one cever, the most im- 
portant statistical data accumulated over 
the past fifty years, supplemented by 
specially prepared tabulations and long- 


term trend studies shown in charts, 
graphs and tables. 
The Aggregates contains approxi- 


mately 140 pages of charts and tables 
including data on mutual, reciprocal and 
Lloyds organizations as well as complete 
data on stock insurance companies. Op- 
erating results and aggregate figures are 
shown for numerous classes of compan- 
ies and a complete breakdown of expe- 
rience by lines show the important war 
and post-war changes in volume and ex- 
perience which affect the over-all fire 
and casualty totals. 

Best’s Fire and Casualty Aggregates 
and Averages is priced at $10 and can be 
obtained at the New York home office 
of Alfred M. Best Company or at any 
of the branch offices located in Atlanta, 
3oston, Chattanooga, Chicago, Cincin- 
nati, Dallas and Los Angeles. 


WATTLES AETNA SPECIAL 


Appointment of Walter C. Wattles as 
special agent for West Virginia is an- 
nounced by Vice President Gordon Kyle 
of the Aetna Insurance Co. Mr. Wattles 
will be associated with State Agent H. 
Eugene MacShane with headquarters in 
Charleston. He joined the Aetna Insur- 
ance Group in February, 1946, when he 
was released from the United States 
Navy. In preparation for his present as- 
signment he was given an_ intensive 
course of training. Mr. Wattles is a 
native of Nashville, Tenn. He attended 
Columbia Military Academy, Columbia, 
Tenn., and Vanderbilt University. 








O. J. DAVIS DIES 


. J. Davis, former state agent for 
the Home Insurance Company in Iowa, 
died last week at his home in Des 
Moines. He joined the company as a 
member of its farm department in Janu- 
ary, 1911. He was appointetd state agent 
for Iowa in 1916 and he retained field 
supervision of that territory for twenty- 
three years. In January, 1936, he was 
awarded a silver service medal com- 
memorating his twenty-fifth anniversary 
with the company. Upon retirement in 
September of the same year his duties 
were assumed by his son, Edwin H. 
Davis, the present state agent for the 
Home in Iowa. 











BOSTON FIELD CHANGES 


Butler Teenctinved to Boston Metro. 
politan District; Remsen in Rhode 
Island, Mass., Field 
Thomas J. Butler, special agent of the 
Boston and Old Colony in Rhode |sjand 
and south-eastern Massachusetts, has 
been transferred to the Boston metro. 


politan department. Lloyd Southwick 
Remsen has been appointed to take over 
Mr. Butler’s former territory. 

A native of New York, Mr. Futler 


entered insurance in 1919 with the Nj- 
agara Fire. In 1926 he went with the New 
York Board of Fire Underwriters as 
inspector of industrial risks and two 
years later became a fieldman in New 
England and Middle Atlantic territory, 
He joined the Boston in January, 1946 
as special agent. 

Mr. Remsen was born in Boston and 
graduated from Centre College in 1934. 
He entered insurance the following year 
with the General Exchange Insurance 


Corp. as a staff adjuster in Boston. Five 
years later he went with the Fire Asgo- 
ciation as an automobile adjuster. After 


serving at the home office and in the 
New England field as special agent he 
entered military service in 1944. Upon 
discharge as a captain he returned to the 
Fire Association until he resigned to be- 
come special agent for the Boston and 
Old Colony. 


U. S. Review Publishes 


Pennsylvania Directory 


United States Review Publishing Co. of 
Philadelphia announces that the Penn- 
sylvania Insurance Directory, 1947 edi- 
tion, is off the press and advance orders 
are now being filled. The directory is in 
the usual form form of the past editions 
but has been fully reset this year. It 
gives information about insurance com- 
panies, special agents, and agents and 
brokers, and is divided into the following 
sections: company, special agents, Penn- 
sylvania agency, arranged alphabetically 
by cities and towns, insurance brokers, 
separated into four groups as follows: 
Philadelphia, Pitsburgh, balance of the 
state, and brokers of other states li- 
censed in Pennsylvania. 

The directory is a little smaller than 
the 1946 edition, due to a new system of 
company name abbreviations and _ 1s 
bound in a flexible binding of deep blue 
fabrikoid. The price is $10 a copy. 

Another publication from the press of 
the United States Review Publishing Co. 
is a booklet entitled “The Pennsylvania 
Community Property Law—How It Af- 
fects Property Rights After September 
1, 1947,” written by Clement J. Clarke, 
Jr., a partner of the Philadelphia law 
firm of Pepper, Bodine & Stokes. The 
booklet is a study of the effect of the 
Pennsylvania community property law on 
the citizens of Pennsylvania, based upon 
the interpretation of similar laws in force 
in other jurisdictions. The booklet sells 
at 60c for one copy or two copies for 
$1. Quantity rates are available. 








National Fire Transfers 


Mackenzie to Pacific Dept. 


L. V. Mackenzie of the Nationa! Fire 
Group of Hartford has been transferred 
to the Pacific department as of October 
1, and will henceforth be located at the 
San Francisco office in the Mills [uild- 
ing. He has been promoted to the posi- 
tion of agency superintendent an will 
have supervision of underwritin and 
agency services within the office. 





Mr. Mackenzie is well equippe! for 
his new responsibilities having spent 
many years at the National’s home ofiice 
where he worked in nearly all (part 
ments and has achieved a_ thc’ough 
knowledge of all phases of the «pera 
tions of the organization. 

E. H. TITCHENER DIES 

Edmund H. Titchener, president f the 


Home Mutual Fire Insurance (>. 0 
Binghamton, N. Y., died recently a‘ City 
Hospital. He was 88 years old. 
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DONT SoU PEOpY 
ENOUGH To PUT A NOW 


IN FRONT OF THE Fipese ace 








The danger of having a costly fire is 50% greater during the 
winter months. Fireplaces and heating equipment are largely 
responsible. Make sure that yours are not fire hazards. 


Since 


bina Insurance Group (Are 





; rv in 1819...through wars, con- 
4 4 "S+ ° e 
; HARTFORD, CONNECTICUT flagrations and depressions 
. — = . no policyholder has ever 
: ee ffered loss because of 
d THE CENTURY INDEMNITY COMPANY THE WORLD FIRE & MARINE INSURANCE CO. "4 ‘ 

STANDARD INSURANCE CO. OF N. Y. PIEDMONT FIRE INSURANCE COMPANY ailure of an Aetna Com- 
: pany to meet its 
ae . ; obligations. 
: “This is one of a series cf advertisements published by the Aetna Insurance Group 





to help conserve life and property.” W. Ross McCain, President. 
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Head Table at New York Dinner to John C. Stott 





More than fifty agents from New York State and their wives honored John C. 
Stott, newly elected vice president of the NAIA, at a dinner at Atlantic City. Seated 
at the head table from left to right are Jay W. Rose, New York Association secre- 
tary; William P. Welsh, Pasadena, Cal., new NAIA president; Mrs. Stott; Albert 
C. Deisseroth, New York State president; Mrs. Welsh, Mr. Stott, Mrs. Deisseroth 


and Mrs. Rose. 


NAIA Meeting 


(Continued from Page 17) 


annual income, nore money must come 
from state associations. It has been a 
tough struggle to convince all state bod- 
ies that they should pay more to the 
national organization at a time when they 
themselves are attempting to finance 
larger and more costly state programs. 
But the future finance program has 
gone over successfully, with only a hand- 
ful of states finding themselves unable 
at present to accept the new and higher 
national quotas. As this program tended 
to meet with diminishing resistance and 
the national administration should have 
had a chance to relax a bit, along came 
the commission and capacity troubles. 
President Warfield, assisted by Vice 
President Welsh, members of the exec- 
utive committee and committee chair- 
men, devoted a great deal of time and 
energy to NATA duties during the year, 
requiring absence from their offices and 
homes often and sometimes for pro- 
tracted periods. Much credit is due 


NAIA leaders for their ability to carry 
on so ably with so many problems facing 
them simultaneously. 

New Administration 

The new administration, headed by 
President Welsh and Vice President 
John C. Stott of Norwich, N. Y., is as 
strong as its predecessor. Both these 
men are fighters for the rights of agents 
and for maintenance of the system of 
free enterprise; both recognize the rights 
of companies, as well as producers, in 
the capitalistic system of this country. 
Each stands well in his own home state 
and also throughout the country. 

Mr. Stott comes from a small town in 
New York State, nothing comparable to 
Los Angeles, home of Mr. Welsh, but 
his prestige has grown with leaps and 
bounds since he was chosen, out of the 
hat so to speak, for president of the 
New York State Association one May 
not long ago when the war caused a 
gap in the customary system of advance- 
ment of officers. There was no opposi- 
tion to his advancement at Atlantic City 
from the executive committee to the vice 
presidency of the NAIA. It was a fore- 


New Jersey Agents’ Officers Being Sworn In 





Guy T. Warfield, Jr., president of the National Association of Insurance Agents, 
administering oath of office to newly elected president and executive committee 
chairman of the New Jersey Association at the annual meeting last week in Atlantic 
City. Left to right are Alfred C. Sinn, Clifton, president; J. Clarence Madara, Cam- 
den, executive committee head, and Mr. Warfield. 





gone conclusion long before the conven- 
tion although it could, of course, not 
become a fact until the directors nomi- 
nated their candidates for officers and 
the convention voted on them. In other 
words, Mr. Stott was not put over on the 
association by any small group. His pop- 
ularity extends far beyond the ranks of 
the directors into the general member- 
ship. 

The two other members of the execu- 
time committee elected by the directors 
at Atlantic City are men who have 
served the NAIA well. O. Shaw John- 
son of Clarksdale, Miss., made his mark 
as a leader of the finance committee and 
‘then the future finance commitee. He 
fought hard to secure successful accom- 
plishment of the present NAIA program 
of general activities. He went on the 
executive committee a year ago and now 
is reelected. 


Norman A. Chrisman of Pikeville, Ky., 
a new member of the executive commit- 
tee, celebrates that honor on only his 
tenth anniversary in the insurance busi- 
ness. But it has been a decade of steady 
progress on his part. Coupling successful 
development of an insurance agency with 
participation in agents’ association af- 
fairs Mr. Chrisman became president of 
the Kentucky Association a few years 
ago and has been the only national 
state director Kentucky has had since 
the present board was formed at Chicago 
in 1942, He continues now as a repre- 
sentative of the directors on the execu- 


C. Colridge was ever on the job, as was 
Assistant Secretary George DuR. Fair- 
leigh, who also doubled at the end as 
a bewhiskered Western gamble: in 
handing out “money” to those attending 
the Monte Carlo party. 

Robert L. Bliss, director of public re- 
lations, kept the press contented with 
rapid handling of material for pubjica- 
tion and Actuary F. Stuart Brown ad- 
dressed committees and the director: on 
the agency operating costs survey of the 
VATA. Assistant Secretaries John G. 
Mayer and Jack E. Baldwin were busy 
with committees and other activities, as 
were Richard E. Farrer and Clarence 
Rauter, director and assistant director 
respectively, of the educational division, 
The educational plans and results were 
accorded prominent positions on the con- 
vention program. 


Anderson Talk 


(Continued from Page 16) 





pensation insurance is usually required 
by law. Public liability insurance and 
insurance covering legal liability and 
assumed liability for personal injuries 
and property damage should be most 
thoroughly discussed. Enormous _ loss 
possibilities may exist, and limits ade- 
quate to cover a catastrophe should be 
recommended. 

“Depending upon the type of opera- 
tion, dishonesty insurance may be next 
in importance. Many recent losses have 


Pennsylvania Agents’ Officers Are Reelected 





Left to right are Herman D. Wolff, Easton, national state director; Howell L. 
James, Erie, vice president; W. Howard Stewart, Clearfield, vice president; Stanley 
Cowman, Philadelphia, president; C. M. Thumma, Harrisburg, treasurer; Jane Van 
Horn, Harrisburg, assistant secretary, and Frank D. Moses, Harrisburg, secretary- 


manager. 


tive committee. He has served on several 
important NAIA committees and_ his 
work has brought him prestige and pop- 
ularity. 

The two officers, plus Messrs. Johnson 
and Chrisman, are in New York this 
week to select the three other members 
of the executive committee, whose names 
will be announced next week probably. 

In the past it was customary for most 
outside speakers to be drawn from the 
ranks of insurance executives or public 
officers. In more recent years the asso- 
ciation has picked men from other lines 
of business, including generally one col- 
orful salesman, such as “Sam” Vinging 
of Westinghouse Electric who spoke at 
Atlantic City. His talk was to the point 
and effective. The addresses of Vice 
President William E. Robinson of the 
New York Herald Tribune, published 
elsewhere in this issue, and of President 
Paul H. Nystrom of the Limited Price 
Variety Stores Association dealt with 
national problems of inflation and pro- 
duction. Insurance buyers presented their 
views and the talk of Henry Anderson, 
insurance manager of Paramount Pic- 
tures, appears in this issue. 


Much credit is due the staff for effi- 
cient handling of the convention. Hotel 
accommodations presented few difficul- 
ties, registration Went along smoothly 
and sessions were not delayed because 
of technical difficulties. Secretary Frank 





accented the need for adequate limits. 
It seems useless to attempt to guess 
when or where a loss may occur, or how 
large it may be. Again, adequate limits 
should be carried. ‘Forms of insurance 
providing a service feature should be 
explained, such as boiler and machinery 
insurance. 

“Transportation risks may involve very 
substantial sums, or they may represent 
the type which should be self-assumed. 
The miscellaneous minor forms should 
be examined, and a definite decision 
made either way. Certain so-called minor 
forms may be of major importance in 
some industries. 

“The various decisions having been 
made, a record should be prepared show- 
ing the results and the reasons for 
various decisions. Such a record will 
leave the agent in a very desirable pos!- 
tion. The executive may submit this 
program to his board of directors for 
approval and thus greatly increase his 
peace of mind. F 

“As an insurance buyer I am often 
asked what I want or need in the way 
of new forms of insurance protecticn. 
have never been able to set down my 
needs in advance and doubt if I can, ow. 
The ’phone rings and I am confrente 
with a new problem. What I want most 
is to be able to solve that particular cut- 
rent problem with a minimum of ‘cch- 
nicality and delay.” 
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NAVTION ALL'S 


FAMILY ALBUM 





Pettitt 


Diligent Douglas. Leaves no stone unturned 
to serve the best interests of client and company. Dem- 
onstrates true agency service which gives the best 
possible protection. Result: Lots of overtime work but 
it pays off well. 


Efficient Egbert. A smooth, effortless agent 
who has his selling, underwriting and servicing so 
well worked out that even the company wonders 
how he does it. This gives him more time for golf and 
plenty of new business—and it looks easy. 


F ortunate Frank. One of those agents who’s 
always in luck. The envy of the others. They don’t 
realize he makes his own breaks; knows his business, 
his policyholders’ needs, and a lot of prospects. And 
they call it luck! 


*k 
N e F % G. The Perfect Agent. Does all these 
things and more. Sound steady protection and pre- 


vention service—al]l the time. 


* National Fire Group agents, of course 


NATIONAL FIRE INSURANCE COMPANY OF HAR FORD FRANKLIN NATIONAL INSURANCE COMPANY OF NEW YORK 
MECHANICS and TRADERS INSURANCE COMPANY TRANSCONTINENTAL INSURANCE COMPANY 


UNITED NATI_NAL INDE ANITY COMPANY 
EXECUTIVE AND ADMINISTRATIVE OFFICE, HARTFORD 15, CONN, 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 
175 W. JACKSON BLVD., CHICAGO 4, ILL. 234 BUSH STREET, SAN FRANCISCO 20, CAL. 


MEMBER THE ASSOCIATED AVIATION UNDERWRITERS 
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Insured Fails to Prove Wind Damage 


Action was brought on a policy of 
insurance having an extended coverage 
endorsement No. 4 that is “subject to 
provisions and stipulations herein and 
in the policy to which this endorsement 
is attached, including riders and en- 
dorsements thereon, the coverage of this 
policy is extended to include direct loss 
by windstorm, hail, etc.” 

The endorsement also contained pro- 


visions entitled “provisions applicable 
only to windstorm and hail: This com- 
pany shall not be liable for loss caused 
directly or indirectly by frost or cold 
weather or snowstorm, tidal wave, high 
water or overflow, whether driven by 
wind or not. 

“This company shall not be liable for 
loss to the interior of the building or 
the insured property therein caused by 


rain, snow, sand, or dust, whether driven 
by wind or not, unless the building in- 
sured or containing the property insured 
shall first sustain an actual loss to roof 
or walls by the direct force of wind 
or hail, etc.” 


The plaintiff had the burden of sus- 
taining by a fair preponderance of the 
evidence that the damages alleged to 
have been incurred were due to wind- 
storm; to establish by a fair preponder- 
ance of the evidence that the proximate 
cause was windstorm. This the court 
held the plaintiff had totally failed ‘to 








An advertisement similar to this appears in SATURDAY EVENING POST, October 11 and NuWSWwtK, October 27 


Nothing inspires and earns confidence more than 
leadership. The Great American Group of Insurance 
Companies has been a recognized leader in the 


insurance industry for three-quarters of a century. 





Great American 
American National 
Massachusetts Fire & Marine 





GREAT AMERICAN GROUP - 


of Insurance Companies 
Great American Indemnity 
County Fire 
North Carolina Home 


H. A, Ogden’s paintings of ““Washington’s Farewell to His Officers” on December 4, 
1783, at Fraunces’ Tavern, in New York City. 

Reading from left to right: Brig. Gen. James Clinton—Brig. Gen. Philip Van 
Cortlandt— Maj. Gen. Israel Putnam—Gen. Washington— Maj. Gen. Henry Knox 
—Maj. Gen. Benjamin Lincolnh—Maj. Gen. Nathaniel Greene—Col. John 
Lamb—Col. David Humphreys, Aide de Camp to Washington—an unidentified figure, 
possibly Col. William North, Aide de Camp to Maj. Gen. Baron Von_Steuben— 
Maj. Gen. Baren Von Steuben, 


Leaderihids 


Combining strength and experience, it offers praca 





tically every form of insurance, except life. | 
Avail yourself of its protection through one of 
its 16,000 local agents, or your own broker: 





American Alliance 
Detroit Fire & Marine 
Rochester American 





* 75th ANNIVERSARY »+ GREAT AMERICAN INSURANCE COMPANY « 1872-1947 * 





50th ANNIVERSARY + AMERICAN ALLIANCE INSURANCE COMPANY « 1897-1947 

















—— 


do. Perito v. Northern Ins. Co. of New 
York, Supreme Court, Trial Term, 69 
N; ¥.(S. 20 Gut 

The plaintiff's case was held to leave 
for the jury mere conjecture or s)ecy- 
lation. A bare possibility that the house 
was damaged by wind was hel! not 
sufficient. “When a trial court, c nsid- 
ering all the evidence of an entire case 
concludes that a verdict in favor of plain. 
tiff must be set aside as unsupporied py 


sufficient evidence, it is its diy to 
direct a verdict for the defendan: or 4 
nonsuit.”. The jury was therefore j- 


rected to render a verdict for the 


defendant. 


3-Day Insurance School 
In Omaha October 27-29 


A three-day Fire and Casualty Insur- 
ance Institute, the first in state lhistory, 
will be held October 27, 28 and 29 at the 
Fontenelle Hotel in Omaha, Nebr. The 
program is being jointly sponscred by 
the University of Omaha School of 
Adult Education and Department of 
Business Administration and tle Ne- 
braska Association of Insurance Agents, 
the Association of Insurance Avents of 
Omaha, the Nebraska Fire Underwriters 
Association and the Nebraska State Fire 
Prevention Association. The _ institute 
will be held in conjunction with the an- 
nual meeting of the Nebraska Associa- 
tion of Insurance Agents. FE. M. Hos- 
man, director of the University’s School 
of Adult Education, worked with local 
insurance executives in planning the con- 
ference. 





Fireman’s Fund Acts to 
Take Indemnity Co. Stock 


James F. Crafts, president of the Fire- 
man’s Fund Insurance Co., announces 
that the directors of the company have 
voted, subject to the approval of the 
stockholders of the company and of the 
Insurance Commissioner, to make an 
offer to acquire the outstanding shares 
of the Fireman’s Fund Indemnity Co. in 
exchange for Fireman’s Fund Insurance 
Co. stock on a share for share basis 
with an alternative cash offer to stock- 
holders holding ten shares or less of 
record on September 25. 





GEYER & CO. STOCK REVIEW 

Geyer & Co., Inc., 67 Wall Street, well 
known investment house of New York 
and other cities, has issued a copy 0! 
its “Bank and Insurance Stock Digest” 
dealing with steps taken by insurance 
companies: to increase capital and sur- 
plus. Companies whose securities are 
reviewed are the National Union Fire, 
Massachusetts Bonding, Springfield Fire 
& Marine and Providence Washington. 
A table showing premiums written by 
many companies for the first half of 
1947 and operating results is also given. 
The larger fire and casualty companies 
increased their premium writings by 
30 to 45% during the first half of 1%/ 
over the same period of 1946. 


GLENS FALLS TEXAS CHANGE 


The Glens Falls and Commerce an- 
nounce retirement of Special Agent 
Frank O. Long, who has elected t« retire 
from active duty under the tems 0! 
the pension plan of the companies alter 
twenty-four years in charge of tl west- 
ern Texas field. Special Agent \\illiam 
H. Grice, veteran of over twe: ty-five 
years in the eastern portion °! the 
state, will have charge of the western 
field until further notice. 


BIGELOW ESTATE $2,272 10 | 
F. R. Bigelow, late chairman an: pres! 
dent of the St. Paul Fire & Mai ne 10 
thirty years, left an estate of $2.’72,00) 
according to an appraisal filed in ; robat¢ 
court by C. F. Codere and the First 
Trust Co., executors. The major ,art 0 
the estate was left to charitable aid edu- 
cational institutions. Mr. Bigelc. died 
September 8, 1946. 
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Meaning of “Personal Property” in 


PPE Analyzed by 


The personal property floater is one of 
the most widely discussed forms of cov- 
erace today. From both sales and loss 
adjistment angles it presents many 
problems, as well as many opportunities. 
Much is still unsettled with respect to 
this insurance as it is relatively new. 
Contributing ideas on the PPF is 
Harold S. Daynard of Jones & Whitlock, 
Inc. of New York, one of the leading 
inland marine underwriting offices. Mr. 
Daynard is also treasurer and chairman 
of the law committee of the Inland Ma- 
rine Claims Association and as such has 
prepared numerous interesting bulletins 
on loss problems. 

In his latest bulletin, No. 12, of the 
IMCA,Mr. Daynard writes at length on 
the meaning of the words “personal 
property” in the PPF. This bulletin is 
not an official expression of views of the 
IMCA and does not necessarily reflect 
the views of all members of the organi- 
zation, which was created as an unofficial 
forum for exchange of ideas among 
inland marine claims men. Mr. Day- 
nard’s paper is presented practically in 
full as follows: 

The personal property floater which is 
a contract of some 2,200 words, employs 
only two words to describe the class of 
property insured—“Personal property.” 
The remaining literature in the policy 
does little to explain these terms. Take 
the first two words of paragraph 1— 
“Personal property”—and the first two 
words of paragraph 2—“All risks”—and 
basically there’s your contract! The rest 
of the policy is to the basic contract 
what the alloy is to the gold in a gold 
coin—a tempering mixture intended to 
make the result a practical and durable 
one ,but which adds little to its intrinsic 
value and does nothing to illuminate its 
basic features. 

Two Essential Words 

It has been stated that the way to find 
out what property the PPF covers is to 
determine what it does not cover by ex- 
amining the exclusions, and what is left 
over is insured (except realty*). *Under 
some circumstances realty may be pre- 
sumed insured in the case of theft, at- 
tempted theft, vandalism and malicious 
mischief . (Paragraph 4 (b).) This for- 
mula often is not as helpful as it sounds 
because when you eliminate the excluded 
property you are reverted to the two 
words in the “Property Covered” clause 
—‘Personal property.” And although 
these words are the only key to what 
types of property not excluded are in- 
sured, nowhere in the contract are they 
defined. The itemization of property un- 
der the “Declarations” is of little assist- 
ance since they merely purport to ap- 
proximate the insurable values and do 
not define or necessarily delimit the term 
“personal property.” Too, paragraph (i) 
ot the “Declarations” includes “all other 
personal property” which brings you 
right back to the question: What is 
personal property ? 

No account of the history of the PPF, 
nor any exposition of its meaning, is 
therefore complete without an account of 
the listory and meaning of the terms 
‘personal property.” 

Such a discussion is particularly appro- 
priate at this time not only because there 
is little insurance literature on this sub- 
ject, but also because the personal prop- 
erty floater is currently undergoing a 
complete re-evaluation among under- 
writcrs with a view to making it a more 
Workable, economical and understandable 
Poly, and this task can, perhaps, be 
aided by a more thorough comprehen- 
sion of the terms—“personal property.” 

Personal Property Defined 





lhe definition of the term “personal 
Property” would appear so elementary 
that at first blush one is likely to wonder 
Where the difficulty arises. But, as will 


be scen, it is precisely the simplicity and 


ro.dness of the definition that lead to 
complexities, 


Harold S. Daynard 


Personal property is property of every 
kind of description other than real pron- 
erty. 2 Blackstone Comm. Ch. II; Alt- 
hause 71 N. Y. Supp. 445. Real property 
consists of land and all things perma- 
nently attached to land. 

The division of property into movable 
and immovable things expresses the 
same idea. Movable things are always 
personal property. They lose their char- 
acter as such only when they have be- 
come immovable in the legal sense by 
being permanently affixed to land. 


Origin of the Term “Personal” 
and “Real” 

These terms emanate from the early 
common law (England—1l7th century). 
A “real” action referred to a form of suit 
designed to recover a specific thing of 
which the complainant had been de- 
prived. If successful, the complainant re- 
covered the actual or “real” thing sued 
for. This type of action was permitted 
only when land or any part of land was 
involved. Ultimately this resulted in the 
term “real” being applied not only to 
the type of suit but to the land itself. 

Suits involving other types of prop- 
erty, if successful, resulted in a personal 
award to the plaintiff for money dam- 
ages. These were labeled “personal” ac- 
tions whence the term “personal” was 
derived and eventually applied to any 
type of property other than real prop- 
erty. 

Categories of Personal Property 

Since it spans a vast area, the term 
“personal property” may readily be di- 
vided into some four categories: 

1. Movable objects that are not di- 
rectly derived from land, such as articles 
of clothing, personal effects and animals. 

2. Objects directly derived but which 
have been permanently severed from 
land, such as lumber, bouquets of flowers 
or packaged seed, grain or soil. 

3. Objects that are affixed to land 
(fixtures) but which retain their identity 
apart from the land and are only tem- 
porarily attached. 

4. Tokens evidencing rights to prop- 
erty, such as currency, deeds, stocks, 
bonds, ete. 

A cursory examination of the first, 
second and fourth categories will suffice 
for the purpose of this paper. But for 
reasons which will be mentioned later, 
the category of “fixtures” will require 
closer scrutiny. 

Movable Objects Not Directly Derived 
from Land 

These articles are readily recognizable 
as personal property and should there- 
fore not be troublesome. They include 
all of the property insurable under the 
many policies which the personal prop- 
ertv floater was intended to supersede, 
such as the various personal scheduled 
property floaters, trip transit and per- 
sonal effects floaters—for example, golf- 
ers’ equipment, sportsmen’s equipment, 
guns, fishing equipment, coins, stamps, 
fine arts (movable), furs, jewelry, silver- 
ware, cameras, musical instruments, 
wearing apparel, household effects and 
movable furniture, personal effects and 
articles of adornment. In addition, any 
portable objects, mechanical instruments 
and vehicles are included. False teeth, 
artificial limbs and body aids are also 
personal property. Their being attached 
to the human body does not convert 
them to real property or fixtures. 

Articles Directly Derived from Land 

Such articles would include lumber, 
minerals and mine products, ice, soil, 
stone, oil, grain, seed, plants, flowers, 
hay and crops. While there has been 
lively discussion about whether this class 
of property is personalty or realty, and 
under what circumstances, little difficulty 
should be encountered if the following 
rules of thumb are kept in mind: 

A. Before natural products are perma- 
nently severed from the land they are as 
much,.a part of the realty as the earth 
from ‘which they spring. Walsh on 


Property, p. 10. Thus the following are 
not personal property: growing trees, 
fallen trees due to storm or other natural 
causes and unremoved (Cockrill, 4 Kan- 
sas 366); growing crops, whether per- 
ennials or annuals, including grass, 
shrubs, flowers and growing fruits of all 
kinds (Purner, 40 Md. 212, Walsh— 
Comm. pg. 487) ;ice formed on water sit- 
uated on private land; unmined deposits 
of any kind and unmoved earth or stone. 

B. When natural products are cut or 
removed from the earth with the intent 
of converting them into commodities of 
utility, they become personal property 
since they no longer continue identified 
with the land. Hence, the following nat- 
u-al products are personal property: cut 
trees to be used for lumber or firewood 
(Cooke, 16 Ill. 480); lumber; cut hay; 
cut flowers or shrubs and_ harvested 
crops; dirt, stone, sand or gravel severed 
from the land and ready for shipment 
elsewhere ((Lacustrine, 82 N. Y. 476); 
products removed from mines. 


Fixtures 


The principles just discussed relating 
to the first two categories of personal 
property are cut-and-dried when com- 
pared with the tangled-up concept of 
“fixtures.” There are a grist of legal 
opinions of all varieties and hues, nu- 
merous articles and large portions of 
texts devoted to this subject. Many 
opinions expressed cannot be reconciled 
with others. A number of them have 
been criticized by legal scholars and 
some of the criticism echoed refutation 
by other legal scholars. Plainly, the sub- 
ject of “fixtures” is a rather moot one 
and an understanding of the basic ideas 
involved requires a dissection of the 
term in some detail. As “fixtures” in- 
clude a large class of questionable items 
for which claims are often made under 
the PPF, its study should be of interest 
to the adjuster. 

As to its meaning, three views have 
been taken. The first, known as the 
common law view, regards a fixture as 
an article that is attached to land in 
such a manner that it becomes part 
of it and is thus changed from personal 
to real property. This views refers to 
a fixture as a chattel permanently at- 
tached to the realty. : 

Second, an opposite view taken in 
some more modern cases, regards a 
fixture as an article that has been so at- 
tached to the realty that it can be and 
actually is intended to be removed at 
a later date, thereby remaining per- 
sonal property. This view then refers 
to a fixture as a chattel temporarily at- 
tached to the realty. 

The third view, prevalent in some 
jurisdictions, is preferred by some stu- 
dents because it recognizes that in treat- 
ing the problem of “fixtures” two sepa- 
rate questions require analysis: (1) 
What is a fixture? and (2) When is a 
fixture personalty, when realty? The 
definition deals with only the first ques- 
tion and merely sets forth the character- 
istics of a fixture that distinguish it 
from other types of property. These are: 

It resembles an article of personal 
property. 

2. It is affixed or annexed: to land, or 
its improvements, either by cement, en- 
casement, plaster, nails, screws, its own 
weight or in any other artificial man- 
ner. Big Sespe Oil Co., 276 Fed. 216; 
Snedeker, 12 N.Y. 170. 

3. It nevertheless retains its own iden- 
tity as a distinct thing apart from the 
land. 


Personal or Real Property 


Now, whether a fixture is personal or 
real property is quite another question 
and depends solely upon whether its 
owner intends it to remain personal 
property which can be removed at his 
own pleasure, or intends it to become a 
permanent part of the land. New Castle 
Theatre, 57 Ind. App. 473. The secret, 
unexpressed intent is not considered. 
Snedeker, supra. Only the intent evi- 
denced by the circumstances of the case 
is construed. In this respect two factors 
are stressed: (1) the character of the 
annexation, and (2) the adaptibility of 
the article to the land or improvement 
to which it is annexed. Walsh—Comm. 


pg. 384. If the annexation of the fixture 
to the land is of a permanent nature, or 
if the fixture is peculiarly adapted to its 
place of repose and would be useless 
elsewhere, then a presumption arises 
that it was intended as a permanent part 
of the realty. It should be noted that 
this rule is one of presumption only and 
is always subject to the actual intent 
of the owner as evidenced by every per- 
tinent fact and circumstance of the case. 

Although the cases in point frequently 
differ in result when applying the above 
tests to the same article, the following 
illustrations may help clarify the prin- 
ciples involved: 

Awnings, screens and storm windows, 
if made to fit particular windows or 
doors so that they would not be usable 
if removed, then by the test of “adapt- 
ability,” they should be considered part 
of the realty. Cosgrove, 62 App. Div. 123. 
But if they are of stock sizes and can 
readily be used elsewhere, they are per- 
sonal property. 

Bathtubs, wash basins, and washtubs 
are regarded as real property because 
they are ordinarily adapted and fitted 
for particular apartments and not readily 
removable to some other apartment. 
Sturges, 108 N. Y. 495. 


Mirrors and Racks 


Mirrors and racks. Where mirrors and 
racks are fitted and placed into special 
niches made for them in a wall, they 
should be deemed part of the house, or 
real property, although easily removable. 
Ward, 85 N. Y. 413. But ordinary hang- 
ing mirrors, racks or framed objects 
adaptable to any home will be regarded 
as personal property. McKeage, 81 
N. Y. 38. 

Gas pipes and plumbing of residences 
are uniformly held to constitute part of 
the realty as their construction is 
adapted for permanency at their location. 
_ Gas ranges, stoves, chandeliers and 
lighting fixtures have been regarded as 
personal property because they are gen- 
erally adaptable to any home by the sim- 
ple process of connecting to gas or elec- 
tric outlets. Vaughen, 33 Pa. St. 522: 
Madfes 251 N. Y. 12; N. Y. Life Ins. Co. 
107 Fed. 179; Speyers Will, 35 N. Y. 
Supp. 2nd 705; Kimble, 14 Tenn. App. 
545. However gas and electric fixtures 
fitted for an apartment house by the 
landlord and of a common design were 
presumed to be intended to be part of 
the realty. Newman, 92 Misc. 253. 

Furnaces, oil burners and heaters, if 
connected with pipes and comprise part 
of the permanent heating plant of the 
house, are regarded as realty since they 
are adapted as a permanent part of the 
home. In some caess they are not re- 
movable without tearing out a material 
portion of the house, indicating through 
the character of annexation, the intent 
that they become an integral part of the 
whole structure. Jermyn, 93 App. Div. 
175; Nickles, 289 N. Y. Supp. 174. 

Kitchen cabinets, refrigerators, hall 
carpets, window shades, venetian blinds, 
curtain poles and ash cans in most cases, 
because of the temporary character of 
their “annexation” to the premises, have 
been considered personal property. Man- 
ning, 70 Hun. 399; Kelvinator, 241 N. Y. 
Supp. 632; Commercial Finance Co., 98 
Fla. 410. But inlaid linoleum was held 
to be part of the realty where it was 
cemented to a layer of felt which in 
turn was cemented to the floor. Nicklas, 
289 N. C. Supp. 174. 

Tools, utensils, light machinery and 
farm equipment, although usually em- 
ployed in connection with specific prem- 
ises, are not real property, nor even 
fixtures, as they are not physically af- 
fixed to land. Walker, 20 Wend. 636. 

Installed by Tenant 

Trade, agricultural and domestic fix- 
tures installed by tenant: 

Such fixtures, whether they be boilers, 
engines, machinery, partitions, plate 
glass windows, counters, bars, shelving, 
fixtures of domestic convenience or 
ornamental fixtures, are regarded as per- 
sonal property of the tenant. This is 
based upon the presumption that the 
tenant does not ordinarily install im- 


(Continued on Page 34) 
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Massachusetts Agents 
Complete Their Program 


WILL MEET AT SPRINGFIELD 





Stott, Harrington, Hagerty, Miss Par- 
sons and Diemand to Speak; Will 
Discuss Auto Situation 


The complete program for the forty- 


eighth annual meeting of the Massa- 
chusetts Association of Insurance 
Agents, to be held at the Hotel Kim- 


29 and 30, has 


ball, Springfieid, October 1 3¢ 
Chairman 


been released by Program 
Arthur B. Fair of Natick. 

The convention will open with a get- 
together banquet which will be ad- 
dressed by John C. Stott of Norwich, 
N. Y., new vice president of the National 
Association of Insurance Agents, Charles 
F. J. Harrington, Insurance Commis- 
sioner of Massachusetts and John J. 
Hagerty, New England manager, Re- 
construction Finance Corp. 

Thursday, October 30, there will be 
held the local board brez ikfast, a feature 
which has become famous in Massachu- 
setts association gathering, under the 
annual leadership of C. Conrad Parker 
of Worcester. Local boards throughout 
the state are submitting subjects of cur- 
rent importance for discussion at this 
session. 

McGlynn to Lead Discussion 

Later in the morning the general ses- 
sion will convene and receive reports 
from the officers followed by a panel 
discussion on Massachusetts current 
automobile insurance situation. The dis- 
cussion of this subject from the angle 


of the agent and public will be led by 
Francis R. A. McGlynn of Worcester. 
The association officers have also in- 
vited a representative from the Asso- 


ciation of Casualty & Surety Companies 
to participate in the discussion explain- 
ing the company angle of the trying 
situation. 

The operation of the Massachusetts 
assigned risk plan will be explained in 


detail. A highlight of the convention will 
be the address at 11:00 o’clock by Vir- 
ginia C. Parsons of Indianapolis. Miss 


a free lance speaker and writer, 
subject, “Cleopatra’s 


Parsons, 
will take as her 
Noodle.” 

The morning sessions will be brought 
to a close by the annual business meet- 
ing for members only. 

At the luncheon on Thursday a series 
of talks and discussions will be brought 
to a climax by the address of John A. 
Diemand, president of the Insurance Co. 
of North America. 


Wallace F. Flanders Dies 


Wallace F. Flanders, vice president of 
Dewick & Flanders, Inc., Boston agents 
for the Mercantile of America, died at 
the age of 75 on October 15 at Deaconess 
Hospital after an illness of several 
weeks. He was born in Boston and had 
been in insurance for more than fifty 
years. He was also vice president of 
the Winchester National Bank. 

He is survived by his wife, Mrs. 
Maude G. Flanders, and two sons, 
Franklin A. Flanders associated with his 
father in the insurance firm, and Ken- 





neth G. Flanders of Los Angeles; two 
daughters, Mrs. Charles’N. Fitz of Staf- 
ford Springs, Conn., and Mrs. Robert 


E. Rounday of Winchester, and six 


grandchildren. 


GEORGIA PLAN CHANGED 





Governor’s Office to Parcel Insurance 
on Public Buildings; Was Cleared 
Through One Firm 
Georgia has changed its method of in- 
suring public buildings, according to an- 
nouncement by Governor M. E. Thomp- 
son. The new plan is to become effective 
November 1. Instead of having a central 
brokerage firm distribute the insurance 
to local agents, the Governor’s office will 
parcel insurance to these agents, it was 

explained. 

When Governor Thompson took office 
last March he designated Phil Landrum, 
executive secretary, to handle state in- 
surance for him. Landrum engaged the 
Atlanta firm of Mitchell & Gaines to 
write a binder on all state insurance, for 
which this firm was paid a premium of 
$75,843, it was stated. 

Recently Secretary Landrum  dis- 
patched letters to local agents in Georgia 
alloting them various amounts of insur- 
ance up to $100,000. He specified, how- 
ever, that “the insurance must be writ- 
ten in a company represented by Mit- 
chell & Gaines” and that “the policies 
must be sent to Mitchell & Gaines.” 

When some local agents protested 
against this plan, Governor Thompson 
called a conference of agents in Atlanta 
to discuss the matter. The chief execu- 
tive announced that, under the plan 
adopted, local agents may write policies 
for their share of the insurance with 
any company of their choice. The poli- 
cies will be returned to the executive 
department and handled through the lat- 
ter without the necessity of someone 
else doing this work, it was explained. 





REVIEW CLASS FOR BROKERS 
The next review class to be conducted 
by the Home Insurance Company for 
prospective brokers and agents will be 
held on Friday evening, October 31, from 
6 to 9:30 p.m., in the Governor Room of 
the Hotel Governor Clinton, New York 
City. Problems presented in previous 
state examinations will be discussed. 
This is in preparation for the New York 
State brokers and agents examination 
and all are cordially invited to attend. 





HENRIETTA TABB TO WED 

Wedding bells will ring November 8 
for Miss Henrietta Short Tabb, daugh- 
ter of T. Garnett Tabb, senior member 
of the Richmond, Va., local agency of 
Tabb, Brockenbrough and Ragland. She 
will be married on that date at St. Paul’s 
Episcopal Church to Joseph Frasia 
Jones, Jr. of Richmond. 
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Expect Commission Cut 
In Louisville Territory 


Considerable discussion is being heard 
in fire insurance circles over the subject 
of reduced commission rates in excepted 
Kentucky territory, which would embrace 
Louisvilie and Jefferson County, along 
with Kenton and Campbell Counties, in 
northern Kentucky, opposite Cincinnati, 
chief towns of which are Newport and 
Covington.’ Several companies have al- 
ready sent out notices to field men to 
prepare agents for changes in commis- 
en eet reported to be effective Janu- 
ary 

High commission rates in Louisville go 
back to the days when the Louisville 
Board was really an underwriting organ- 
ization, which inspected risks and made 
rates. In those days it was looked upon 
as one of the finest underwriting or- 
ganizations in the country. Later inspec- 
tion and rate making was put under the 
old Kentucky & Tennessee Inspection 
Bureau. 





Chamber of Commerce 
Honors Wichita Agents 


Wichita agencies were presented with 
merit certificates by the Junior Chamber 
of Commerce at the October meeting of 
the Wichita Association of Insurance 
Agents for preparing fire prevention 
window displays. A special certificate 
went to the Russ Prater Agency for the 
best window display. 

Agencies participating included Dual- 
ney, Johnston & Priest; Wheeler, Kelly 
& Hagny; Roskem Bros.; Harris, Burns 
& Co.; Manuel Investment Co.; Bitting, 
Outland & Foote; Noble Agency, Van 
Arsdale & Larkin, Smith, Stone & Sny- 
der and Prater. Don Reed, Paul C. 
Yankey Agency, fire prevention chair- 
man, reported on the informal call made 
on Wichita Fire Chief, C. B. Brown at 
10 a.m. that morning, a nationwide proj- 
ect recommended by the NAIA. In ad- 
dition to Mr. Reed and members of his 
committee, the party included represen- 
tatives of the fire prevention committee 
of the Wichita Chamber of Commerce 
and its assistant manager, R. D. 
Bounous. 


NEW JERSEY WOMEN MEET 


The regular monthly meeting of the 
Insurance Women of New Jersey was 
held on Thursday evening, October 23, 
at the Military Park Hotel. Charles H. 
Frankenbach spoke on “Legislative In- 
fluence on Insurance.” The annual 
friendship luncheon will be held at the 
Waldorf Astoria Hotel in New York 
City on Sunday, November 9. Helen 
Hayes will be toastmistress. Reserva- 
tions for the luncheon are to be made 
through Vera W. McDowell. Mr. Frank- 
enbach is a past president of the New 





Jersey Association of Insurance Agents. 





ALBANY WOMEN MEET 


The Insurance Women of Albany held 
their monthly meeting last night at 
Jack’s Restaurant in Albany, N. Y. Wal- 
ter L. Hahn, professor at St. Rose Col- 
lege, spoke on international affairs. Re- 
ports were presented on the fifth an- 
nual convention of the Federation. of 


New York State Insurance Women’s 
Clubs held last week at Schenectady, 
Ny Ms 
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Lanning Inland Marine 


Manager of Excelsior 


Forrest H. Witmeyer, president of the 
Excelsior of Syracuse, N. Y., announces 
appointment of Milton V. Lanning as 
assistant underwriter of the company 
and manager of the inland marine de- 
partment. Mr. Lanning is a native of 
Blairstown, N. J., graduating from Blair 
et and from Amherst College in 

Following his graduation from Am- 
herst he became affiliated with the Hart- 
ford Accident & Indemnity in the home 
office at Hartford where he served as 
an underwriter in the automobile de- 
partment. Later he was in the inland 
marine department of the Firemen’s of 
New Jersey. 

In his new position with the Excelsior 
Mr. Lanning will be a general assistant 
to David W. Hosmer, head of the under- 
writing department, and will be in di- 
rect charge of inland marine activities. 





RICHMOND AGENTS ELECT 


John E. Woodward is the new presi- 
dent of the Richmond, Va., Association 
of Insurance Agents, having been ele- 
vated to this post from that of vice 
president at the annual meeting of the 
association held at Rueger’s hotel. Mr. 
Woodward operates a local agency un- 
der the name of John E. Woodward and 
Son. William H. Branch of William 
H. Branch and Company succeeds him 
as vice president of the association. Mrs. 
Esther Arledge was reelected secretary- 
treasurer. She is manager of the insur- 
ance department of Pollard and Bagby. 
Linwood H. Ford, retiring president, re- 
viewed activities of the association dur- 
ing the past year in his annual report. 





H. A. WALKER DIES AT 82 


H. A. Walker, retired insurance exect- 
tive, died October 14 in Evanston, Ill, 
after a prolonged illness. He was 82 years 
old. Mr. Walker was insurance manager 
for Armour & Co. from 1896 to 1922 and 
was affiliated with Marsh & Mcl.cnnan 
from 1922 until his retirement in 1942. 
He started in the insurance business 
studying in his father’s office in Indian- 
apolis, his father being state ageit for 
the Home Insurance Company. 





NIAGARA AGENTS ELEC? 


A. W. Collard, of Ridgeway, Ontario, 
has been elected president for 197-4 
of the Niagara (Ontario) District | nsur- 
ance Agents’ Association. Vice pre ident 
is R. Haist of Niagara Falls and 
tary is Fred E. Coyne of Wellan’. On 
the board are Bruce McBride «{ St 
Catharines, Charles Steel of Por Col 
born and A. A. Marshall of Wel! nd. 





NAME WILLIAM S. CONNE:-L 

The North American Reassurance C0. 
has announced that William S. ‘ nnell 
has been appointed actuary and as 
secretary of the company. 
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Average Clause Held Not to Waive 


Coinsurance on 


B. &. Gracey, secretary of the Hart- 
ford Fire, emphasizes the point that the 
preset't wording of the coinsurance 
clanse does not waive application of 
coinsurance to small losses although it 
does waive requirement for a_ special 
inven'ory or appraisal of undamaged 
prope’ty. Writing in a recent issue 
of the Hartford Agent of the Hartford 
Group he says that a fire company still 
has 1 right to use other means to 
determine whether a proper amount of 
insurance was carried by a loss claim- 
ant. Stating his conclusions on this sub- 
iect aid also giving some important 
historical background on the develop- 
ment of the coinsurance principle Mr. 
Gracey writes as follows: 

Wording of Clause 

Judeing from inquiries received at the 
home office, there is need for a refresher 
on some of the standard forms and 
clauses. The purpose of this article is 
to clear up some apparent misunder- 
standings about the average, reduced 
rate contribution or similar coinsurance 
clauses with respect to their application 
to small losses. Where coinsurance 
clauses are in use, they generally in- 
clude the following language: 

“in the event that the aggregate claim 


for any loss is both less than $10,000 
and less than 5% of the total amount 
of insurance upon the property described 
herein at the time such loss occurs, no 
special inventory or appraisement of the 
undamaged property shall be required.” 
That phraseology is sometimes er- 
roneously construed to mean that the 
coinsurance clause does not apply to 


small 


losses. It will not suffice merely 


to assert that the coinsurance clause 
applies regardless of the size of the loss. 
A little research on the question de- 
velops the fact that prior to 1899 the 


follow 


ing coinsurance clause was used 


in New York State: 


“In 
which 


consideration of the premium for 
this policy is issued, it is expressly 


stipulated that, in the event of loss, this 
company shall be liable for no greater 
proportion thereof than the sum hereby 


insured 


value 
at the 


bears to ....% of the cash 
of the property described herein 
time when such loss shall happen; 


nor more than the proportion which 


this policy bears to 


wows insurance. If 


this policy be divided into two or more 


items these conditions shall apply to 
each item separately. Provided, how- 
ever, that if the aggregate claim for 
any loss shall not exceed 5% of the 
total insurance the condition first spe- 
cified shall be waived.” 

It is perfectly clear that the above 
clause waived the application of coin- 
surance when the claim did not exceed 
9% of the total insurance. 

History of the Change 

At a meeting of the New York Fire 
Insurance Exchange on February 14, 
1900, it was proposed that the clause 
be changed by eliminating the follow- 
ing: “The condition first specified shall 
be waived,” and substituting the follow- 
Ing: “\o special inventory or appraise- 
ment the undamaged property shall 
be required.” In support of the recom- 
mend change, it was said that: 

“The present form is also exceedingly 
mischi.ous when used on_ blanket 
forms, covering a large group of build- 
ngs 9: a number of separate buildings, 
‘or the reason that where the entire 
Plant :<presents very large values, 5% 
of the insurance may be more than 
‘noug!: to cover a majority of the in- 
dividus! risks of the plant, even if the 
whole lant be but half insured, and 
thus “feat the object of the so-called 
soins nee clause. It would. also be 
possi lor large fireproof buildings to 
be fi protected against all probable 
Ae | exposure, with an insurance 
*r'Iro: 10 to 20% of their value, where- 
mith imination of the waiver clause 


‘ake that impossible. 


Small Fire Losses 


“Besides, it is illogical to make rates 
on a basis of insurance to value, and 
then provide ways and means by which 
the settlement of losses on the same 
basis may be evaded on over 70% of 
the total number of losses.” 

The committee could have very well 
added and possibly did call attention to 
the fact that a large majority of all 
losses are less than 5% of the total 
insurance and also less than $10,000, 
hence if the coinsurance clause be 
waived on those losses the purpose of 
the application of the coinsurance theory 
(which is an equitable distribution of 
loss) would be defeated. At any rate, 
the meeting approved the new wording 
and it has continued in use down to 
this day, subject only to the change 
made when the present average clause 
was adopted. The change does not alter 
the substance of the previous clause 
except to add the further limitation of 
$10,000. 

Thus, the history of the matter offers 
conclusive proof that the present lan- 


guage does not waive the coinsurance 
clause when the loss is less than $10,000 
and less than 5% of the insurance in 
force. In fact, the history shows that 
the present language was adopted to 
restore the application of coinsurance to 
small losses after experience had demon- 
strated that it was not feasible to re- 
move such losses from the application 
of coinsurance. 


It might well be asked what the lan- 
guage under consideration does mean 
if it does not provide for a waiver of 
coinsurance on small losses. The answer 
is that it means precisely what it says, 
namely, “no special inventory or ap- 
praisement of the undamaged property 
shall be required” on small losses under 
the limits established. On March 30, 
1920, Mr. Bament, then general adjuster 
and later vice president of the Home, 
delivered an address before the Insur- 
ance Society of New York on the sub- 
ject of coinsurance in which he said 
with respect to the language under dis- 
cussion: 

“Many people persist in placing a 
wrong interpretation upon this condi- 
tion. They construe it as an absolute 
waiver of the coinsurance clause, evi- 
dently failing to realize that if the 
framers of the provision had intended 
it as a waiver they certainly had suffi- 


cient words at their command t@ so 
state, and would not have deliberately 
said something else. The clause simply 
says that under certain conditions no 
special inventory or appraisement of the 
undamaged property shall be required. 
The company may resort to any method 
other than this to ascertain the sound 
value.” 
Court Decision 


In a recently reported case it was 
pleaded that the language of the aver- 
age clause waived the application of 
coinsurance on small losses. The court 
denied that theory, saying that if it 
had been the intent to waive coinsur- 
ance on small losses, there are ample 
words which might have been used to 
say so and since the clause does not in- 
clude any clear waiver of coinsurance 
on small losses, the court drew the 
conclusion that no such provision was 
intended nor was there any reason for 
the court to rewrite the language of the 
policy to spell out such an intention. 

It is doubtful whether any one hav- 
ing the benefit of the background and 
development of this language could mis- 
construe it but the fact remains that 
among those who are called upon to 
give the meaning of this phraseology, 
there are many who do not know its 

(Continued on Page 34) 









AS COMPANION PIECES to “Where there’s LIFE 
there’s LIABILITY” we offer our agents a folder and 


reagan folng f 


MANY THINGS PRODUCE 
A FEELING OF SATISFACTION 


I was never more satisfied than when I “went 
to town” selling the Comprehensive Personal 
Liability policy. Of course, half the battle was 
getting people to understand the policy and 
their need for it. That wasn’t too difficult be- 
cause I slipped a copy of the booklet “Where 
there’s LIFE there’s LIABILITY” 
envelope and mailed one to each of my 


in an 


prospects. Its many illustrations and the com- 
plete absence of insurance jargon made a 
hit with everybody. I was surprised at the 


profitable reaction my phone and personal 


policy tab, sales aids which have proven successful in 


soliciting Comprehensive Personal Liability business. 


follow-up calls produced, and I was amazed 
at the extent to which the booklet had 
lowered sales resistance. 


Sample copy available on request. 
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NAVA Approves 25% Top Limit 


For Local Agents’ Commissions 


The National Automobile Underwriters 
Association last week voted to adopt a 
commission factor not to exceed 25% in 
the making of rates for physical damage 
insurance. A statement on this matter 
and also the question of underwriting 


property damage and collision risks, is- 
sued by the NAUA, is as follows: 
“The National Automobile Under- 


writers Association, at a meeting held on 
October 15, 1947, recorded the following 
action, effective immediately: 
‘‘Resolved, that the National Automo- 
bile Underwriters Association abrogate 
the “Rules Governing Qualifications of 
and Compensation to Representatives.” 
“‘Resolved, that in view of the fact 
that a necessary function of the National 
Automobile Underwriters Association in 
the making of rates for automobile physi- 
cal damage coverages is the use of fac- 
tors contemplating ge commission to the 
writing loca as the term 


policy agent 
is customarily ei oe according to 
fire insurance company standards, it is 


recommended that the National Automo- 
bile Underwriters Association hereby 
adopt as such factors a figure not ex- 
ceeding 25%.’ 

“By reason of the fact that the NAUA 
has qualified or will quaify as a licensed 
rating organization under the rating laws 
in the various states, this action was 
deemed necessary. 

“The following action was also taken, 


to become effective December 1, 1947: 

“ ‘Resolved, that, subject to the concur- 
rence of the memberships of both organi- 
zations, the National Automobile Under- 
writers Association relinquish all jurisdic- 
tion over motor vehicle property damage 
—both for its members and subscribers— 
and that the National Bureau of Casualty 
Underwriters, in turn, relinquish all juris- 
diction over collision for its members and 
subscribers, the effect of this action to be 
that a company wishing to insure against 
motor vehicle property damage will, sub- 
ject to the constitutional provisions of the 
organization in question, become a mem- 
ber of or a subscriber to the rating and 
underwriting service of the National Bu- 
reau of Casualty Underwriters for that 
hazard; and, conversely, that a company 
wishing to assume the collision hazard, 
will, subject to the constitutional pro- 
visions of the organization in question, 
become a member of or a_ subscriber 
to the rating and underwriting service 
of the Nationaly Automobile Under- 
writers Association for collision.’ 

“Similar action was recorded by the 
National Bureau of Casualty Under- 
writers at a recent meeting. 

“The resolution is intended to deal 
with the filing requirements of members 
and subscribers of the two organizations. 
Companies not members or subscribers of 
such organizations would be governed by 
the statutes of the respective states.” 





PPF Analysis 


(Continued from Page 31) 


provements at his own expense with any 
notion of leaving them on the premises 


when he moves elsewhere. Yet, the ten- 
ant’s intent is always subject to the 
tests of “character of annexation” and 
“adaptability”. So that if a fixture in- 
stalled by a tenant has been so fitted 
and constructed that it cannot be re- 
moved without seriously defacing the 


premises or ruining the fixture itself, it 
will be presumed that the tenant in- 


tended such fixture to become part of 
the realty. Walsh on Property, Sec. 54; 
Globe, 76 N.Y. 23. 

Same: installed by landlord: When 


such fixtures are installed by the owner 


of the premises, whether they are per- 
sonalty or realty is still a question of 
fact to be resolved by the tests previ- 


ously mentioned. The fact that owner- 
ship of both the premises and the fix- 
tures is in one person will bear some 
weight in deciding that the fixtures were 
intended as permanent parts of the 
realty. 

For example, as previously indicated, 
gas and electric fixtures, all of a common 
design, installed by a landlord in an 
apartment house, were held to be in- 
tended as a permanent improvement and 
therefore part of the realty. Newman, 
supra. But when installed by a tenant 
for his own convenience to be removed 
at pleasure, they were considered per- 


sonal property. Caldweil, 138 App. Div. 
826. 

Buildings are ordinarily regarded as 
realty unless constructed by a tenant, 


of a temporary nature and readily re- 
movable without serious injury to either 
the building or land. Van Ness, 27 U.S. 
137. 
Miscellaneous Items 

The following articles were held to be 
part of the realty either because of the 
permanent character of their annexation 
or their peculiar suitability to the prem- 


233 Ky. 77; 


ises: a Murphy bed, Doll, 
248 ; 


contrary case—Fisher, 116 Cal. App. 
a sprinkler system, Clayton, 312 Pa. 433; 
doors and windows, Sloane, 41 Wyo. 402; 
theatre seats fastened to the floor, N. Y. 
Life Ins. Co. 107 Fed. 179; Albanese, 44 
Fed. 2nd 602. 

The following were held to be per- 
sonal property: a telephone, Hickman, 
131 Tenn. 32; Paintings, small statues 
and chandeliers removable by unscrew- 
ing bolts or removing nails. Speyers 
Will, 35 N. Y. Supp. 2nd 705. But not 
paintings cemented to the ceiling. Cahn, 
29 N. Y. Supp. 1107. As to radiators 
some decisions have considered them 
personalty, some realty. 

A collapsible pier was held not cov- 
ered by the Personal Property Floater 
(Wisconsin Form) whether it be con- 
sidered as personal or real property. 
Warshauer, 5 F & C CCH 632. In that 
case the policy was captioned, ”Prop- 
erty Insured Hhgs. Floater.” The court 
felt that the abbreviation “Hhgs.” desig- 
nated the property covered as household 
goods. Hence the pier was considered 
not insured (although the court pointed 
out it may be personal property) because 
it could not be construed as household 
goods. 


Temporary Removal of Fixtures 


We have observed that a fixture be- 
cause of its peculiar adaptation to its 
place of repose, may be real property 
although readily removable, such as spe- 
cially fitted storm doors. If such fix- 
tures are removed, do they lose their 
character as realty and become person- 
alty? The court generally says “No, if 
their removal is only temporary.” 

Therefore specially fitted storm doors, 
windows or shutters remain real prop- 
erty even though temporarily removed 
for repairs or storage. Fish Co. 127 
Wis. 149. Similarly, fence rails or bars 
blown loose by the wind remain real 
property until removed by the owner 
from the premises for some purpose 
unrelated to the premises. Goodrich, 
2 Hill. 142. Likewise, a door removed 


New Tacoma Narrows 
Bridge Model Tested 
100 MILE WIND RESISTED 


Defects in Design of First Bridge, Which 
Collapsed, Would Have Been Found 
by Wind Tunnel Tests 








The most thoroughly-tested design in 
the history of suspension bridge con- 
struction will be handed to contractors 
when work on the new Tacoma Narrows 
Bridge at Tacoma, Wash., is figured in 
the near future. A scale model of the 
new span has passed exhaustive tests in 
the University of Washington tunnel. 

Engineers of the Washington Toll 
Bridge Authority blame two factors for 
the collapse of the original structure. 
First, there were defects in its design, 
and second there was no wind tunnel 
available large enough for tests that 
could show those defects. 

According to Charles Andrews, chief 
consulting engineer for the toll bridge 
authority, the defects in the original 
bridge would have been discovered be- 
fore it was built if the university’s wind 
tunnel had existed at that time. “For 
want of a $100,000 wind tunnel, a $6,000,- 
000 bridge was lost,” Andrews stated. 

The scale model of the old bridge was 
performing the same dancing and twist- 
ing motion the span did on the morning 
in November, 1940, when it collapsed. 
The original bridge was too light for the 
amount of resistance it presented to the 
wind. It had solid girders for sides and 
a paved roadbed. The new bridge will 
also be much heavier than the old span 
and will be four lanes wide instead of 
two. 

Engineers of the Tacoma office of state 
toll bridge authority designed and re- 
jected thirty bridges before arriving at a 
satisfactory final plan. The model will 
withstand winds of over 100 miles an 
hour. It is noted that the old piers are 
being used on the new bridge. 





for the purpose of repairs remains 
part of the real property. 

In all these instances of temporary 
removal the fixtures are said to remain 


“constructively” annexed to the realty. 


Rights to Property—Intangibles 
Passing from a consideration of “fix- 


tures,” brief comment on the fourth 
category of a personal property, i.e., 
“intangibles” will suffice. 


Currency, pneumismatic and philatelic 
property, promissory notes and bonds 
are personal property. Stocks of cor- 
porations, including real estate corpo- 
rations, are personal property, being 
mere rights to share in dividends or 
surplus and to vote. Deeds, mortgages 
and leases are personal property being 
mere paper evidences of interests in 
and land and distinguished from the 
interests thmselves. 50 C.J. pg. 762. 

The first two words of the personal 
property floater—“personal property’— 
although not defined in the policy, have 
been given a broad definition by the 
courts of law. It includes property of 
every description except, land, its per- 
manent improvements, and its unsev- 
ered growing products and unremoved 
inert deposits. When removed from 
the earth with the intent of converting 
them to commodities, growing products 
and inert deposits become personal 
property. 

Some fixtures are personal property. 
Fixtures are different from other chat- 
tels in that they partake of the char- 
acteristics of both real and_ personal 
property. While they retain their iden- 
tity as personal property they are affixed 
to the realty. Whether a particular fix- 
ture is realty or personalty depends in 
each case upon the intent of its owner 
as evidenced by the character of its 
annexation and adaptability to its place 
of repose. 

Courts Favor Tenants 

Great leniency is exercised by the 
courts in construing trade, domestic and 
ornamental fixtures of tenants as their 
personal property, whereas the same fix- 
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Appleton & Cox Open 
Branch Office in Denver 


Growth of marine and inland marine 
business in the Rocky Mountain states 
has been so consistent and shows such 
promise that Appleton & Cox, Inc.,, has 
established a branch office there to serve 
Colorado, Wyoming and New Mexico, 
The new office will be situated in the 
Patterson Building, Denver, and will be 
in charge of Charles J. Hooker, state 
agent. 

Mr. Hooker, who joined Appleton & 
Cox in July, is a native of Denver and 
is well acquainted in that territory. He 
entered the insurance business in Denver 
in 1936 with the Mountain States Inspec- 
tion Bureau. In 1942 he entered the pro- 
duction field and traveled in three states 
for both fire and marine insurance. Mr. 
Hooker has received a thorough train- 
ing in both the Chicago and New York 
offices of Appleton & Cox. 





Average Clause 
(Continued from Page 33) 


history. Perhaps the addition of a few 
words at the end of the clause would 
solve the difficulty, something like this 
for example: 

“In the event that the aggregate claim 
for any loss is both less than $10,000 
and less than 5% of the total amount 
of insurance upon the property described 
herein at the time such loss occurs, no 
special inventory or appraisement of the 
undamaged property shall be required, 
but this provision shall not waive the 
application of the coinsurance clause to 
such claim.” 





tures installed by a poroperty-owner 
may be deemed realty. This is based 
upon the common sense theory that the 
tenant is not likely to install fixtures a 
his own expense intending them 0 
become permanent improvements on an- 
other’s property. 

Yet each case, whether landlord ot 
tenant be involved, presents its owl 
question of fact. And the legal decisions 
in point have unhappily suffered from 
lack of uniformity rendering it neces 
sary when the issue is presented to con 
sult the cases in the particular jurisdic- 
tion where the property is located. 


So far as the personal property floate’ 
is concerned, we may conclude in this 
fashion: .e 

1. The property is not covere:! if alter 
applying the foregoing rules, it is dete 


mined that the property is realty. (Ex 
cept under Par. 4 (b) ). 


2. If the property is determi:ed to be 
personalty, it is still not insured if it , 
embraced within any of the expressly & 


cluded classes. 

3. If the property is construe: as pet 
sonalty, and not expressly ex uded, !! 
still ought not to be covered if it is not 
even remotely related in nature to the 
types of personal property s{ ecificall) 
referred to in the “Declarations,” such # 
a collapsible pier—Warshauer, svpta- 
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G. H. Knight Dramatizes Role of Nat’! 
Ass’n in His “Blue Print” Talk 


President Speaks at Five Eastern A. & H. Meetings With 
Messrs. Stumpf and Breidenbaugh; Highspots 
Results of Nationwide Poll 


Gilbert H. Knight of Cleveland, presi- 
dent of the National Association of Ac- 
cident & Health Underwriters, who 
heads one of the largest A. & H. agen- 
cies in the country representing the Fed- 
eral Life & Casualty, has been the head- 
line speaker at five local association 
meetings in Eastern cities since October 
17, delivering a challenging message, en- 
titled “A Blue Print for Progress,” which 
by the end of his tour will have been 
heard by more than 1,000 A. & H. men 
and women. ‘ ; 

Accompanying President Knight on 
his Eastern tour have been Charles B. 
Stumpf, second vice president of the 
National Association, who is general 
agent in Madison, Wis., of the Illinois 
Mutual Casualty, and O. J. Breidenbaugh 
of Indianapolis, secretary-treasurer of 
the organization and well known as the 
instructor of the Purdue educational 
course, 


Eastern Itinerary 


First appearance of this’ trio was in 
Baltimore last Friday where they spoke 
at a sales congress held under the aus- 
pices of the Baltimore, Washington and 
Philadelphia associations. Vice Presi- 
dent Stumpf told about a sales approach 
called the “House of Life” which he has 
successfully used in his own agency and 
Secretary Breidenbaugh stressed the ad- 
vantages of A. & H. training in his talk 
“From Dabbler to Sales Expert.” 
Repeating their performance these na- 
tional officers spoke at Newark on Octo- 
ber 20, at New York City on October 21, 
Philadelphia on October 23 and at Pitts- 
burgh on October 24. From there Presi- 
dent Knight will go to Denver to address 
the local sales congress on November 7 
and will be in Salt Lake City on Novem- 
ber 10. He will be joined in Denver by 
E. F. Gregory, first vice president of the 
National Association, who is BMA man- 
ager in that city. On November 13 he 
will be in Chicago to attend a meeting of 


the Joint Committee on Disability Insur- 
ance, 


A Challenge and an Opportunity 


In opening his address President 
Knight raised the question as to whether 
Private enterprise can eventually do the 
job of insuring the great annual loss 
of Jourteen billions of dollars from 
accidents and illnesses, or must it 
be necessary to turn to socialistic gov- 
ernment schemes of a compulsory nature 
for the solution. Mindful of the ex- 
periences of Germany, New Zealand and 


England with compulsory Governmental 
schemy + Mr. Knight is certain that 
Government in the insurance business 
with all the political chicanery involved 
'S not ‘he answer.” Continuing he said: 


‘W! t then is private enterprise doing 
lling this need? How far have 


bg 'c—how fast are we traveling— 
Fo all we eventually arrive at our 
5 ‘unation of complete protection at the 
) ‘west possible cost ? 
: a twenty-five years ago. total an- 
$60.06 ident and health premiums were 


00. In 1946, if we include Blue 
(which after all is voluntary pri- 


vate enterprise), we collected in A. & H. 
and hospitalization premiums a total of 
$892,043,267. In twenty-five years, there- 
fore, we have multiplied our business 
nearly fifteen times! This is truly a 
phenomenal growth and one that is 
matched by few businesses. We shall 
possibly pass the billion dollar mark in 
premiums this year, and it is now a fact 
that A. & H. is the biggest of the casu- 
alty lines and definitely the fastest grow- 
ing of all insurance lines of whatever 
nature. : 


Sets Goal of $20 Billion Dollars 


“Now a billion dollar business is very 
big business, and yet, we still have done 
little more than scratched the surface. 
Consider that if we do the full job ahead 
we will have to build our premiums to 
twenty billion dollars annually! Yes, we 
must multiply our present great business 
another twenty times! 

“This is both a challenge and an op- 
portunity. Never before was the world 
so security-minded, and never before did 
personal economic security loom so large 


(Continued on Page 39) 


N. J. Compensation Rate 
Level Reduced by 7.7% 


The governing committee of the Com- 
pensation Rating & Inspection Bureau 
of New Jersey has adopted and the 
State Commissioner of Banking and In- 
surance has approved a reduction of 
7.7% in the collectible level of New Jer- 
sey workmen’s compensation and em- 
ployers’ liability insurance rates, effec- 
tive on new and renewal business dating 
December 31, 1947, and thereafter. 

In announcing this reduction Bernard 
Hamilton, chairman of the bureau, ex- 
plains: 

“This revision is not applicable to the 
per capita rates for domestic servants 
nor to the rates in the vessel schedule, 
the occupational disease negligence lia- 
bility rates nor the specific rate elements 
applicable in connection with exposure 
to silicosis and asbestosis. ... A further 
substantial reduction has been made in 
the loss element of the loss and expense 
constants. The actual change in the 
manual rate level necessary to produce 
the 7.7% reduction in the collectible level 
in consideration of the change in the off 
balance of the experience rating plan 
and the effect of the reduction of the 
loss constants is 7.9%. 

“A reduction of 10% in the’ specific 
rate elements for silicosis and asbestosis 
applicable to ‘Silica Grinding, etc.’—Code 
1741; ‘Stone Cutting or Polishing N.O.C., 
etc.—Code 1803; ‘Asbestos Goods Mfg., 
etc.’—Code 1852; ‘Cleaning or Renovat- 
ing Outside Surfaces of Buildings, etc.’ 
—Code 5469; and ‘Incidental Abrasive 
Blasting’—Code 0059 has been adopted 
by the governing committee and ap- 
proved by the Commissioner of Banking 
and Insurance for effect December 31, 
1947.” 





CHRISTMAS PARTY DEC. 15 
The Casualty & Surety Club of New 
York will hold its annual Christmas 
party December 15 in the grand ballroom 


wa Waldorf-Astoria Hotel, New 
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OPPORTUNITY 


National C.P.A. firm requires account- 
ants for its staff, preferably with public 
accounting and insurance experience. 
Permanent basis. Submit complete 
resume. Box 1736, The Eastern Un- 
derwriter, 41 Maiden Lane, New York 
y Ph De 











Preferred to Get New 
RFC Loan of $2,000,000 


TO INCREASE SURPLUS FUNDS 





Stockholders to Vote on Program Nov. 
25; Dull Gives Company’s Position 
as of August 31, 1947 





The Preferred Accident of New York 
will further strengthen its financial posi- 
tion when stockholders at a meeting 
November 25 give approval to a new loan 
from the Reconstruction Finance Corp. 
of $2,000,000 which has already been ap- 
proved by the board of directors and 
Robert E. Dineen, New York Superin- 
tendent of Insurance. Floyd N. Dull, 
president of the company, announced a 
few days ago that arrangements for the 
new addition have been completed with 
the RFC and that the $2,000,000 will be 
used to provide increased underwriting 
capacity. The new funds, said Mr. Dull, 
will supplement an original $3,000,000 
loan provided last May by the RFC. 

Superintendent Dineen’s approval of 
the transaction was expressed succinctly 
in a letter addressed to John D. Goodloe, 
board chairman of the RFC, when he 
stated: “In my opinion a suitable in- 
crease in the surplus funds of the com- 
pany will materially improve its ability 
to show profits, and correspondingly im- 
prove its ability to repay the entire RFC 
indebtedness.” 

As of August 31, 1947, after giving 
effect to the new money, the Preferred 
reported assets of $17,080,010 and sur- 
plus to policyholders of $3,596,094 in- 
cluding capital of $1,230,000. 


Dull’s Report of Progress 


In reporting to the Preferred’s board 
of directors on October 18 President 
Dull presented the following progress 
since the present management took over 
on March 18, 1947: “A reorganization of 
the company has taken place through 
changes in the executive, agency and op- 
erating departments at the home office 
and throughout the entire field, and a 
satisfactory reduction in the expense of 
operating the company has been at- 
tained. The present plans of the man- 
agement contemplate restoring the Pre- 
ferred to the position which it formerly 
held in the accident and health field. The 
previously unfavorable earnings trend 
has been reversed as is evidenced by the 
fact that surplus to policyholders has in- 
creased since March 31 upwards of $300,- 
000. Following an exhaustive analysis, 
all claim and other reserves have been 
completely reevaluated.” 

The RFC transaction will be consum- 
mated by an adjustment of capital stock, 
under which the present cumulative 
stock of 1,000,000 shares, par value $1 
and liquidating preference $3, will be re- 
classified as 1,000,000 shares, par value $1 
and liquidating preference $5. The divi- 
dend rate per share will be advanced 
from 12 cents to 20 cents. The interest 
rate on the RFC loan will remain at 
SUM. 

The additional $2,000,000 will be ad- 
vanced by the RFC to the Preferred- 
Protective Corp., which will transfer the 
proceeds to the Preferred Accident in 
return for the reclassified preferred 
stock, except for $425,000 to be held in 
escrow for payment of both accumulated 
and future interest through December 
31, 1949, on the RFC loan. The Pre- 
ferred Accident will gain full credit for 
the $425,000 placed in escrow except as 


(Continued on Page 38) 
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Burglary & Glass Club CRIME TRENDS DISCUSSED —e 
Hear FBI Special Agent Surety Claim Men’s Forum Gets First- - f 6 6 ; 99 
Hand Data From FBI and ; es tn ar ane 
HELP PROMISED IN CASES __ Other Agencies 
In a spirit of cooperation and coordi- = 
Edward Scheidt Explains National Prop- nation the members of the Surety Claim Bill (Standard Accident Group, New moved his lyre from his hip pocl ied 


erty Act; FBI Has 105,000,000 


Finger Prints on File 





Addressing the Burglary and Glass In- 
surance Club of New York which has 
130 members Edward Scheidt, special 
agent in charge of the Federal Bureau 
of Investigation, promised the insurance 
men all possible cooperation in criminal 
cases affecting burglary, theft and lar- 
ceny crimes against householders, com- 
merce and industry where FBI has juris- 
diction. Walter S. Costello of Eagle, 
Globe and Royal Indemnity Companies, 
who is president of the club, introduced 
Mr. Scheidt. William T. Thompson, vice 
president of Eagle, Globe and Royal 
Companies, was a special guest as was 
Arthur F. Connolly, assistant secretary, 
Massachusetts B. & I. Dinner was at the 
Cabin Restaurant, John and _ Pearl 
Streets. 


FBI Fields of Activity 


Mr. Scheidt, who looks like the execu- 
tive vice president of a large New York 
City bank, and is an experienced and 
effective speaker, began by describing 
the functions of FBI which are in five 
principal fields of activity. For instance, 
it operates the National Clearing House 
for exchange of commercial data, based 
largely on the science of finger prints. 
FBI now has approximately 105,000,000 
finger prints on file. While a great ma- 
jority of them are non-criminal prints 
the huge depository of prints informa- 
tion also contains prints of those com- 
mitting crimes of violence and others in 
law violation field. Development of fin- 
ger printing science is one of the dis- 
tinguishing features between law en- 
forcement of the horse and buggy days 
and its present more effective technique. 

Another function of FBI is its scien- 
tific crime deduction laboratory. By 
scientific methods identity of perpetra- 
tors of crime becomes known to investi- 
gators, furnishing a great help in solu- 
tion of robbery and numerous other 
criminal cases. 

A third function is uniform crime re- 
porting. In 1930 at the urging of police 
chiefs FBI started to analyze and com- 
pile crime statistics. Now, a vast ma- 
jority of the population figures of the 
country are embraced in one uniform 
crime reporting project, enabling law 
enforcement officials to know what 
types of crime are committed in all sec- 
tions of the country; extent of the 
crime; age groups and other important 
data. Thus it is easy for law enforce- 
ment to know just how to handle spe- 
cific cases, the data also proving of im- 
portance to sociologists. 

FBI’s work in operation of National 
Academy was also described. This has 
made public officials, even’ in sparsely 
settled communities, able to have a new 
insight and outlook respecting crime and 
its prosecution. This has helped the 
esprit de corps of fighters against crime. 
The more effective crime enforcement 
becomes the more will insurance losses, 
burglary and other losses be cut down. 

Discussing the field of investigation 
Mr. Scheidt said that FBI has fifty-one 
field offices. He discussed the nature of 
those violations, the wide variety of 
offenses under investigation. During his 
talk he called attention to the Federal 
national stolen property act which re- 
lates to interstate transportation of 
stolen property valued at $5,000 or more. 
Much stolen jewelry can enlist the atten- 
tion of FBI; also, property obtained by 
fraud which is taken from one state to 
another. An example is forged and 
counterfeit securities which go from 
place to place taken across state lines by 
criminals. 


_“If you have a case which will interest 
FBI do not hesitate to call on us,” said 





Men’s Forum of New York and repre- 
sentatives of law enforcement agencies 
compared notes last week at the regular 
meeting of the forum on crime trends 
and ways in which they could best co- 
operate with each other to keep property 
crime losses to a minimum. 

The meeting was attended by Special 
Agent Handley of the Federal Bureau of 
Investigation, John P. Ward of the 
United States Secret Service and James 
M. Graham of the Post Office Inspector’s 
office. Each spoke for ten minutes on 
the trend of property loss crime in their 
respective departments. Their talks were 
followed by an open forum discussion 
entered into by all those present. 

The next meeting of the forum, at 
which Alex Kerner of the U. S. Guar- 
antee will preside, will be held October 
30. Guest speaker will be a representa- 
tive of the Federal Reserve Bank. 


W. C. Sievers Dined on 45th 
Milestone With Am. Surety 


William C. Sievers, American Surety, 
metropolitan branch, New York, was 
given a luncheon on October 15, in rec- 
ognition of his forty-fifth anniversary 
with the organization. Mr. Sievers was 
the recipient of an anniversary cake, 
forty-five American Beauty roses and 
many congratulatory letters, including 
those from F. W. Lafrentz, chairman, 
A. F. Lafrentz, president, and W. E. 
McKell, first vice president. 

Guests at the luncheon were W. R. 
Ehrmanntraut, J. E. Kene, J. P. Mc- 
Gowan, R. J. McLaughlin, J. M. Pfeiffer, 
H. W. Ackermann, and C. A. Stumpf, all 
of American Surety’s metropolitan 
branch; A. D. Everiss and A. G. Rinck- 
witz, fidelity department; F. H. Ivers, 
schedule and blanket bond, and F. A. 
O’Connell, contract. 








DES MOINES CLUB ELECTS 


James F. Tierney, United States F. & 
G., Des Moines, was elected president 
of the local casualty and surety club 
at its annual meeting recently. G. A. 
Brady, American Surety, was named first 
vice president; William S. Allen of 
Massachusetts Bonding, second vice 
president, and William B. Strobridge of 
Fidelity & Deposit, secretary-treasurer. 
Iowa Insurance Commissioner Sterling 
Alexander was the principal speaker, 
talking on the various new insurance 
laws passed by the 1947 legislature. 





Mr. Scheidt. “When they passed the 
national stolen property act it gave us 
opportunity to come more frequently into 
grips with swindlers who operate on a 
migratory basis. Before the act was 
passed it was more difficult to apprehend 
these crooks as their victims were in 
widely scattered areas.” 

Mr. Scheidt concluded by discussing 
the psychology of criminals. He called 
criminals consistent liars, saying that un- 
der investigation this was constantly be- 
ing proved. “A liar,” he said, “must re- 
member everything he has said, and that 
just isn’t possible for people who are 
not truthful.” 

New nominating commitee of the club 
consists of Marion Williams, Manufac- 
turers Casualty; Joe Martin, Plate Glass 
Bureau; Walter A. Reinig, Loyalty 
Group, and Frank E. Schoner, Yorkshire 
Indemnity. In addition to President 
Walter S. Costello the officers of the 
club are James A. Murphy, Manufactur- 
ers Casualty, John J. Mylod, Massachu- 
setts B. & I., and Frank E. Schoner, vice 
presidents; Ethel J. Corbett, National 
Bureau of C. & S. Underwriters, secre- 
tary; Francis K. Peterson, Atlantic Mu- 
tual Indemnity, treasurer; and Thomas 
J. Crowe, Bankers Indemnity, assistant 
treasurer. The club will have a dinner 
on December 15. 











York) Townsend did a heroic piece of 
work some weeks back. He modestly 
tried to cover the story up, but our 
Great Events Department unearthed it. 
It seems a burglar managed to break 
into the home of a neighbor, and when 
Bill heard the commotion, he rushed 
from his house in time to see a man 
jumping a fence. He started jumping, 
cornered the fellow, got him to the 
ground, called the police—and after the 
intruder was in custody, proceeded to 
60 John Street, New York, singing “Oh, 
What a Beautiful Morning.” When we 
asked him about the incident he said: 
“Shucks, it was nothing, I just thought 
there were four of ’em or I wouldn't 
have bothered.” 
* * x 

Would you be 
able to tell what 
time it was if you 
saw a Chinaman 
on his way to the 
dentist? It’s sim- 
ple. “Tooth hurty.” 

‘ae a 


Gandhi_ once 
said: “Freedom is 
not worth having 
if it does not con- 
note freedom to 
err.” 





*x* * * 


Now that we've all gotten the World’s 
Series out of our hair, this column, al- 
ways four weeks behind the Western 
mail, will divulge the one bright poetical 
outburst resulting from the Brooklyn 
Dodger-New York Yankee exhibition of 
sloppy baseball (just our opinion, folks). 
Bobo Newsom, on the fourth day, re- 





SURETY ASSN’S NEW BOOKLET 





Features Court and Fiduciary Bonds and 
Part They Play in Court Work; 
Foreword by Judge Waugh 

Court and fiduciary bonds and the part 
they play in the daily routine work of 
the courts are the theme of a 36-page 
booklet just published by the Surety As- 
sociation of America, entitled “The 
Surety Bond in Court Proceedings.” 

Considered the most comprehensive re- 
view of judicial bonds available in brief 
form, the booklet outlines the duties of 
fiduciaries in connection with decedents’ 
estates, legal disability, and insolvency 
proceedings, as well as various types of 
fiduciary bonds required in the discharge 
of those functions. It also defines the 
purposes and uses of court bonds in all 
forms of litigation. A third section of 
the booklet deals with the advantages of 
the corporate surety bond over personal 
suretyship in court proceedings. Fac- 
similes of typical bond forms illustrate 
the text. 

The foreword was written by William 
F. Waugh, judge of the Probate Court, 
Cook County, IIl., who stresses the: abil- 
ity of corporate sureties and the inade- 
quacies of personal sureties in assuming 
such risks. 

“The surety companies of America,” 
Judge Waugh adds, “have performed a 
valuable and needed service in our pro- 
bate courts, aside from a purely loss- 
absorbing function, by assisting the court 
in supervising probate estates. This su- 
pervision has unquestionably saved many 
estates from improper administration to 
the benefit of the beneficiaries and 
wards.” 

The booklet, which provides a ready 
reference to all types of fiduciaries and 
of actions at law, with the proper bond 
required in each instance, is being dis- 
tributed chiefly to members of the legal 
profession and to law students. 





FIDELITY & DEPOSIT DIVIDEND 
The Fidelity Deposit will pay a 

dividend of $1 a*share on October 31 

to stockholders of record October 15, 





emoted as follows: 
“Altogether, altogether, 
Praise the weather, 
Ain’t it swell; 
Four days of the gol-darned s ries, 


And not a drop of rain has fell” 
ae. ae 

It was James Truslow Adanis who 

said: “There are obviously two educa- 

tions—one should teach us how | make 

a living, and the other how to live.” 

a Je 

In one of the private letters of Ker. 

mit (Prudential’s Downtown Agency 

New York) Dow, we find this sentence: 


“It makes me feel like the cattle rustler 
who was at the end of his rope.” 
xs Ss 


And that reminds us of the gag per- 
petuated by F. P. A. some years back 
when he sailed to Europe on the former 
liner “Europa.” He said, “For exercise, 
I take three walks around the deck 
But, when you do that, and finish, you 
feel as though you’ve come to the end 
of Europa.” 

ae 

Don (Washington National of Chi- 
cago) Wellenkamp has an item in his 
“Back Chat” column this month which 
reads: “Lifted from an unremembered 
source is the gag about the fellow who 
gave up drinking for the sake of his 
wife and kidneys.” Would it be possible 
for you to recall, Don, that the item 
appeared here? Or would you want us 
to document the claim by sending a 
clipping (our clipping bureau only goes 
back ten years). 

* * 

No grass. No flowers. No trees. (An- 

swer, next month: No Vember.) 
—MERVIN L. LANE. 





TO MEET IN GEORGIA 





Industrial Insurers’ Conference Will Be 
at Wilmington Island, May 
19-22, 1948 

The Industrial Insurers’ Conference 
will hold its thirty-ninth annual meeting 
at the General Oglethorpe Hotel, Wil- 
mington Island, Savannah, Georgia, May 
19-22, 1948. This hotel is not far distant 
from the Hotel De Soto in Savannah and 
the De Soto Beach Hotel on Savannah 
Beach. Since these hotels are under the 
same management, the conventioneers 
will have the facilities of each of the 
hotels at their disposal. The General 
Oglethorpe was the meeting place last 
year of the United Nations Monetary 
Conference, and preceding same, the en- 
tire plant was renovated at considerable 
expense to the management. Five con- 
ference member companies are located 
in Georgia and they will be host to the 
convention. 





FLORIDA MEETING NOV. 14-15 

The fall meeting of the Florida As 
sociation of Accident & Health Under- 
writers will be held November |4-15 at 
the Seminole Hotel in Jacksonvil'e, Fla. 
according to an announcement by H. B. 
King, state manager for the World In- 
surance Co., who is president of the as 
sociation. An attendance of over 2 
is expected. 

Guest speaker at the meeting will be 
J. Edwin Larson, Insurance Commis- 
sioner of Florida. Mr. King promises @ 
attractive sales congress. 





Harry Lando Resigns “Field” 
Post; Now Free Lancing 


Harry Lando, who has been : ssociate 
editor of the “Insurance Field” in Nev 
hs, re- 


York for the past eighteen mon'his, 
cently resigned. He is now doing fret 
lance work both in editorial and photo 
graphic assignments. Before joining the 
“Field” he had considerable experience 
with trade publications in other ticlds. 
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Bond Commissions Featured in 


NAIA Surety 


Changes in commissions paid on vari- 
ous types of bonds featured the annual 
report of Travis Bailey, San Antonio, 
Tex. chairman of the NAIA fidelity and 
surety committee, submitted to the an- 
nual convention last week at Atlantic 
City. Chairman Bailey declared that in 
many letters which he had received from 


members of the association in response 
to a questionnaire asking for opinions on 
various bond matters, disapproval of the 


missions paid on commercial blanket 


com 

bonds was expressed. He spoke of this 
subject. as “a major grievance” and 
pointed to a resolution passed by the 
Mississippi Association of Insurance 


Agents which requested that companies 
be ureed to bring their commission scale 
on this type of bond in line with com- 
missions paid on individual fidelity bonds. 
Said the report: 


Action Wanted on This Inequity 


“Apparently our membership wants ac- 
tion on this inequity. The consensus of 
opinion appears to favor the same rate of 
commission on commercial blanket bonds 
as that paid on schedule and individual 
fidelity bonds. However, some have in- 
dicated that a graduated scale would be 
acceptable. 

“Desiring to carry out the wishes of 
the membership, President Guy Warfield 
wrote a letter to the Surety Association 
of America on August 1, 1947. This let- 
ter outlined the many reasons why 
blanket bond commissions should be in- 
creased and urged that they be made 
equal to those paid on other fidelity 
bonds. At the time this report was pre- 
pared, no response to President War- 
field’s letter had been received from the 
Surety Association.” 

Chairman Bailey said that a meeting 
is being arranged with officers of the 
Surety Association in New York imme- 
diately following the Atlantic City con- 
vention to discuss the blanket bond com- 
mission situation. He urged that as many 
of his committeemen and of the executive 
committee as possible should attend this 
most important meeting. 


Information Resulting From 
Questionnaire 


More than a dozen worthwhile sugges- 
tions for improvement of fidelity or 
surety bond coverages or proposing com- 
mission changes were received as a result 
of Chairman Bailey’s questionnaire. He 
noted that nearly all the replies (more 
than thirty received) favored revision of 
the Towner rate manual with brevity and 
simplicity as a goal. But sentiment was 
Strongly against any reference to com- 
missions in this manual. 

“Except for three replies,” he contin- 
ued, “there was unanimous opinion that 
the commission paid on commercial 
and blanket position bonds is 
inadequate. The consensus favored the 
Same commissions for this class as that 
paid for other fidelity bonds. 


“The majority of those answering indi- 
cated 1 ey would not favor a plan where- 
by conimissions on blanket bonds would 
be based on manual rates before expe- 
ieee iscounts are allowed. 


ion was divided on the advisa- 
i consolidating the primary com- 
and the blanket position bonds 
into form. 

There seemed to be no uniformity of 


merc} 


thoug!t on the subject of broadening 
*omm rcial blanket bonds. 

. Opinion was divided on the advisabil- 
‘ty of consolidating bankers blanket bond 


‘ms No, 24 and No. 2 into one form. 


Report by Bailey 


Parenthetically, the American Bankers 
Association favors such a consolidation.” 


Broadening Bankers Blanket Bonds 


Mr. Bailey then reported that there 
seemed to be no uniformity of thought 
on the subject of broadening bankers 
blanket bonds, but said that the Ameri- 
can Bankers Association favors broaden- 
ing these forms to include safe depository 
liability insurance. “A jurisdictional ques- 
tion existing between the National Bn- 
reau of Casualty Underwriters and the 
Surety Association seems to be retarding 
developments on this point,” he ex- 
plained. Continuing his report: 

“Opinion was divided on the advisabil- 
ity of consolidating brokers blanket bond 
forms No. 14 and No. 12 into one form. 

“There seemed to be no uniformity of 
thought on the subject of broadening 
brokers blanket bonds. 

“Majority opinion favored increasing 
the commission paid on bankers blanket 
bonds, although not with the same pre- 
ponderance as in the case of commercial 
blanket bonds. 

“A majority of those replying ex- 
pressed approval of the new performance 
and payment bonds and their possibilities 
for a new market in the field of private 
construction. 

“With two exceptions, all of those re- 
plying favored a plan whereby represen- 
tatives of the NAIA would sit in on 
deliberations of the Acquisition Cost 
Conferences before commissions are pro- 
mulgated.” 


Cost of Operating a Bond Department 


Turning his attention to cost of oper- 
ating a bond department in an insurance 
agency, Chairman Bailey said the sub- 
ject should be considered from two 
angles: (1) the accumulation of accurate 
figures on how much it costs to operate 
a bond department and how these costs 
compare to costs in other departments. 
(2) The effecting of economies in oper- 
ating a bond department. As to the first 
point he said: 

“F. Stuart Brown, NAIA actuary, can, 
no doubt, be of help to us in this under- 
taking. It is believed that only the larger 
agencies could prepare accurate figures 
of this kind. It would be helpful if these 
figures could be broken down within the 
bond department to show that the cost 
of producing and servicing commercial 
blanket bonds is as much, if not more, 
than other types of bonds. They would 
also show that the cost of servicing con- 
tract bonds is high because of the many 
bid bonds handled at a loss.” 

As to the second angle, Mr. Bailey said 
that his committee will be asked to con- 
fer with other technical committees on, 
economies in operations after studies 
have been completed by the NAIA casu- 
alty and fire and allied lines committees. 
“We should attempt to obtain sugges- 
tions from our membership which might 
eliminate unnecessary details, simplify 
handling, and otherwise reduce the cost 
of operating a bond department,” he 
said. 

Before closing Mr. Bailey referred to 
the Towner Rating Bureau’s_ revised 
manual, fidelity and blanket sections of 
which have already been released. He 
said: “Some of our members have seen 
the first drafts of the revised fidelity 
section and think it is a great improve- 
ment over the old section. We under- 
stand that the revised manual will not 
mention commissions payable to agents.” 

Serving with Mr. Bailey on the com- 
mittee were the following agents who 
joined with the chairman at the close of 
the report in expressing a desire “to 


P. A. Merwin of Jamestown, N. Y. 


Known as the “Flying Insurance Man” 


Let Kansas have its flying farmers 
and Texas its flying ranchers. James- 
town’s (N.Y.) claim to fame in the 
flying businessman field falls to Paul 
A. Merwin, district manager of the 
Mutual Benefit H. & A. and the United 
Benefit Life, who is called by his 
friends the “flying insurance man.” His 
plane, he claims, has saved him a small 
fortune in money, time and effort since 
he began utilizing it in his business last 
April. 

A private pilot with more than 125 
hours to his credit, Mr. Merwin says 
that his two-place monoplane has more 
than made up its $2,600 purchase price 
in savings of money and time alone— 
not to mention the many hours of free 
time it has afforded him by cutting his 
monthly traveling time in half. His ter- 
ritory, which must be covered monthly, 
includes Chautauqua, Cattaraugus, Al- 
legheny, Erie, Niagara, Orleans, 
Wyoming and Genesse counties in 
which he must contact personally his 
agents in twenty-six cities and towns. 
Prior to becoming a flying enthusiast, 
automobile coverage kept him driving 
four or five days per week spending his 
nights in hotels and taking his meals 
where he could find them. 

Today, he said, he covers the same 


territory in two or three days per week 
and is home for dinner every night. 

“Also,” said Mr. Merwin, “I can fly 
it cheaper than I ever could drive it. 
My light plane gets mileage comparable 
to 22%4 miles per gallon of gas and oil 
in an automobile. In addition it makes 
the trips in half of the elapsed time. 
A typical daily business trip might find 
me taking off from Jamestown at 9 
a.m., and downtown in Dunkirk with 
my agent a half hour later. I usually 
spend the morning there and fly ‘to 
Silver Creek, a short hop, where I 
have lunch and work most of the after- 
noon with my agent there. I usua'ly 
hop from Silver Creek to Buffalo in 
time for dinner and pick up supplies 
from the Buffalo office and arrive back 
home by 8 p.m. Such coverage would 
take me at least two days by car and 
I would probably have to spend one 
night away from home.” 

Asked how he managed to land any- 
where his business took him, Mr. Mer- 
win said he had found landing fields or 
convenient pastures everywhere he had 
reason to go. 

Mr. Merwin is a member of the 
National Aircraft Owners and Pilots 
Association and an active member of 
the local unit. His red and black light 
plane is a familiar sight at most every 
airport in western New York on both 
business and pleasure flights. 





NEW KIT OF SALES FOLDERS 





Manufacturers Insurance Cos. of Phila. 
Ready With Mailing Pieces for 
Agents; Also Series of Blotters 


A colorful new kit of sample sales 
folders and blotters is the latest con- 
tribution of the Manufacturers Insurance 
Cos. of Philadelphia to the cause of 
advertising and selling insurance. Each 
mailing piece in the series deals with 
some policy or policies sold by the Man- 
ufacturers, and the copy treatment is in 
language that will be understood by the 
lavman. Folders now available. deal with 
(1) comprehensive personal liability; (2) 
dishonesty, disappearance and destruc- 
tion coverage; (3) money and securities 
blanket bond coverage, and (4) auto- 
mobile insurance. A series of blotters is 
also included in the kit. 

The Manufacturers is making these 
mailing pieces available to their own 
agents with their names and addresses 
imprinted. They are designed, the home 
office says, “to make a good imprint on 
the prospect.” 





OKLA. CITY EXCHANGE ELECTS 


Rollin Baird was elected president of 
the Oklahoma City Insurance Exchange 
to succeed E. M. Rickman. Other new 
members of the official staff include P. 
Williamson, vice president, and Leland 
Booth, secretary-treasurer. The execu- 
tive committee comprises Dave R. Mc- 
Kown, Ted R. Moore, Kenneth Draper 
and Horton C. Hightower. Walter 
Thornton was chairman of the school 
insurance committee. 





INSPECTOR FOR ONTARIO 


Great American Group announces the 
appointment of Harold O. Holroyde as 
inspector for Ontario. Mr. Holroyde will 
have his offices in London, Ontario. 





work in harmony with all elements of the 
surety industry for the further devel- 
opment of corporate suretyship in the 
public interest”: 

T. B. Boyle, Columbia, S. C.; R. C. 
Fischer, Oakland, Cal.; W. D. Heydon, 
Providence, R. I.; Robert Maxwell, Tex- 
arkana, Ark.; Fred A. Moreton, Salt 
Lake City; E. S. Nellis, Topeka, Kans.; 
D. P. Smith, Philadelphia, and H. F. 
Warner, Kansas City, Mo. 


Let-Down in Collections 


Worries Minneapolis Offices 


Casualty company offices in Minne- 
apolis are concerned over the let-down 
in collections. A stream of cancellations 
are coming in from local agents for non- 
payment of premiums and some checks 
are being returned for not sufficient 
funds. 

A large branch office has sent a bul- 
letin to agents asking them “to thor- 
oughly review their collections and col- 
lection system in order to prevent pos- 
sible future credit losses. Make sure 
that adequate advance deposit premiums 
are placed on all policies subject to 
audit.” It urges that agents attempt to 
collect the premium in full when the 
order is secured or if this cannot be 
done to set a definite date for payment 
and “be sure to follow up on that date.” 





Associated’s Insurograph 
Installed at 8 Airports 


Associated Aviation Underwriters, en- 
couraged by the success of its Insuro- 
graph vending machines at airports in 
and near New York, has installed in 
recent months eight machines at out- 
of-town airports. The locations are 
the Washington National Airport, Wash- 
ington, D. C.; Willow Run Airport at 
Detroit, and those at Pittsburgh, Cin- 
cinnati, Cleveland, Columbus, Akron and 
Dayton. At these points airline trip cov- 
erage may be purchased for 25 cents. It 
pays $5,000 in case of death or dismem- 
berment with a limit of $25,000. 


Stanton-McGehee Co. of 
Memphis Gets Under Way 


Carl E. Stanton, vice president of 
Marx & Bensdorf, Inc., Memphis, Tenn., 
in charge of casualty insurance, has re- 
signed his post to enter the agency busi- 
ness for himself. 

In partnership with James FE. Mce- 
Gehee, mortgage banker, Mr. Stanton 
has formed the Stanton-McGehee Co. 
and has opened offices in the Commerce 
Title Building, Memphis. The new 
agency will write all forms of fire and 
liability insurance, but not life insurance. 
Among companies represented are the 
American Surety and the Firemen’s. 
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Promotion for Four 
In the Mass. Bonding 


P. NEVILLE COUNSELL RETIRED 
Aldrich, Cronin, Donovan, Stuart Given 
Posts of Greater Responsibility 
in Home Office 
Four home office underwriting execu- 
tives—Harold J. Aldrich, John J. Cronin, 
Harold G. Donovan and Walter Stuart 
—figure in promotions recently made by 
the Massachusetts Bonding & Insurance 
Co. At the same time P. Neville Coun- 
sell, vice president of the company, has 

been retired at his own request. 

In announcing the promotions the 
company explains that its rapidly ex- 
panding volume of business and the 
problems which it presents have made 
necessary reassignment of duties out- 
lined as follows: 

Harold J. Aldrich 

Vice President Harold J. Aldrich, for- 
merly in active charge of the compensa- 
tion and liability department, has been 
assigned to special duties in the execu- 
tive department. Mr. Aldrich started 
with the company twenty-seven years 
ago following four years’ experience in 
underwriting and service in the Naval 
Reserve during World War I. A stu- 
dent of compensation and liability insur- 
ance, he is regarded as an able under- 
writer who is well fitted to perform his 
new duties. 

John J. Cronin 

Tohn J. Cronin, whose entire business 
life has been with the Massachusetts 
Bonding, has become manager of the 
compensation and liability department. 
Educated at Georgetown University, he 
began as an underwriter-trainee in the 
compensation department in 1927 and 
has progressed steadily to a point where 
he is well qualified to ass»me managerial 
duties. He is a World War II veteran, 
havine served three and a half years in 
the United States Navy. 

Harold G. Donovan 

Harold G. Donovan, who has had more 
than twenty years’ experience in com- 
pensation and liability underwriting, has 
been named manager of the special risks 
department. A graduate of Massachu- 
setts Institute of Technology, class of 
1924, Mr. Donovan joined the Massachu- 


setts Bonding in 1942 and _ naturally 
gravitated to the handling of special 
risks and special problems. He _ has 


written numerous authoritative articles 
on compensation and liability lines. . 
alter Stuart 

Walter Stuart, who for several vears 
past has been assistant manager of the 
automobile department, has been ap- 
pointed manager of that department. 
Toining the Massachusetts Bonding in 
1914, he has had extensive experience in 
underwriting and agency work relating 
to both casualty and surety lines. Dur- 
ing recent years he has carried out im- 


portant field and home office assign- 
ments associated with the automobile 
business. 


P. Neville Counsell 

At his own request Vice President P. 
Neville Counsell has been retired. He 
has been ill for some time. A native of 
England, Mr. Counsell acquired his early 
business experience in that country. Fol- 
lowing his arrival in America he joined 
the automobile department of the 
Massachusetts Bonding in 1914 and by 
1920 was given charge of that depart- 
ment. A few years later he became as- 
sistant vice president and in due time 
vice president of the company. 





OKLAHOMA A. & H. MEETING 

The season will open for the Oklahoma 
Accident & Health Association with a 
meeting October 27 according to an an- 
nouncement by Malcolm C. White, chair- 
man of the association’s program com- 


mittee. Ralph W. Russell, legal advisor, 
State Insurance 3oard, is scheduled: to 
discuss action of the 1947 legislature 


as it affected accident and health busi- 
A review of the recent national 
convention will be given by Olin Ste- 
pliens, North American Accident. 


ness. 


Rejects 50% More Premium 
For Assigned Risks in Iowa 


Insurance Commissioner Sterling Alex- 
ander of Iowa has rejected a proposal 
hy an assigned risk committee, headed 
by Harold Watson of Employers Mu- 
tual Casualty of Des Moines, for 50% 
additional premium an assigned auto pol- 
icies under the financial responsibility 
act which became effective in the state 
on October 1. 

Mr. Alexander, in turning down the 
committee’s proposal, pointed out that 


15% 


other states were using only a 
additional rate and that Towa should 
not be the first to institute such a 


change. 

An alternative proposal offered by the 
committee was also rejected by the Com- 
missioner. The second proposal would 
have eliminated commissions to agents 
and provided for a 35% rate for the 
companies. The committee will meet 
later to attempt to work out the contro- 
versy on the rates. 

A number of companies operating in 
Iowa have been turning down applica- 
tions on old cars. One Iowa company 
has declined to accept new policies or 
renewals on cars of 1935 models or older. 
Others have drawn the line on cars 
only eight or ten years old. In some 
cases the agents are issuing binders to 
continue renewed policies in force tem- 
porarily. 


NATIONAL SURETY ON BONDS 

A contract was let'to J. A. Raines of 
Muskogee, Okla., for bridge structure on 
relocation state highway 51 at Fort Gib- 
son for the United States Engineers in 
the amount of $725,525. The Oklahoma 
City office of the National Surety Co. 
arranged the bond. 

Another contract negotiated through 
this office was a bond arranged for the 
J. & J. Construction Co. of Oklahoma 
City, who is low bidder for construction 
of a transmission line for the Bureau of 
Reclamation, Department of Interior, for 
Parker Dam in Arizona. The job in- 
volved an amount of $1,498,000. 





Ontario Agents Hit 
Commission Reductions 


FAVOR FIRE RATE INCREASES 





Feel There Will Be No Unfavor&ble 
Public Reactions to Higher Rates, 
As Boosts Would Be Moderate 





Strong opposition is developing among 
the fire and casualty agents in Canada 
towards the suggestion that commissions 
should be reduced. Thought has been 
given to raising fire premium rates, and 
while a number of managers are in favor 
of such a move the fear exists that it 
might have an unfavorable public reac- 
tion. 

Agents are demanding that commis- 
sions be left as is for the time being and 
that the companies trim their expenses. 
This was brought out in discussions at 
the annual convention of the Ontario 
Insurance Agents’ Association in Tor- 
onto. 

Admittedly, the agents argued, it can 
be shown that as the companies operate 
today there is little waste in the com- 
pany’s handling of the premium dollar. 
Where the companies can cut down, 
arguments heard at the agents’ conven- 
tion suggested, is in the number of com- 
panies in operation. 

Rather than have commission rates re- 
duced, there is a general tendency on 
the part of agents to inquire as to the 
possibilities of having commission rates 
increased. Arguments presented in fa- 
vor of this move at the agents’ conven- 
tion included higher operating costs of 
agencies. Agents themselves are inclined 
to the opinion that the easiest way out 
of the present difficulties would be to 
increase fire insurance rates wherever 
experience suggests such a change is 
necessary. 

“Premium rates are exceptionally low,” 
a spokesman for the agents stated. 
“An increase of 10%, or even 20% for 
that matter, would not be unreasonable. 
I do not think that we need worry over 
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losing too much business if rates went 
up. With replacement values as high as 
they are today, the need for insurance 
is greater than ever. That explains why 
there has been such a terrific increase 
in business this year. 

“The agents do not intend to back 
down from present commission rates; 
and we do not believe the companies will 
whittle their own ranks to cut expenses. 
The only way out of the present trouble 
is to increase premium rates and see 
what happens. This, I think, the com- 
panies will and must do, effective with 


the first of 1948.” 











Oklahoma Comp. Rates to 
Take 0.5% Cut as of Dec. 1 


The Oklahoma State Insurance Board 
approved October 17 the new manual 
rates on compensation insurance to be- 
come effective December 1. Both in- 
creases and decreases are represented in 
the new setup but the board’s action 
effects an approximate 0.5% decrease in 
the over-all picture. 

Before approving the new rates the 
board had considered the introduction 
of a new factor in the rate making 
formula. It was found that this new fac- 
tor, a wage level element, would add to 
the established formula a trend factor 
and would necessitate consideration 0! 
other speculative factors. All of these 
influences will be reflected in the future 
rates as they actually affect premium 
income and losses, Joe Beaver, secretary 
of the board, explained. 

The Insurance Board believes that the 
surest way to reduce Oklahoma compet- 
sation rates is to stop accidents by @ 
well rounded program of safety educa- 
tion for all industrial employes, he added. 





BUYERS TO HEAR KILLARD 
Albert J. Killard, claim manager 
Pittsburgh for the Zurich will speak Oc- 
tober 28 at the luncheon meeting of the 
Insurance Buyers of Pittsburgh. His 
subject will be “Workmen’s Comipense 
tion Claims.” 


Preferred Accident 


(Continued from Page 35) 





to interest already accrued on the loan’ 
$33,250 to August 31, 1947, through the 
resultant increase in value of Pref 
Protective Corp. stock, which is wholly 
owned by the insurance company. A ! 
tal of 600,000 shares of the preferreé 
stock will remain pledged with tiie RFC 
as collateral to the original ‘oan 
$3,000,000 and the balance will be cole 
lateral for the new loan. 
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ihew A. & H. Asscciation 
Formed in New York 


LINDOP CHAIRMAN PRO TEM 





Gets Off to Good Start at Luncheon 
Attended by Knight, Stumpf, Breiden- 
haugh of National Associtaion 


The formation of a new A. & H. 
association in New York City, which 
will be chiefly for production men in 
this field and which will be affiliated 
with the National Association of A. & H. 
Underwriters, was favorably voted at a 





luncheon meeting Tuesday in Ho‘el 
Lexington, New York. 
Ralph E. Lindop, general agent of the 


Monarch Life in New York, who pre- 
sided at the meeting, was designated 
chairman pro tem of the new organiza- 
tion until its permanent officers are 
elected next January. Mr. Lindop ap- 
pointed a nominating committee of six 
to select a slate of officers and report 
back at the “charter night” meeting 
which has been tentatively set for Mon- 
day, November 17. Serving on this ccm- 
mittee are William L. Kick, Firemen’s 
Fund Indemnity; DeWitt A. Stern, who 


heads his own agency; P. N. Brown, 
agent, Monarch Life; Milton Schiff, 
Paul Revere Life, and Ivan L. Year- 
wood, general agent, Federal Life & 


Casualty, New York, and James R. Wil- 
son, United States Life, chairman. 
About Sixty Attend Luncheon 

Between fifty and sixty men and 
women attended the luncheon and had 
an opportunity to meet and hear Gil- 
bert H. Knight of Cleveland, president 
of the National Association; Charles B. 
Stumpf of Madison, Wis., second vice 
president of the association, and O. J. 
sreidenbaugh of Indianapolis, its secre- 
tary-treasurer. On an _ eastern tour, 
these A. & H. leaders had their hopes 
set on establishing a local unit of the 
National Association in New York and 
they were not disappointed. A goodly 
number of those present signed applica- 
tions for charter memberships in the new 
association which, they were told, will 
concentrate its attention on the sales 
end of the A. & H. business. Women 
as well as men are eligible for mem- 
bership. 

Those attending were also told by 
President Knight that no clash of inter- 
ests is expected between the new or- 
ganization and the Accident & Health 
Club of New York. He said that con- 
ferences had been held with its top 
ranking officers prior to the luncheon 
and that a liaison committee will prob- 
ably be appointed composed of members 
of €ach association. “In that way we will 
Work together for the advancement of 


A. & H. insurance in this territory,” 
he said. Mr. Knight’s formal address 
A Biue Print for Progress,” is re- 
viewed elsewhere in this issue. It made 
xe it at this meeting as well as in 
other 


ities where he has spoken in the 
past week, 

,., Stumpf’s “House of Life” 

The address by Second Vice President 


romp , who followed Mr. Knight on 
the Piogram, featured a sales approach 
called “House of Life” which he has 


wed “llectively in his own selling. At 
7 tset he said that the average 
= & H. salesman assumes too often 
nlat ‘.e prospect is sold on accident 


_ ‘ec. “But after we analyze the 
ae at we have missed we will find 
rs at i the majority of cases we failed 
+ 


s\\e Our prospects the reasons to 


ioe © them into buying,” he empha- 
ra ‘tis for this reason that Mr. 
gry always gives motivating reasons 
“a ying in his approach to a pros- 
ae tarts off his sales talk by mak- 
§ the frank statement: “I have some- 


(Continued on Page 41) 


N. Y. Club Gets Fresh 
Slant on Wagner Bill 


FROM N. Y. TIMES REPORTER 





Bess Furman, Washington, D. C., Tells 
A. & H. Men to Expect No Action 
on Bill Before ’48 Election 





The Accident & Health Club of New 
York last evening (October 23) was given 
first hand information regarding the Wash- 
ington, D. C. attitude 
on compulsory health 
insurance and the 
Wagner - Murrey - 
| Dingell bill by Bess 
Furman, reporter for 
| the New York Times, 
who is stationed at 
the nation’s capital. 
Speaking at the 
monthly dinner meet- 
ing of th’s organiza- 
tion, held in Victoria 





Hotel, New York, 
Miss Furman said in 
part: 
“Since this is a 
Bachrach Controversial ques- 
Rikon Siem tion, indeed more 
controversial than 


would seem to me necessary or salutory, 
I shall simply set forth the various view- 
points as presented to me by those who 
hold these views. In so do‘ng, it would 
scarcely be possible to escape the conclu- 
sion that in all probability nothing will be 
done about the Wagner-Murray-Dingell 
bill before the next presidential elect‘on 
in 1948. 

“However, it is also apparent that great 
blocks of public opinion have been com- 
pletely sold on health insurance as_ the 
way in which the American family can see 
its way through long and costly illnesses.” 

Political Aspects of Situation 

Miss Furman called attention to political 
aspects of the compulsory health insurance 
situation, noting that the Wagner-Murray- 
Dingell bill is sponsored by President Tru- 
man. Although it is a measure which he 
inherited from the late President Roose- 
velt, Mr. Truman’s personal backing of it 
is also strong, Miss Furman emphasized. 
She said that the senators whose names 
appear on the bill are all Democrats—Mur- 
ray, Wagner, Pepper, Taylor, Dingell and 
McGrath. Continuing she said: 

“Sen. Robert P. Taft, widely mentioned 
for the nomination for President by the 
Republican Party, is sponsoring the op- 
position Taft health bill, which would set 
up Federal funds only for the medically 
indigent. Witnesses in its behalf lay great 
stress on the spread of the various volun- 
tary health insurance plans. The senators 


(Continued on Page 42) 


Knight Dramatizes Nat’l Ass’n Role 


(Continued from Page 35) 


in the plans of every individual in this 
country. And we in this great business 
are invited to attend to this need by 
insuring against the great costs of phy- 
sical disability, and to provide plans that 
will continue income for the assured, 
when earnings have stopped because of 
inability to work. Shall we so organize 
this business and ourselves that we can 
meet this responsibility? Well, the an- 
swer had better be ‘yes,’ if we want the 
Government to stay out of the insurance 
business.” 

As individuals in a rapidly expanding 
industry, Mr. Knight stimulated his au- 


CHARLES B. STUMPF 


dience to think seriously of the rich ma- 
terial rewards which they would receive 
while performing a great public service 
in spreading far and wide the message 
of income protection. He regarded it 
as especially fortunate that no techno- 
logical development, invention or chang- 
ing conditions could ruin or retard the 
A. & H. business and said: “We shall 
always have ‘steadiness of demand’ for 
our product.” 

Leading up to the main points of his 
address, Mr. Knight traced the develop- 
ment of the A. & H. business from the 
days when it was necessary to operate 
on a rule of thumb basis because of lack 
of statistics and experience to the re- 
cent years of truly big production and 
refined underwriting. “The last ten 
years have seen almost a complete revo- 
lution in our industry,” he declared. “Our 
leaders are men of keen intelligence and 
sincere resolve to carry out their obliga- 
tions in the best interests of the public. 
Our industry, out of its swaddling 














POLICIES ISSUED ON 
COMMERCIAL, MONTHLY, 
GROUP and WEEKLY PLAN 














g J. B. BOYER, President 
HOME OFFICE: 242-244 S. 8th St., Philadelphia 


“Insurance for the Masses" 


NATIONAL ACCIDENT & HEALTH 
INSURANCE COMPANY 


OF PHILADELPHIA 


FIND OUT IF THERE 
IS AN OPENING 
IN YOUR TERRITORY || 








Forty-three Years of Faithful Service 








clothes, has reached a lusty young man- 
hood, ready and eager to perform a 
great humanitarian task under the ban- 
ner of private enterprise. The job re- 
quires cooperative and organized ef- 
SORE 2 6 4 


Role of National Association 


“This brings me to the point of what 
role the National Association of Acci- 
dent & Health Underwriters will play 
in the future development of our busi- 
ness, and why it should be not only a 
privilege but a requirement for every 
individual who has an A. & H. license 





GILBERT H. KNIGHT 


to belong to his local and National As- 
sociation. 

“First, let me briefly recapitulate the 
history of the National Association. The 
first local association was formed by ten 
general agents in Cleveland in August, 
1913. We called it the Cleveland Ac- 
cident Insurance Managers Club. We 
joined together for self-preservation and 
to correct some of the many abuses that 
existed in the business of that day. That 
club has met regularly for thirty-four 
years, and today boasts the largest mem- 
bership of any in the country with ap- 
proximately 200 members. 


“In 1917, having cleaned up the situa- 
tion in Cleveland much to the benefit 
of its members, we were asked to help 
form local clubs in Pittsburgh, Toledo, 
and Detroit. This we did, and still by 
1930 only six A. & H. clubs existed, each 
completely independent of the other, 
with. no over-all organization. In 1930 
we formed our present National Asso- 
ciation at a charter meeting in Chicago. 
The next few years saw slow progress, 
but it also marked the development of 
the sales congress idea which has proved 
so effective in developing the individual 
agent and building up membership in 
local clubs. 


“The next ten years or so were years 
of struggling along on a very meager 
budget and battling a general apathy 
against sacrifices necessary to build a 
strong organization. However, common 
danger always enforces cooperation be- 
tween those attacked, and the sudden in- 
troduction of state and Federal plans of 
compulsory state insurance showed all 
engaged in our business the absolute ne- 
cessity for organization and cooperation 
for mutual defense. It was indeed a case 
of ‘united we stand—divided we fall.’ 


“A planning committee was formed 
which raised a sum of $15,000 from the 
voluntary subscriptions of good A. & H. 
men, and this enabled us to set up per- 
manent national headquarters and staff, 
headed by a permanent national execu- 
tive secretary. Last year we not only 
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operated within our budget but added 
to our reserve fund, which now approxi- 
mates $20,000. 

53 Local Assns. Today 

“Today we have fifty-three local as- 
sociations and a membership of nearly 
4,000, with every indication that in the 
next few years this will expand to 100 
local clubs and membership of 10,000. 
Seventy-four insurance companies now 
hold associate memberships in our Na- 
tional Association. 

“This brief recital of our history does 
not and cannot tell what this movement 
has really meant to the industry of ac- 
cident and health insurance, nor of the 
tremendous benefit it has been to the in- 
dividuals making this business their vo- 
cation and career. I think the best ap- 
proach to this would be for us to look 
over some of the problems facing us and 
then to see what this association has 
done in the past—what it is now doing 

and what its future plans are to solve 
these problems. 

“Now it is obvious that in deve oping 
a united front that good-feeling, mutual 
respect and fair relationship must exist 
between companies and agents. That 
axiom has always been the goal of our 
National Association and we think that 
that goal has already been attained. 
The fact that already seventy-four com- 
panies hold associate membership in the 
National Association bears evidence of 
this, but an even stronger proof of prac- 
tical results of this policy was the for- 
mation last February of the Joint Com- 
mittee on Disabi.ity Insurance. 

Scope of Joint Committee 

“This Joint Committee consists of 
three members from the National Asso- 
ciation and three members from’ the 
company organization, the Health & Ac- 
cident Underwriters Conference, plus the 
executive secretary of the National and 
the managing director of the Conference. 
I predict that eventually this Joint Com- 
mittee, which is really a liaison com- 
mittee between home office and field 
will develop into the most important 
committee in our industry, and will con- 
tinually provide information and ex- 
change of views and viewpoints that will 
be of ever-increasing value to all of us 
engaged in this business. 

“The function of the committee as 
outlined at its first meeting in Milwau- 
kee is to ‘consider and make recommen- 
dations as to desirable action on matters 
of mutual concern to field and home 
office interests, and study methods for 
further development of accident and 
health insurance as a public service.’ 
Four meetings of the committee have 
been held since its inception in Feb- 
ruary, and much has been done to lay 
the foundations for future study and 
progress.” 

Results of Questionnaire 

President Knight then told of the 
valuable information developed from a 
widely circulated questionnaire recently 
sent to 700 leaders including agents,’ gen- 
eral agents, managers, home office off- 
cials and state insurance departments. 
They were asked what each thought 
were the three greatest problems con- 
fronting the A. & H. business and what, 
if any, would be their solution of those 
problems. “The results have been ex- 
tremely informative and give us a clear 
picture of the prevailing thoughts and 
ideas of the industry as a whole,” said 
Mr. Knight. 

Touching on the significance results of 
this poll, the speaker said that 33.6% of 
those replying to the questionnaire set 
up as the most urgent need a good real 
public relations program. “With this I 
thoroughly agree,” said Mr. Knight, “as 
it is evident that a majority of the public 
has a poor conception of the A. & H. 
business. Many of these have fixed and 
erroneous ideas that, unless quickly 
changed, will prove detrimental to that 
rapid expansion of our services which 
we al! hope for. 

“Seventy-five per cent of those urging 
that a public relations job be started 
recommended that a National Institute 
of A. & H. insurance be set up on a 
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similar plan to that of the Life Insurance 
Institute, and that a series of paid ad- 
vertisements be nationally circularized in 
newspapers and magazines. I believe 
there is a need for this. Some few 
months ago a CIO official made front 
page newspaper headlines by declaring 
in Detroit that holders of A. & H. poli- 
cies in Michigan and Illinois were being 
‘gypped’ because insurance companies 
tried to get out of paying every claim. 

“This sweeping assertion was carried 
by press agencies and made nearly every 
newspaper in the country; thereby do- 
ing incalculable harm to our business. 

“The companies thereupon made a 
survey through the Illinois and Michigan 
Insurance Departments, with the result 
that it was proven that on a year’s A. 
& H. claim payments of over $41,600,000 
in those two states, 99.9% were adjusted 
without any complaint whatsoever. A 
total of 730,429 claims were settled with 
787 complaints, of which the Commis- 
sioners said only 175 were justified, or 
one claim out of each 4,174. Few busi- 
nesses could match this record of fair- 
ness. 

“But here is the point—millions of 
American readers read the wild charges 
of the CIO radical, but the proven an- 
swer to the charges was published only 
in insurance magazines not accessible or 
read by prospects. If the companies 
would join together and spend only one- 
half of 1% of their premiums for na- 
tional institutional advertising, they 
would have about $4,000,000 annually for 
this purpose and it would have tremen- 
dous results of great benefit to all in 
the business. 

“Incidentally, this myth of unfairness 
or dissatisfaction in claim settlements 
should be scotched and quickly. Many 
life and casualty men shy from A. & H. 
because of this false idea. In my’ own 
agency, we have settled over 40,000 
claims without a single lawsuit, and that 
is typical of the business today, however 
it may have been in former times. 

“The National Association has pushed 
this idea of institutional advertising in 
the past and will continue to urge it, but 
there are many other ways of improving 
public relations by up and coming local 
clubs, such as sending speakers to serv- 
ice clubs and organizations, of every 
kind, plus many other methods which 
time will not permit me to mention.” 


Broadening of Policy Coverage 


The speaker then said that the broad- 
ening of policy coverage, and the elim- 
ination of technical language and narrow 
restrictions in policies was urged by a 
large percentage in reply to the ques- 
tionnaire. “This has long had the sup- 
port of the National Association,” he de- 





clared, “and I think we have been effec- 
tive in getting the companies to go a 
long way in this respect. Great im- 
provement has been shown, as can be 
judged by anyone who will compare a 
modern 1947 policy with one of 1920 or 
1930 vintage. 

“There has been a great improvement 
in this respect the last few years and 
it is encouraging to note that on this 
questionnaire broadening of policy cov- 
erage was suggested by home office offi- 
cials in greater numbers than was any 
other suggestion. We must remember, 
however, that there are only 100 cents 
in the dollar and we must keep the cost 


down so good protection can be 
chased by low income groups. 
“Twenty-one per cent of the 
suggested that the greatest need 
industry was better training for 
Significantly, 33% of the general 
who probably are in the best posi 
know what lack of proper t 
means, strongly urged education 
most vital necessity to the busin¢ 
“It is obvious that if we are g: 
do a complete job in our field wh 
I have suggested, means eve: 
twenty billion dollars of annua! 


miums, that we must very great 
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New A. & H. Association 
(Continued from Page 39) 


thing to show you on which I would 
like your opinion.” He goes on to say: 
“Everything you have in life is a direct 
rest!t of your ability to earn an income. 
Your income enables you to provide 
food, shelter and clothing; it provides 
money to buy life insurance, to operate 
your car, to pay the operating expenses 
of your home and for your fire insur- 
ance protecting that home. 

“Rut the chances are 1 to 1,200 that 
you will have to use your fire insurance 
within the next twelve months. The 
chances are 1 to 250 that you will use 
your automobile insurance within the 
sanie period of time, and further, the 
chances are 1 to 150 that you will use 
your life insurance in the next twelve 
months.” At this point Mr. Stumpf 
pauses for emphasis and then declares: 
“However, the chances that you will be 
either injured or killed within the com- 
ing vear are only 1 to 8. Thus, if you 
have not made definite plans to protect 
your income, your house or life will 
suffer. While you are laid up all your 
expenses will continue. You have defi- 
nite obligations to meet and to do so 
you must have income. It is your most 
valuable asset and should be insured.” 

Consistent use of this sales approach 
has enabled Mr. Stumpf to pay for a 
sizable volume of A. & H. business 
annually. 

Breidenbaugh Stresses Training 

Third speaker, O. J. Breidenbaugh, 
emphasized that new men entering the 
A. & H. business as well as those al- 
ready in it have written twice as much 
business after receiving the benefit of 
training such as is given at Purdue 
University. He told of a study made 
of twenty-one students. Before taking 
this course they sold 294 applications in 
four weeks. Four weeks after the course 
their production jumped to 692 applica- 
tions. Cost of their training was $2,700, 
but it was thoroughly worthwhile in 
Mr. Breidenbaugh’s opinion because 
these men sold an additional $23,000 in 
A. & H. business in the four-week period 
under study. 

Mr. Breidenbaugh closed his talk by 
declaring: “Our training program can 
enlarge your sales vision, giving you 
a broader viewpoint of the scope of the 
A. & H. industry. In addition to dou- 
bling and possibly tripling your pro- 
duction, you will find your results to 
be an inspiration to new men coming 
into your office. You owe it to them 
to give them the benefit of training 
at Purdue or other universities which 
make our course available.” Mr. Brei- 
denbaugh announced that the next sales 
training class at Purdue would run 
from December 1 to 13. 

Leading movers in the formation of 

the new unit, which will be called the 
New York Chapter of the National As- 
sociation, were Ivan L. Yearwood, Fed- 
eral Life & Casualty, who handled 
luncheon arrangements; James R. Wil- 
son, United States Life, and Ralph E. 
Lindop, Monarch Life. They were com- 
plimented for an excellent job. 
_ Interested observers at the meeting 
included J. F. Follmann, Jr., manager, 
Bureau of Accident & Health Under- 
writers; Francis T. Curran, Loyalty 
Group, past president, Accident & 
Health Club of New York; George J. 
Ricl ards, general agent, Monarch Life 
in Hartford, who is on the national 
executive board, and Lawrence K. Far- 
se en vice president, Metropoli- 
an Life. 





A. & H. Education Committee 
To Meet Oct. 30 at Purdue 


: Phe education committee of the Na- 
tional Association of Accident & Health 
Underwriters will meet at the Purdue 
Union Building in Lafayette, Ind., on 
October 30, 

11s meeting has been called to com- 
ple arrangements for the schedule of 
classes to be offered at various universi- 
hes throughout the country during the 
next year, : 
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Are You Missing a Bet 
with Present Clients? 


You're already serving their needs for fire insurance or for other types 
of coverage. But your possibilities for future business are not limited 
to these lines. 

Most of your present clients need boiler insurance. Storekeepers, 
church and school officials, apartment house operators and others have 
boilers and tanks for heating and for hot water. Manufacturers, laundry- 
men and dairymen operate power equipment. All these—and many 
others you can think of—need the protection provided by Hartford 
Steam Boiler insurance and the periodic inspections that go with it. 

You don’t have to be a technical expert to sell boiler and machinery 
protection. ‘The Special Agent of Hartford Steam Boiler has the neces- 
sary background. It’s part of hts job to help you sell and service this 
type of coverage. 

Boiler and machinery insurance offers you substantial 
extra volume. Why not ask your Hartford Steam Boiler 7 
Special Agent to work with you on it? ; 





The Hartford Steam Boiler Inspection and Insurance Company 


HARTFORD, CONNECTICUT 
FOR POWER-PLANT INSURANCE, IT PAYS TO CHOOSE THE LEADER 








Five Promotions Made by 
New Amsterdam Casualty 


New Amsterdam Casualty has ap- 
pointed A. Reid Johnson as_ superin- 
tendent of agents with Louis J. Biemil- 
ler and Alvin E. Leroy as assistant 
superintendents, all of whom are well 
known to agents and field personnel. 

Mr. Johnson has had wide experience 
in casualty underwriting, Mr. Leroy in 
fidelity and surety underwriting and Mr. 
Biemiller in claim administration. 

The company has also appointed 
Julian B. Davis, Jr., as assistant super- 
intendent of the public official depart- 
ment, and Vernon N. Mercier as man 
ager of the judicial department. 


Submits Short Rate Tabl: 
To Iowa Insurance Dert. 


The National Bureau of Casualty Un- 
derwriters has submitted to the Iowa 
Insurance Department a new uniform 
short rate cancellation table. This new 
table would be for all casualty insurance 
except boiler and machinery which 
would continue to use the present table. 

The Iowa Department is submitting 
the proposed table to Iowa casualty 
companies for any possible conflict or 
objections. 

The proposed new short rate table 
starts at 5% for the first day as com- 
pared with 2% on the present Iowa table 
and levels off after the sixth day to a 
lower percentage. It reaches its peak at 
six months with a 60% charge while 
the present table has a peak at six 
months of 70%. 

For policies over twelve months the 
bureau has submitted a printed formula 
which would be used instead of the 
present printed table. 


TO HONOR PARKINSON 





Illinois Director of Insurance To Be 
Given Dinner November 18 by 
Chicago A. & H. Association 
Nellis P. Parkinson, Director of In- 
surance for Illinois, will be guest of 
honor at a dinner to be given by the 
Chicago Accident & Health Association 
at the La Salle Hotel, Chicago, on Tues- 
day, November 18. Director Parkinson is 
being honored by the association for the 
efficient manner in which he has admin- 
istered the Insurance Department of 
Illinois and the contributions he has 
made to the insurance industry in gen- 

eral. 

He joined the Illinois Department in 
1941 as assistant director; advanced in 
1942 to chief deputy and in 1944 was 
made Acting Director to succeed Paul 
F. Jones. Mr. Parkinson was appointed 
Director of the Department in 1945. He 
has been an active member of the Na- 
tional Association of Insurance Commis- 
sioners for many years, having been 
acting secretary of that organization in 
1946, chairman of its A. & H. committee 
for two years, and at present a member 
of the NAIC executive committee. 

Jay DeYoung, Continental Casualty, is 
president of the Chicago Association, 
and Benjamin H. Groves, Travelers, is 
vice president and chairman of arrange- 
ments for the dinner. 


Nutter Promoted to Mgr. at 
Atlanta by Home Indemnity 


The Home Indemnity has advanced 
Special Agent Charles N. Nutter to 
position of manager of the Atlanta of- 
fice. Mr. Nutter joined the company in 
October, 1938, and worked at the home 
office for four years. He entered the 
United States Navy in 1942, and was 
discharged with the rank of lieutenant, 
senior grade. Returning to the company 
in January, 1946, he served two months 
in the home office and was then trans- 
ferred to the Atlanta office as an under 
writer under the managership of Joseph 
S. Raine. In October, 1946, he was pro 
moted to special agent and a few weeks 
ago was promoted to his present postion. 
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Blackstone Studio 
WATT 


ROBERT W. 


Robert W. Watt, president of the Sea- 
board Surety, who achieved prominence 
in his Columbia University days as 
manager of athletics and in intercolle- 
giate affairs, is quoted in the October 
28 issue of “Look” magazine in the sym- 
posium “What Is Your Advice to Col- 
lege Freshmen?” One of six prominent 
business men and manufacturers who 
were interviewed on this question, Mr. 
Watt declared that the young man start- 
ing his college education should place 
great emphasis on learning how to study 
and why. He emphasized that clear 
thinking is more important than simply 
learning details, and said that the stu- 
dent should also try to earn some money 
during his college years. 





QUARTERLY DIVIDEND 
Fireman’s Fund Indemnity has de- 
clared a quarterly dividend of seventy- 
five cents a share on the capital stock, 
payable December 15 to stockholders of 
record November 15. 


Bess Furman Talk 


(Continued from Page 39) 





whose names appear on the Taft health bill 
are all Republicans—Taft, Smith, Ball 
and Donnell. 

“Where bi-partisan bills, sponsored by 
senators from both parties, have been in- 
troduced in the U. S. Senate on most of 
the large measures affecting the general 
welfare, the health bills are at the moment 
straight partisan politics, and in conse- 
quence fraught with bitterness and con- 
fusion. 

“However, Watson B. Miller, former 
Federal Security Administrator, put be- 
fore last year’s hearing five fundamental 
areas of agreement on health legislation. 
These are as follows: 

Five Areas of Agreement on Health 

Legislation 

“The people as a whole have: 

“1. Recognized a Federal interest, to be 
backed by Federal financial concern, in the 
health of each person in our country. 

2. Agreed upon the necessity for broad- 
ening the availability of medical care and 
health services. 

“3. Accepted the wisdom of overcoming 
shortages of personnel and facilities as 
rapidly as may be practicable. 

“4. Asserted the wisdom and _ necessity 
of adopting some pre-payment method of 
meeting the costs of medical care. 

“2: Agreed upon the wisdom and_ne- 
cessity of decentralizing the adminis‘ration 
of any health program. 

“After hearing most of the charges and 
counter-charges, these principles seem to 
me sound. I believe they are what this 
country eventually will build on—after the 
next election and perhaps before all those 
hospitals are up.” 





Employers Mutual Casualty 
Elects Gunn as Board Head 


Election of J. W. Gunn as chairman of 
the board of directors of the Employers 
Mutual Casualty of Des Moines has been 
announced. 

John W. Hynes was elected president 
and W. Z. Proctor as secretary. M. J. 
Wilkinson continues as vice president. 

Mr. Gunn was previously president and 
Mr. Hynes vice president-secretary. Mr. 
Gunn will retain the office of treasurer 
in addition to the chairmanship. Mr. 
Proctor is general counsel. 

Chairman Gunn reported 35% increase 
in business during the first nine mon‘hs 


of 1947. Assets now exceed $13,000,C00. 





Vote on Consolidation 

Member companies of the Surety As- 
sociation of America voted yesterday 
(October 23) on a merger with the 
Towner Rating Bureau. Ha'e Anderson, 
Fidelity & Casualty vice president, sub- 
mitted the report of the spe¢ial com- 
mittee on consolidation of which he is 
chairman. 


NAIA Executive Committze 

Melvin J. Miller, Fort Worth, Texas, 
and Walter M. She!don, Chicago, are 
new appointees to the executive commit- 
tee of the National Association of In- 
surance Agents. Robert S. Perkins, 
Manchester, N. H., has been reappointed 
to the committee. 
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Knight’s Address 


(Continued from Page 40) 


pand our sales forces. For being an in- 
tangible and not an article, insurance has 
to be sold—it is seldom bought without 
benefits of salesmanship. 


Work in Field of Education 


“Now, we cannot attract and keep A. 
& H. salesmen unless they can make a 
good living out of the business, and the 
art of selling is not easy—it must be 
taught. The A. & H. salesman must not 
only know exactly what he is ‘selling, 
but he must know how to vividly present 
his ideas—he must know how to con- 
vince and secure action. 

“The National Association has done 
and is doing a great job in this vital field 
of education. It uses three separate 











The GENERAL ACCIDENT and 
POTOMAC are staunch supporters of 
the American Agency system and 
protect their agents and brokers by 
adhering strongly to the position 
that no business will be written 
except through properly licensed 


agents and brokers. 


Ask the representatives of these companies 











methods for securing the desired results. 
First, there is what is now known as the 
Purdue system of accident and health 
insurance. Inaugurated a few years ago 
at Purdue. University under the auspices 
and tutelage of the National Association, 
this condensed short course on {unda- 
mentals has proved to be popular and 
successful. 

“Other universities, such as those of 
California, Utah, Michigan and Balti- 
more, have provided facilities for the 
course; many others have expressed 
deep interest. It will soon be available, 
we hope, in every section of the country, 
The whole curriculum operates under 
the advice and help of our association's 
education committee of twelve men.” 

Mr. Knight then told about the forums 
of sales congresses sponsored by the 
National Association and which are held 
frequently in all parts of the country. 
“At these sales congresses nationally 
known experts on all phases of accident 
and health insurance selling give freely 
of their knowledge and experience to 
others in the business. We intend to 
expand this activity to the maximum,” 
he said. 
“The local clubs at their monthly sales 
meetings provide the third avenue for 
education. Many of them follow the 
program outlined by the National Asso- 
ciation of assigned subjects that cover 
the entire field each year. These meet- 
ings provide also an excellent medium 
for exchange of ideas and experience.” 


His Seven-Point Summation 


In closing Mr. Knight summed up 
what the National Association is doing 
for the industry and each individual in 
the business, and why it must have and 
should have full support. He outlined: 

“1, Cooperation is vital in any business or 
profession today, and the National Association 
is the only medium through which the A. & H. 
businegs can cooperate and effectively function. 

“2. Its broad program stands for all that 
is best for the rapid expansion and develop- 
ment of this business on a high plane of public 
service. 

“3, The association is pushing hard for a 
real public relations program that will gain the 
good will of the public and be of tremendous 
help to the man with the rate book. 

“4. It has developed a sound educational 
program through its Purdue course and re: 
gional sales congresses, and will continue to 
push practical education to the point that every 
A. & H. salesman will be a trained agent. 

“5. It is the only effective medium to fight 
radical proposals for Federal and state com: 
pulsory A. & H. schemes, and it has beet 
notably effective in defeating these and other 
Igislative threats in many states. 

“6. The voice of the National Association 1s 
the voice of the thousarids of men in this field. 
It is this voice which has made the companies 
realize that they must underwrite better poli 
cies, give more service to policyowners, sive 
better facilities and training to their salesmet, 
and continually adopt a forward and progres 
sive outlook. The companies willingly listen t 


and adopt whenever possible all suggestions 
coming from the National Association. 

“7, The National Association has ‘cen 4 
great power for good in the past. It hi raised 


the standards of our business greatly—it lias s¢t 
up a high standard of ethics—it has not only 


protected the business for those engage: in 
but through its sales helps and its '-cading 
Producers Round Table has helped materially 
to increase the income of its members. \\ ith Its 
efficient national headquarters, its financ:al st® 
bility, its ever-increasing membership, its powe 

way 


for influence, it will continue to point tie 
to a growth in our business hardly dreamed of 
a few years ago.” 
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| HE STANDS BETWEEN 
YOU AND LOSS! 


Your insurance Agent gives 

you the right kind of insur- 

ber ance before and valuable 
- assistance after a fire 
occurs. Why not see him? 
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OUR “INVISIBLE ASSETS” 
are now Uisille to MILLIONS 


Featured in this year’s National Advertising of the North 


“ America Companies is this outline figure of the American Agent. 


: That Agent is YHA —the symbol of our “Invisible Assets.” — 
These Assets are-reflected in the cooperation and support of 


thousands of Agents and Brokers whose activities in behalf of 


8 the American public and whose goodwill toward the North 
’ America Companies we value even more than our tangible 


'y assets, 


, In this 1947 advertising, our “Invisible Assets” now become 


visible! 


paua 





we INSURANCE COMPANY OF NORTH AMERICA 


INSURANCE COMPANY OF 


NORTH AMERICA 
COMPANIES, Aicledelphia 


% INDEMNITY INSURANCE COMPANY OF NORTH AMERICA 


%& PHILADELPHIA FIRE AND MARINE INSURANCE COMPANY 


te THE ALLIANCE INSURANCE COMPANY OF PHILADELPHIA 



























If you could promise people to be right on the spot just 
as they were about to be involved in an accident, if you could 
promise to catch them when they fell or tripped, if you would 
snatch the roller skate from the step just as they were about 
to step on it, or divert the keen edge of the axe when it slipped, 
or pull them away from the stove just as the scalding water 
spilled, if you could do all that you’d be the most popular man 
in town. ‘ 


Unfortunately, you can’t be in all those places at one 
time. You can’t do much about the physical suffering that 
accompanies most accidents either. You can, however, pre- 
vent a lot of financial worry by seeing to it that all your 
clients and prospects are amply protected against financial 
loss due to an accident through ownership of a Travelers 
Accident Policy. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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